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Miller Urges Full 
Observance Of Fire 


Prevention Program 


National Board President Cites 
Achievements Made By Checking 
Potential Fire Hazards 


TOTAL DOWN A BIT IN 1959 


In Growing Number of Cities and 
Towns Fire Departments Conduct 
Inspections of Homes 











Harry W. Miller, president of the Na- 
tional Board of Fire Underwriters, this 
week called upon householders through- 
out the nation to observe Fire Preven- 
tion Week by checking their homes for 
potential fire hazards. Mr. Miller is 
also general United States attorney of 
the Commercial Union-North British 
Group. He reported that fire loss figures 
thus far this year show a slight reduc- 
tion and are “hopeful.” 


1959 Losses Show Small Decline 


For the first eight months of 1959 
fire losses totaled $717,860.000. a reduc- 
tion of 2.7% under the $737,508,000 for 
the like 1958 period. Mr. Miller nointed 
out that the “most encouraging develop- 
ment” in fire prevention this vear has 
been the growing number of cities and 
towns where fire departments are con- 
ducting on-the-spot inspections of 
homes. 

Thus far this year, more than 15 mil- 
lion homes have been inspected by uni- 
formed firemen throughout the nation, 
with approximately 50% of the fire de- 
partments of the country participating 
in the work. 

“One fire chief in a mid-western city 
of 85,000 population reports a reduction 
of 41% in the number of home fires in 
his citv during the past year, the first 
year his firemen started the inspection 
of homes,” Mr. Miller said. “In addi- 
tion, there was no loss of life. 

“The chief of the Fire Department of 
another city where home inspections had 
gone forward reports that last year, 
for the first time in history, there were 
no lives lost in dwelling house fires in 
his town.” 

In home inspections, uniformed fire- 
men call at homes and ask householders 
if they would like their dwellings to be 
checked for fire hazards. If admitted, 
firemen point out hazards if they exist, 
and then leave. No summons are issued. 
There is no follow- -up inspection. Re- 
moval of the hazard is entirely up to 
the householder. 

Mr. Miller said that by the end of 
the year State Wide Fire Prevention 
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MUTUALJ LIFE INSURANCE COMPANY 
sesTen, masascuuseTs 


Ask M. L. CAMPS AGENCY 


JOHN HANCOCK’S 1959 DIVIDENDS 


NEW ‘TOTAL DIVIDENDS TO BE PAID 
IN 1959 INCREASED BY MORE 
THAN 10% OVER 1958 
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LARRY CAMPS 


OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 








FOR LEASE--5,000 Square Feet 
New, Modern Office F'acilities 





(FINISHED TO SUIT TENANT) 


Air-Conditioned - Fireproof Construction 
Off-Street Parking 


Convenient location just outside congested downtown area.of Tampa, the Florida West Coast’s conmer- 
Easy access by bus or car for clients and employees. 


cial and industrial center. 


Estimated Occupancy, Dec. Ist, 1959 
FOR FURTHER INFORMATION WRITE OR CALL 





MULTIPLE LINE INSURANCE FACILITIES 


P.O. BOX 2231 


PHONE 8-6055 
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New Jersey Hearing 
Set For Oct. 15 On 


Variable Annuities 


Howell Issues Proposed Regulation 
Carrying Out Provisions of 
Laws Passed in June 


SEEK BALANCE OF INCOME 











Disclosure in Application of Form; 
Cannot Use Past Investment Ex- 
perience for Income Illustration 





The New Jersey Department of Bank- 
ing and Insurance has drawn up a pro- 
posed regulation on the issuance of 
variable annuities and Commissioner 
Charles R. Howell has sent to all com- 
panies authorized to do a life insurance 
business in the state notice of a hearing 
on Thursday, October 15, at the State 
House Annex in Trenton. In June the 
New Jersey Legislature passed and Gov- 
ernor Robert B. Meyner approved the 
bills which authorized the issuance of 
variable annuities in that state. The 
proposed regulation sets the require- 
ments for writing such business. 

What Regulation Aims to Cover 

In his letter to life companies, Com- 

missioner Howell said the purpose of the 


regulation was “to (1) the attainment of 
appropriate balance between provision 
made for variable income under indi- 
vidual contracts on a variable basis and 
sources of income in predetermined dol- 
lar amounts; (2) illustrations of benefits 
payable under any contract on a variable 
basis; and (3) the procedure to be fol- 
lowed by the insurance company relative 
to investments, held in connection with 
such contracts, which fail to continue to 
satisfy the statutory standards for new 
investments. 

“The rules established by this regula- 
tion are proposed pursuant to and in 
supplementation of the specific provi- 
sions of Chapter 122, Laws 1959, which 
act prescribes comprehensive statutory 
requirements under which the issuance 
and sale of contracts on a variable basis 
by foreign and domestic life insurance 
companies are to be regulated in this 
state. 

“You may submit written statements 
concerning the proposed regulation to 
the Commissioner at or prior to the 
time of the hearing. Also, your repre- 
sentatives may appear at the hearing and 
present oral statements.” 

Following is the text of the proposed 
regulation: 


Contracts on a Variable Basis 


Pursuant to the direction and author- 
ity contained in Chapter 122, Laws 1959, 
Sections 5(a) (iii), 5(b) and 5(e), the fol- 
lowing is adopted and published as an 
official regulation of this department, ap- 
plicable to the sale of contracts on a 
variable basis by domestic and foreign 
life insurance companies. 


Section 1. Attainment of Balance 


(a) Prior to the issuance of any indi- 
(Continued on Page 8) 
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When T.R. decided on a Presidential Policy 
he called The Man from Equitable 


Many presidents have called The Man from 
Equitable for an insurance policy—Garfield, 
Harrison, McKinley, Wilson, F. D. Roosevelt. 
And famous people in other walks of life, too. 
This year, to celebrate its Hundredth Anni- 
versary, Equitable has announced important 
changes in its insurance program. Graded pre- 
miums, for example. Guaranteed insurability. 





Lower rates for women on larger size policies.. 
Liberalized benefits. Broader protection. It’s 
good news—and people from coast to coast are 
hearing about it on DOUGLAS EDWARDS WITH THE 
NEws, over the CBS-TV network, and on our 
AMERICAN HERITAGE On the full NBC-TV net- 
work. They're learning that the best policy is 
to call The Man from Equitable. 


Living Insurance from EQUITABLE 


The Equitable Life Assurance Society of the United States ©1959 
Home Office: 393 Seventh Avenue, New York 1, N.Y. 
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LIFE OFFICE MANAGEMENT’  ASSN’s 


ANNUAL CONFERENCE 





Lane Calls For Larger Viewpoint 


The outgoing president of the Life 
Office Management Association called 
for LOMA members to strive toward a 
Renaissance ideal that would “bid us 
look at the whole life insurance picture; 
acquire a larger understanding of it; 
and strive to think and act so that in 
whatever capacity we serve, we may do 
so with more breadth and wisdom.” 

Everett H. Lane, president of Boston 
Mutual Life, who has served as LOMA 
president for the past year, spoke to 
approximately 1,000 life insurance execu- 
tives at the association’s 36th annual 
conference at the Edgewater Beach 
Hotel, Chicago. Mr. Lane suggested that 
the life insurance industry was in 
a Renaissance period which had been 
in progress for some time, and which 
“will continue far into the future. 

“Think of the developments in our 
product, life insurance—its marketing 
and the methods and procedures neces- 
sary to effectuate its efficient distribu- 
tion,” Mr. Lane said. “In the very re- 
cent past, we have seen the growth of 
term insurance once so frowned upon, 
the family plan, guaranteed insurability, 
the sharp resurgence of monthly debit 
Ordinary, the immense growth of Group 
insurance in all its variety, the birth of 
Variable Annuities, and a multitude of 
other changes in the form of our basic 
product. 

“Each new development, each change, 
has, of necessity, given rise to new 
methods, new techniques, and new ma- 
chines to implement them. The new 
methods and techniques have been of 
primary concern to you and your asso- 
ciation. The solution of the problems 
has been the product of your informed 
thinking and will continue to be. Not 
all these developments are new—many 
are a rebirth, a Renaissance, if you will, 
of ideas long dormant and dreams which 
are becoming realities.” 





Top (left to right)—Mr. and Mrs. Charles H. Bader. Mr. Bader, incoming LOMA. president, is administrative vice president, Interstate Life and Accident Insurance 


Co. New LO 


Mr. Lane called LOMA, in its field, 
“the vehicle best suited to accumulate 
the ideas of many and serve as an in- 
formed conduit to bring such ideas to 
all who seek them.” Working through 
a large body of committees, he said, 
LOMA members have made enormous 
contributions which can come only from 
an alert and enthusiastic desire to make 
these contributions. “Leading figures in 
the industry enrich our knowledge by 
their most generous participation in our 
programs,” he said. 

“Yet, all of this, admirable though it 
may be, is to my thinking, not suffi- 
cient,” Mr. Lane continued. “We must 
undertake the responsibility of leading 
the individual members of our associa- 
tion toward the Renaissance ideal of 
universality. .. . Because the perfect re- 
sult is unattainable must not justify a 
failure on the part of any company or 
any individual to advance the human 
beings who make up our industry farther 
along the path to the ultimate ideal.” 

Each of us has a particular function 
and must see that function as an import- 
ant part of the whole, he went on, but we 
must realize that each of us will probably 
progress to many and unexpected func- 
tions as our business life unfolds. 

“To envisage properly his function as 
an integral part of the whole,” Mr. Lane 
declared, “it is most desirable that each 
individual shal] acquire as much knowl- 
edge and awareness of all the facets of 
life insurance as human limitations per- 
mit. 


Managing Director Reports 
LOMA Has 357 Co. Members 


LOMA admitted 23 new company 
members last year bringing the total 
membership to 357 companies, Managing 

(Continued on Page 4) 


C. H. Bader President; 
M. R. Tabor First V.P. 


AT LOMA’S CHICAGO MEETING 





Charles B. Laing Made Second Vice 
President; Dalgliesh, Groeschell 
and Hamlet Made Directors 





As mentioned briefly in The Eastern 
Underwriter last week, Charles H. Bader, 
administrative vice president, Interstate 
Life and Accident, was elected president 
of Life Office Management Association 
at the annual conference at the Edge- 
water Beach Hotel, Chicago. Mr. Bader, 
the first association president to wear 
the LOMA Institute Fellowship key, 
succeeds Everett H. Lane, president of 
Boston Mutual Life. 

Merrill R. Tabor, vice president and 
secretary, Berkshire Life, was elected 
first vice president, and Charles B. 
Laing, vice president, The Prudential, 
becomes second vice president. Mr. 
Tabor served as second vice presi- 
dent during the association year just 
concluded, and Mr. Laing is a former 
member of the board of directors. 

Three new directors were also elected 
to serve for three years. They are: 
Lloyd M. Dalgliesh, vice president and 
executive secretary, London Life Insur- 
ance Company; Charles G. Groeschell, 
comptroller, Northwestern Mutual Life 
Insurance Company; and Chris C. Ham- 
let, vice president and secretary, Home 
Security Life Ins. Co, All three of 
the new directors have been former 
members of LOMA committees. 

Following the election of officers and 
directors, Roy A. MacDonald, manag- 
ing director of LOMA, reported on the 
progress and accomplishments of the 
association during the past year. He 
noted that membership reached a record 
high of 357, and that the number of stu 
dents enrolled in LOMA Institute 
courses had also reached new levels dur 
ing the 1958-59 association year. 


MA officers: Merrill R. Tabor, vice president and secretary, Berkshire Life, first vice president; Mr. Bader; Charles B. 
second vice president. New members of LOMA Board of Directors: Lloyd M. Dalgliesh, vice president and executive secretary, London Life; Chris C. Hamlet, vice 





Chase Ltd. Photo 
CHARLES H. BADER 


The LOMA’s managing director re- 
ported that the association’s first Auto- 
mation Forum, held in Chicago, in April, 
proved highly successful. In the spring 
of 1960, the association’s Debit Insur- 
ance Committee, assisted by the South- 
ern and Southwest Planning Committees, 
is sponsoring a Debit Insurance Forum 
in New Orleans. 

Mr. MacDonald concluded his report 
with the observation that the LOMA’s 
35th year as a trade association “was 
marked by a further improvement in ex- 
pansion of our operations. During the 
coming year,” he went on, “we should 
continue our efforts to improve and ex- 
pand our services to all of our members 
As the year comes to a close, we feel 
that we have accomplished much; much 
remains to be accomplished.” 


president and secretary, Home Security Life; Charles G. Groeschell, comptroller, Northwestern Mutual Life. Charles J. Zimmerman, president, Connecticut Mutual Life; 
Harry L. Archey, Jr., secretary, Fidelity Mutual Life, presents outgoing LOMA President Everett H. Lane with plaque in recognition of his leadership during the 


year 1958-59, 


Second Row—Mr. and Mrs. George Ryrie and Ralph E. Edwards. Both Mr. Ryrie, vice president and assistant general manager, North American Life Assurance, 
and Mr. Edwards, vice president and actuary, Baltimore Life, have just completed terms on LOMA’s board of directors. James B. McIntosh, vice president and 


to the president, New England Mutual Life, chairman of the Annual Conference Committee, and Everett H. Lane, president, Boston Mutual Life, outgoing LOMA 
President. Travis T. Wallace, president, Great American Reserve. Mr. and Mrs. Sterling T. Tooker. He. is second vice president, The Travelers and an LOMA board 


member, Robert E. Dineen, vice president, Northwestern Mutual Life. Outgoing President Lane greets incoming President Bader. 


Laing, vice president, The Prudential, 


sistant 
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Don’t Soft Pedal Tax Says Zimmerman Dineen on Training Junior Executives 


Life insurance companies will achieve 
all of their individual aims more readily 
if they keep their sights trained on one 
all-embracing aim: that of extending the 
benefits of life insurance—more ade- 
quately and more efficiently—to more 
people. This was the keynote of an 
address by Charles J. Zimmerman, presi- 
dent, Connecticut Mutual Life, at the 
concluding session of LOMA. Mr. Zim- 
merman said. “We help other men to 
achieve their own aims and aspirations 
by providing an insurance way of life. 

“In 1776, when our forefathers estab- 
lished this nation,” Mr, Zimmerman said, 
“they wanted freedom to enjoy a good 
life and the happiness that comes from 
being independent. Since then, the set- 
ting has changed but men’s aims have 
not. Moreover, men want to know that 
when they are no longer around, their 
loved ones will be assured of the same 
opportunity.’ 

In purusing the major aim of extend- 
ing the benefits of life insurance more 
adequately and more efficiently to more 
people, it is necessary to take into ac- 
count the interests of three groups of 
people more important to the industry’s 
success. Mr. Zimmerman identified the 
three groups as “our policyholders, our 
home office associates, and our field asso- 


ciates.” In considering the interests of 
policyholders, Mr. Zimmerman referred 
to the “bitter fight waged within and 


without our business earlier this year 


federal taxation of life insurance 


over 
companies. We pointed out that com- 
panies do not pay taxes. Only people 


pay taxes. 
Shouldn’t Soft-Pedal Tax 


“You know what happened on the tax: 
an average hike of 55%. I say with cer- 
tainty that there will be no dividend in- 
crease for our company at this time. 
Thanks to continued high interest yields, 
we are probably going to be able to 
avoid a cut. But any way you look at 
it, we are adding less to surplus than 
we would otherwise—which means less 
is held in reserve for the protection of 
policyholders. 

“Should we soft pedal this kind of 
talk? Will it have an adverse effect on 
sales? Apparently some insurance offi- 
cials say ‘Yes’ on both counts. I cannot 


agree. In my opinion, this is short- 
sighted. In the long run, you never go 
wrong by telling the truth. And the 


truth is that increased taxes result in 
increased life insurance costs. If we say 
otherwise we are not keeping faith with 
our policyholders. We are also destroy- 
ing our best argument for the defense 
when the next proposal to increase taxes 
is made, as it surely will be.” 

Mr. Zimmerman, a former agent and 
general agent of Connecticut Mutual and 
managing director of Life Insurance 
Agency Management Association, em- 
phasized that, among its other aims, a 
company should demonstrate faith in its 
field force, and to backstop this faith 
with down-to-earth, helpful, everyday 
service from the home office. 


Make the Job Interesting 


Turning to his third group—home 
office employes—Mr. Zimmerman said, 
“One of our aims in this area is to try 
to put more challenge and fun into the 
jobs we ask people to do. Something 
needs to be done to reverse the disturb- 
ing trend in all business and industry 
today toward breaking down a job to 
such a fine point that it offers no chal- 
lenge—and very little fun.” He referred 
to studies made by Sears, Roebuck 
which shows that where jobs have been 
broken down to a fine point, low output 
and: low morale result. In contrast, 
where jobs call for a sustained effort 
and the performance of a more com- 
plete set of tasks, workers have the 
highest level’ of enthusiasm for their 
jobs. 

Directing his 


thoughts ‘to © another 


group of employees, he stated that the 
life insurance business is guilty of ask- 
ing its junior executives to over-special- 
ize. “Tomorrow, the need of our busi- 
ness will be for top-flight executives 
with broad-based experience. I am not 
at all sure that our present system of 
executive development permits men to 
develop along broad enough lines.” 

Another major aim of the life insur- 
ance business should be to handle the 
specter of inflation, Mr. Zimmerman ob- 
served. Life insurance is being chal- 
lenged in many quarters today as a good 
investment and a means of saving money. 
“Most men whom I know,” he said, “save 
and invest their money with just two 
goals in mind: (1) They want protection 
for their family, and (2), they want to 
build up something for themselves at the 
same time. There is one way to accom- 
plish both goals at the same time and 
this is through permanent life insurance. 

“For most men it is not a question of 
whether to buy stocks or life insurance, 
mutual funds or life insurance, real es- 
tate or life insurance. It is a question 
solely of priorities. For most men, an 
adequate amount of permanent life in- 
surance must be their number one pri- 
ority, because only life insurance can 
guarantee the first of their objectives— 
protection.” 


The biggest change in today’s business 
structure lies in the gradual disappear- 
ance of the one-man organization, Rob- 
ert E, Dineen, vice president, North- 
western Mutual Life, told the LOMA 
meeting. “To be sure,” he said, “the 
need for a top man continues. But 
today, the boss—at any level of the or- 
ganization—cheerfully admits what he 
does not know and openly calls on un- 
derstudies to dig up the facts for him.” 

In the old days, Mr. Dineen recalled, 
the boss produced facts before his equals 
or superiors as though he had dug them 
up himself. The understudy was rele- 
gated to the back room, he said. His 
only hope for recognition lay in the fact 
that, if the mortality tables held true, 
he would outlive the boss and possibly 
reach the peak by the seniority route. 

“Today,” Mr. Dineen went on, “the 
able young man sits in with management 
personnel at every level along with 
other young men of comparable age and 
experience. Each boss is proud to dis- 
play his understudies to everyone (ex 
cept competitors) in the hope that he, 
too, can get some recognition but of a 
different sort—as a selector and de- 
veloper of young men with potential.” 

Mr. Dineen, former Superintendent of 
Insurance for New York, directs the in- 
surance and underwriting operations of 


Badger— High Stake in Sound Money 


No group of people and no industry 
have more at stake in the battle for 
sound money than policyholders and the 
Sherwin C. Badger, 
New England 


insurance business, 
financial vice president, 
Mutual Life, told LOMA. “Inflation has 
already affected our business.” He cited 
the increasing use of term insurance as 
opposed to Ordinary life and endowment 
policies as “attributable to the expecta- 
tion that future dollars will be worth 
less than present dollars. 

“The evidence is inescapable that more 
and more people are trying to get the 
maximum short-term protection at the 
least possible cost,” said Mr. Badger, 
who delivered his talk as part of a panel 
session called “The Latest Word—Some 
Thoughts About Our Business.” He de- 
cried the fact that fewer and fewer peo- 
ple are thinking of life insurance as a 
combination of protection against death 
and as a sound method or building up 
their long-term savings. 

Mr. Badger, a member of the Com- 
mittee on Economic Policy of the U. S. 
Chamber of Commerce, pointed to the 
use of package deals consisting of term 
insurance and shares of mutual invest- 
ment funds as another observable trend. 
The most frequently used argument in 
favor of this combination, he said, was 
that common stocks in mutual funds 
offered a hedge against inflation. “The 
same argument is being used in favor 
of the variable annuity,” he remarked. 

“We can see the effects in other areas 
of our business,” Mr. Badger continued. 
“Fear of inflation has undoubtedly been 
a factor in the rise of surrenders and 
of the changing trends in the funds left 
with life companies. under dividend ac- 
cumulations and other options. Also. 
more and more of the pension fund 
business is going fo. self-insured or bank 
plans where the funds can be invested 
heavily in common stocks, again in the 
hope that they will provide a hedge 
against inflation. We are all aware of the 
inflation that is going on in our operating 
costs. 

“Added together these all mean that 


the volume of new money available for 
investment by life companies has stopped 
expanding.” 

What is happening in life insurance 
is happening in other forms of saving, 
the speaker observed. People are being 
told, he said, that the safest form of 
investment today is through speculation 
in the stock market and real estate, no 
matter how high the prices. 

“Personally,” Mr. Badger objected, “I 
think this is bad advice. If followed, 
it would be ruinous for the country.” 





Public Relations Practice 


As Seen by L. E. Harwood 


The director of public relations for 
Southwestern Life told his listeners at 
the LOMA meeting to expect a con- 
tinuation of the trend toward aiming 
public relations efforts at specific groups. 
Policyholders, said Loflin E. Harwood, 
are an example of a public with whom 
companies must have more frequent as 
well as more effective communication. 

“Another likely development is in- 
creased use of the opinion survey,” Mr. 
Harwood continued. “This device en- 
ables us to learn, for example, what the 
policyowner thinks about us, as well as 
what he wants to hear from us. A sur- 
vey can be done by an outside firm if 
the answers to complex problems de- 
mand professional help, but in many 
situations a questionnaire developed 
the home office will serve the purpose 
well.” 

More specialized techniques for com- 
municating with employes are on the 
way, Mr. Harwood advised. Some com- 
panies are now distributing brief bulle- 
tins, as frequently as the news justifies 
it, to personne] at the level of super- 
visor and above. The purpose of these 
bulletins is to contribute to more effec- 
tive administration by dissemination of 
useful information on a more fimely 
basis, he said. 


‘many businessmen, 


Northwestern Mutual. He was presi- 
dent of the National Association of In- 
surance Commissioners in 1947, 

Other changes have recently taken 
place in the development of young 
executives, according to Mr. Dineen. He 
noted that young people are moving 
around more within companies. “There 
is much less tendency to keep them 
glued to a single division or depart- 
ment,” he said. “As a consequence, they 
have a broader outlook earlier in the 
game.” 

Young people become exposed to com- 
munity and civic authorities earlier in 
their careers, the speaker observed. The 
tendency to stay buried civic-wise in a 
big company until an executive reaches 
the top is ending, he said, 

Referring to formal management 
training programs, Mr. Dineen noted 
that these formal arrangements within 
formal “learn by doing-it-yourself” pro- 


“At Northwestern,’ he commented, 
“we do both. Each has its place. We 
like formal programs but we also share 
the view of the Ford Motor Company 
that there is no substitute for knowl- 
edge and experience acquired the hard 
way-—-in the day-to-day performance of 
duties. In our company, competency 
displayed on specific assignments within 
a division or section of the company will 
not go unnoticed or unrewarded.” 

Mr. Dineen warned that it would b 
dangerous for a company to provide 
vehicles for the development of person- 
nel and then not give people full oppor- 
tunity to use them. ‘Nothing can he 
more damaging to morale than a belief 
that these aids to advancement are avail- 
able only to the chosen few, he said. 





Managing Director Reports 


(Continued from Page 3) 


Director Roy A. MacDonald reported to 
the board of directors. He also an- 
nounced future dates of annual confer 
ences, that of 1960 to be held at the 
Royal York Hotel, Toronto, September 
26-28 and in 1961 at the Hotel Shoreham, 
Washington, D. C., September 25-27. 

Mr. MacDonald reviewed all activities 
of LOMA ZF oy the past year, including 
the work of the standing committees. 

“Over the years,” he said, “our mem- 
ber companies have become quite di- 
verse in size. Home Office staffs now 
rank from fewer than 10 persons to 
more than 18,000. Approximately 55% 
of our members have less than 200 home 
office employes, 25% have from 200 to 
690. and 20% have more than 600. To 

degree, each of these groups has its 
own problems and interests. During the 
coming year we shall continue our ef- 
forts to improve and expand our serv- 
ices to all of our members.” 





Dr. True On Openmindedness 


Dr. G. Herbert True, noted author, 
lecturer and former University of Notre 
Dame professor, called on modern busi- 
ness to cultivate new ideas and “open- 
mindedness.” He declared that the 
problem starts when too many of us 
think in fixed, rigid patterns formed by 
our education and background. Too 
he said, have heads 
crammed full of rapidly aging facts, be- 


-.cause they forget that change is .con- 


stant—“and knowledge doesn’t keep any 
better than fish.” 

Most of us fail to think because our 
memory is too good, Dr. True went on. 
He said that one of-the toughest and 
most: important - jobs.-of management 
today is:to separate the wisdom of the 


"(Continued on Page 6) . 
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Rood’s Views on New Federal ‘Tax Law 


A challenging task of interpreting the 
new federal tax law and conducting busi- 
ness so as to minimize the tax burdens 
under it confronts managers of life in- 
surance companies, said Henry F. Rood, 
senior vice president, Lincoln National 
Life. 

“T believe that the law contains sev- 
eral inequities which will not stand the 
test of time,” he said. “The probabili- 
ties are, however, that the framework 
of the act will remain the basic pattern 
for the taxation of life insurance com- 
panies for many years.” 

Mr. Rood, chairman of the Advisory 
Committee on Interpretation of Federal 
Income Tax Law of the LIC, ALC and 
LIAA, noted that the new law presented 
many problems. For the first time since 
1920 underwriting earnings and capital 
gains are taxable. But, he pointed out, 
there are many opportunities managers 
of life insurance companies can take to 
reduce taxes. 

“There are several things we should 
not do,” he emphasized. “First, we 
should not take the attitude that it is all 
right to spend money lavishly because it 
is deductible now. However, we can and 
should measure the tax impact on all 
operations, and we may authorize ex- 
penditures such as for advertising which 
we would have refused before because 
Uncle Sam is sharing the expense now. 

“Second, we should not evade taxes. 
The difference between tax avoidance 


and tax evasion is simple. One is honest 
and the other is illegal. We avoid taxes 
in the current year when we mail a 
check for a charitable contribution on 
December 31. We evade taxes when we 
mail the check on January 5 but claim 
the payment was made in December.” 

Mr. Rood suggested a number of posi- 
tive steps could be taken to reduce taxes. 
First, he urged every one of his listeners 
to understand the tax law. Next, he 
said, every company should assign the 
job of tax planning to certain indi- 
viduals. 

“The investment officer must decide 
whether he should be purchasing tax 
exempt bonds or regular corporate 
bonds; whether preferred or common 
stocks are a good investment; and 
whether the company’s funds should be 
invested in mortgage loans or real es- 
tate,” the speaker declared. “The pur- 
chasing agent must study the relative 
merits of purchasing versus leasing 
equipment. The actuary has many deci- 
sions to make with respect to reserves.” 

Finally, Mr. Rood urged that a good 
deal of study be given to the new law as 
it affected acquisitions, mergers, reor- 
ganizations,and reinsurance. Employe 
benefit plans should also be examined 
carefully. “Under the new act,” he said, 
“contributions will be deductible in full 
in computing gain or loss from opera- 
tions provided such plans qualify under 
the Internal Revenue Act.” 


Companies Looking For Higher Yields 


About the only way a life insurance 
company can increase its income today 
is to obtain larger returns on its invest- 
ments, Leslie O. Copeland, executive vice 
president, North American Life of Chi- 
cago, said. 

“Agency expenses are continually in- 
creasing, home office operating costs are 
increasing and taxes have increased,” 
Mr. Copeland noted, “yet none of us has 
thought of increasing the premiums on 
the policies they sell. Therefore, the 
margin of profit is getting smaller and 
smaller and the only way that some of 
these increased costs can be offset is by 
larger returns on investments.” 

Mr. Copeland, an authority on invest- 
ments, made his talk during a panel ses- 
sion called “The Latest Word’—Some 
Thoughts About Our Business.” Five 
.other speakers covered recent develop- 
ments in the life insurance industry. 

‘The answer to the question, “‘What is 
the best type of investment to make?” 
changes from week to week, Mr. Cope- 
land pointed out. It is affected by our 
present day thinking on the trend of 
interest rates, on inflation and general 
business conditions, on the effect of the 
federal income tax, and on our needs 
for extra earnings. 

“Many changes have taken place in 
the type of investments made and many 
more are coming,” Mr. Copeland em- 
phasized. “Fourteen years ago life in- 
surance companies had 45.9% of their 
assets in government bonds. Now they 
have 6.7%, with the amount decreasing 
each year. This change occurred mainly 
because of the need for larger income. 

“There is no safer place for money 
than in government bonds, but with our 
increases in taxes, salaries and other 
operating expenses, it was necessary to 
convert this money from government to 
other higher yielding securities. Most 
of this money was transferred to indus- 
trial bonds and mortgages. Industrial 
bond holdings by life insurance com- 
panies have increased 12 times, and 
mortgage loans have more than tripled.” 

In the last six years, Mr. Copeland 
continued, life companies more than 
doubled their ownership of real estate 


investments and tripled their common 
stock holdings as a hedge against infla- 
tion. He predicted that there will be a 
gradual increase in the amount of com- 
mon stocks owned by life companies, 
especially as more of them become in- 
terested in variable annuities and with 
the added tax advantages under the new 
federal income tax law. 

“While the benefit varies from com- 
pany to company,” Mr. Copeland said, 
“many of them, especially stock life in- 
surance companies, will no doubt in- 
crease their amount of purchases of 
municipal bonds and possibly common 
and preferred stocks because of the 
added advantage given them under the 
new tax law.” 





Wallace Sees Growth as Key 


Travis T. Wallace, president of Great 
American Reserve of Dallas, told LOMA: 
“We must grow or die. This is an 
immutable law of life, and it is true of 
all life—corporate, animal or plant.” 

To a great degree, Mr. Wallace em- 
phasized, the future of the life insurance 
industry “will be determined by the men 
in this room.” He added that “your 
capacity for growth is infinite. Almost 
all so-called geniuses were men who be- 
came what they were capable of becom- 
ing—men of ordinary intelligence and 
ability who grew to their capacities. 

“Growth brings with it the things men 
want and prize most,” Mr. Wallace said. 
“It brings satisfaction and self-respect. 
Although our capacity to grow is infinite, 
we can’t grow—we won’t grow—until 
growth is needed.” 





Institute Exams Up 10% 

Managing Director MacDonald re- 
ported that LOMA Institute written ex- 
aminations totaled 20,148 last year, an 
increase of 10%. 11,370 students from 


475 companies and organizations partici- 
pated in the Institute’s program. 


Recruiting Harder 


Paul A. Norton, CLU, vice president, 
New York Life, told LOMA that the re- 
cruiting of life insurance agents had 
never been more difficult. “We have 
deliberately made it more difficult by 
raising our standards of selection,” he 
said. “We try not to deceive ourselves 
into thinking that everyone can be a 
succssful life insurance representative.” 

Mr. Norton, who has spent his entire 
business career with New York Life 
started as an agent himself. He became, 
successively, manager, superintendent of 
agencies, agency vice president, regional 
vice president and finally vice president 
in charge of sales management. 

One obstacle in recruiting, Mr. Norton 
noted, is that statistics are working 
against the insurance industry. While 
the population as a whole is growing, the 
age group in which the recruiters are 
interested (roughly, 25-40) is not. Other 
industries are actively recruiting in the 
same age group. 

“We have become more selective pre- 
cisely at the time when there are fewer 
from whom to select and when the com- 
petition for these few is rapidly increas- 
ing,” Mr. Norton declared. 

It has become necessary for the life 
insurance business to train recruiters 
carefully, Mr. Norton continued. Through 
the use of management training pro- 
grams, recruiters are drilled and trained 
in methods that help bring them into di- 
rect contact with more and more pros- 
pective agents of the right caliber. 


“One-Stop” Agent, 


David G. Scott, first vice president 
and actuary Continental Assurance, pre- 
dicted the eventual emergence of the 
“one-stop” insurance agent. 

“Since there will be a one-stop agent,” 
Mr. Scott said, “what is more natural 
than to have one monthly check to cover 
all of the insurance premiums? It is 
now possible to cover fire insurance, ac- 
cident and health, and life insurance in 
one monthly check in a number of or- 
ganizations. The methods used are still 
in the experimental stage and will un- 
doubtedly be greatly modified so as to 
include still other forms of insurance. 

“T ‘believe present procedures are still 
somewhat more cumbersome than those 
we will some day develop, especially 
those necessitated by the inclusion of a 
one or three-year fire premium in a 
package with the regular monthly life 
insurance and accident and health pre- 
miums.” 

Referring to the decision of New York 
to end minimum deposit plans November 
1, Mr. Scott observed that “the chances 
are we may be at the beginning of a 
trend toward higher early cash values 
for all plans than we have been accus- 
tomer to heretofore.” 

He pointed out that the forces that 
made bank loan or minimum deposit 
plans so popular still exist; high income 
taxes, loan interest is still a deductible 
item, and some people still believe that 
it is possible to invest more profitably 
in real estate and common stocks than 
in life insurance cash values. 

“It would be remarkable if policies 
were not developed with these demands 
in mind,” Mr. Scott declared. 

Another field that life companies are 
again entering is long-term disability. 
the speaker noted. “Life companies 
have shied off from this field because 
of their own unhappy experience with 
the long-term disability benefits they 
issued in the last twenties and early 
thirties, either in the form of non-can- 
cellable accident and health policies or in 








Today, Says Norton 


“No longer can we depend on ‘walk- 
ins’ who casually drop in looking for a 
job. Our agencies are growing because 
agency men are ‘walk-outs.’ They get 
out and hunt for the kind of man we 
want to bring into this business. 

“And what kind of man is that? Pre- 
ferably a college man; preferably some- 
one now employed; preferably someone 
whose business or professional experi- 
ence has brought him into contact with 
other people; and—not preferably but 
absolutely necessarily—someone who will 
work as hard or harder for himself than 
for someone else. Ambitious, hard- 
driving self-starters—that’s the kind of 
men we're looking for in the agency end 
of the business.” 

Mr. Norton cited pre-contract training 
as a recent and interesting experiment 
in selection methods. Under this pro- 
gram, before a contract is signed, the 
recruit has an opportunity to get the 
feel of the business. He is given part 
of the agents’ training course; he learns 
to prospect; he observes experienced 
agents in the field. If he likes the work 
and shows a talent for it, a contract is 
signed. 

Years ago, Mr. Norton recalled, when 
someone entered the life insurance busi- 
ness he had to make an investment. 
Today, he said, this was seldom true. 
Most new men are financed, at a sub- 
stantial rate and for a _ considerable 
length of time. 


Single Monthly Call 


conjunction with life insurance: policies,” 
he recalled. “Little by little. as mem- 
ories grow dim, the life companies. have 
returned to the long-term disability field 
on an individual basis and have found 
it to be profitable under present day 
conditions,” 

Mr. Scott scored critics who have 
charged the life insurance industry with 
failure to develop new products. “A list 
of new products which have appeared im 
the last few years would include the 
family policy, the major medical plam 
(both as individual and! group insurance,) 
the guaranteed insurability rider and. the 
variable annuity.” 





Importance of the Teacher 


Dr, Jean Paul Mather, president of 
University of Massachusetts, told the 
LOMA meeting that the American peo- 
ple would have to “reverse their attitude 
toward teachers if we are to survive. 
An entirely different image of the 
teacher will have to be cast.” In Russia,. 
he said, the teacher was the number one 
element in their society. 

Calling for American business to in-- 
crease contributions to education, he 
emphasized that the federal government 
might have to take up where industry- 
failed. “Last year, corporations con-. 
tributed about one-fifth of their author-- 
ized maximums,” Dr, Mather charged. 





Dr. True on Openmindedness 


(Continued from Page 4) 


past from out-of-date ideas, prejudices, 
humbug and bunk, 

“All fields of endeavor are continually 
demanding creative thinkers and new 
ideas,” Dr. True emphasized, “but new 
ideas are achieved by those people who 
do not worship old ideas. The capacity 
to become enlightened depends on the 
capacity of the individual to relinquish 
what he has held, 















a 


SES 


pty 


vcs 
Rete 


TORE Seeger 


ae 





SRS EE ee 





2 AE PR 


z 
E 
td 

x 





















fon 


‘walk- 
for a 
cause 
y get 
in we 


Pre- 
some- 
neone 
xperi- 
- with 
y but 
0 will 
than 
hard- 
nd of 
y end 


ining 
ment 
pro- 
, the 
- the 
part 


Es 
earns” sf 
‘3 


‘need 
work 
ict 1s 


vhen 
busi- 
nent. 
true. 
sub- } 
‘able. § 



















October 9, 1959 








Page 7 





Baltimore Life Changes; 
Heinfelden Vice President 


CURT H. G. HEINFELDEN 


Three new officers and two new direc- 
tors have been elected by Baltimore Life. 
Chosen as vice president and member of 
the board was Curt H. G. Heinfelden, 
formerly assistant to the president. 
Elected secretary was Louis H. Soule, 
former assistant vice president. Dr. 
Carlton Sexton was selected to serve as 
medical director, replacing the late Dr. 
Norman B. Cole who had served many 
years in this position. Robert D. H. 
Harvey, president of Maryland Trust 
Co., was elected a director to replace the 
late Stanley B. Trott. 

Mr. Heinfelden, a native of Boston, 
joined Baltimore Life early this year. 
He had served as vice president of the 
Employers Group of Insurance Com- 
panies. A Rutgers University graduate, 
Mr. Heinfelden completed the advanced 
management program of Harvard School 
of Business Administration. He also has 
had legal training. 

Mr. Soule, a native of Baltimore, at- 
tended Johns Hopkins University and 
Penn State School of Business Adminis- 
tration. He came with the company as 
a clerk in 1930 and advanced in various 
administrative capacities to assistant vice 
president in 1958. He served in the U. S. 
Navy for 3 years. 

Dr. Sexton, a native of Florida, was 
graduated from Vanderbilt University 
School of Medicine in 1948 and interned 
at Johns Hopkins Hospital. He served 
in the U. S. Navy for a total of seven 
years and entered into practice in Balti- 
more in 1956. He is on the staffs of 
Johns Hopkins, University, Women’s and 
Church Home hospitals. 

Mr. Harvey, a native Baltimorean, is 
a graduate of Princeton University and 
Johns Hopkins. He was recently made 
president of Maryland Trust Co., only 
13 years after joining the bank. He 
served in the U. S. Army in China dur- 
ing World War II, attaining a captaincy 
and many honors. 





Promote Connor, Sullivan 


Promotion of Charles A. Connor and 
John V. Sullivan to staff assistants in 
the general accounting division of John 
Hancock controller’s department has 
been made, Mr. Connor began his asso- 
ciation with the company in 1946 under 
the administrative training program. He 
became manager of the controller’s de- 
partment in 1954. A graduate of Boston 
University, he also holds a Masters De- 
gree from Northwestern University. 

Mr. Sullivan joined Hancock in 1951 
as a junior cost clerk in research and 
expense analysis area. He was chief 
udgetary cost accountant in production 
standards and budget reports area when 
his current promotion came. He is a 
graduate of Burdett College. 


Kearney Personnel Head 

John T. Kearney was advanced to per- 
sonnel director of Aetna Life Affiliated 
Companies. He joined the companies in 
1940 and entered the personnel depart- 
ment six years later after service as a 
bomber pilot with the Army Air Corps 
during World War II. He subsequently 
was named employment supervisor, su- 
perintendent of the department and, in 
1957, assistant secretary. He is a mem- 
ber of Life Office Management Associa- 
tion and American Management Asso- 
ciation. 





NAMED DISTRICT MANAGER 

Miles P. Englehart, manager for Mas- 
sachusetts Mutual Life in Portland, Ore., 
announced the appointment of James L. 
Hodgkins as district manager for the 
company in East Portland. Mr. Hodg- 
kins had had 20 years of sales experience 
before joining the company in 1957 as a 
producer. He is an officer in the Ki- 
wanis Club and the Irvington Tennis 
Club, president and founder of the Port- 
land Outdoor Club and a member of the 
Portland Social Activities Association. 


Honor Lyden Larger 

The Washington National Insurance 
Co., Evanston, Ill, recently honored 
Lyden F. Larger, manager of the Group 
claims division, at Veterans’ ceremonies 
at the home office. R. J. Wetterlund, 
chairman, presented him with a pin in 
recognition of his 35 years of service with 
the company. 

Mr. Larger started his insurance career 
with the National Life of USA and later 
was associated with Hercules Life. He 
went to work for Washington National 
after their purchase of the Hercules. 








The Life Office Management Association recently completed the 36thinits series 
of successful Annual Conferences. Since its organization in 1924, L.O.M.A. has 
continuously contributed to the progress of the Life Insurance business. ® 


Kansas City Life Insurance Company has found the activities of this Association 
to be invaluable. The educational program of the Institute has greatly increased 
the efficiency of our home Office operation through the training received by our 


employees. 


We are proud to be a member of this Association. 232% 


We commend the Life Office M 
standing contributions it has made. {0m 
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Julian Schweizer 


Your clients are entitled to the finest 
in life insurance protection, at low cost, 
CUSTOM-TAILORED to fit their needs. 
Whether it’s term or permanent—indi- 
vidual or group—let us tell you about 
CANADA LIFE’S wide range of plans. 
The rates are low and they’re easy-to- 
sell. Why not give me a ring today? 


JULIAN SCHWEIZER, Agency Manager 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


” Canapa LIFE 


C7 tesurance Company 








New Jersey Hearing 


(Continued from Page 1) 


vidual contract on a variable basis, the 
company must reasonably satisfy itself 
that the total amounts being applied to 
provide the prospective annuitant with 
income on a variable basis will not ex- 
ceed the amount which would be re- 
quired to purchase the income in pre- 
determined dollar amount which such 
annuitant could reasonably expect to re- 
ceive. 
(b) In determining such reasonably 
expectable dollar income, the company 
may consider, alone or in combination, 
any direct source, such as a_ pension, 


annuity, social security benefit or trust 
fund, as well as any indirect source, 
such as an asset having a principal 


amount expressed in fixed dollars and 
capable of being used to produce a fixed 
dollar income, as, for example, bonds, 
mortgages or life insurance policies. 

(c) For such purpose, every applica- 
tion form for an individual contract on 


‘a variable basis shall contain a specific 


question as to any provision previously 
made by the prospective annuitant for 
income on a variable basis and such ad- 
ditional questions as to sources from 
which the prospective annuitant could 
reasonably expect to derive income in 
predetermined dollar amount as may be 
necessary to accomplish the attainment 
of appropriate balance as outlined above. 
The information developed in response 
to such questions shall be the subject 
of underwriting consideration in estab- 
lishing eligibility for coverage before the 
issuance of any such contract on a 
variable basis. A copy of the applica- 
tion shall be attached to the contract 
when issued and delivered to the pros- 
pective annuitant. 


Section 2. Illustration of Benefits 


Because the above cited act providing 
a comprehensive statutory framework 
under which the issuance and sale of 
contracts on a variable basis by foreign 
and domestic life insurance companies 
are to be regulated in this state, and 
Chaptér 123, Laws 1959, authorizing the 
establishment of variable contract ac- 
counts by domestic life insurance com- 
panies have so recently been approved 
and because no company’ is presently 





issuing contracts on a variable basis in 
New Jersey and any life insurance com- 
pany hereafter initially authorized by 
this department would have no signifi- 
cant or reliable investment experience 
relative to such contracts, until further 
regulations are promulgated by this de- 
partment no life company authorized to 
issue such contracts on a variable basis 
in this state shall employ any illustra- 
tion of benefits payable under any con- 
tract on a variable basis which involves 
or relies upon past investment experi- 
ence. 


Section 3. Disposition of Holdings Failing 
to Meet Statutory Requirements 


(a) Semi-annually each company or- 
ganized under the laws of this state and 
authorized to issue contracts on a 
variable basis shall determine whether 
the investments held in its variable con- 
tract account meet the applicable statu- 
tory standards for new investments, 
without regard to the provisions of 
Chapter 185, Laws of 1955, Section 
17 :24-1(g) New Jersey Statutes. Writ- 
ten notification shall be given imme- 


diately to the Commissioner of any in- 
vestment which fails to satisfy such 
standards. Thereafter the company 


before the time for the next semi- 
annual notification, dispose of said in- 
vestment, unless it determines in good 
faith that the interests of the contract- 
holders will suffer materially by a forced 
sale of such investment and procures 
from the Commissioner a certificate evi- 
dencing his concurrence, in which event 
the time for the sale may be extended 
from time to time to such time as the 
Commissioner directs. 


shall, 


(b) Semi-annually every foreign life 
insurance company authorized to issue 
contracts on a variable basis in this state 
shall determine whether any investment 
of its variable contract account, or simi- 
lar investment account maintained for 
the same purpose, fails to satisfy the ap- 
plicable statutory standards for new in- 
vestments imposed by the laws of its 
state of incorporation or consists of the 
stock of any company of a class on 
which dividends have not been paid 
during each of the past five years pre- 
ceding the date of determination or of 
bonds or other evidences of indebted- 
ness which are in default as to principal 
or interest on such date. Written noti- 
fication shall be given immediately to 











PENSION TRUST WHOLE LIFE 


Ideal medium for providing insured death benefits under 


profit-sharing plans and combination pension plans. 


@ Full level reserve cash values in first policy year. 
e Guaranteed issue underwriting. 
© Both individual and master contract coverage available. 


@ Favorable annuity purchase rates. 


Competitive advantages like these, together with the high 
degree of home office assistance available, have made 
many Provident agents among the most successful 


producers in their communities. 


PROVIDENT LIFE © ACC!DENT * SICKNESS 


LIFE AND ACCIDENT 


Groureance Couytay 


CHATTANOOGA 


Elected an Officer of 
Provident Mutual Life 


DR. FRANK T. MANSURE 


Provident Mutual Life, Philadelphia, 
has announced that Frank T, Mansure, 
M.D., of Secane, has been elected an 
officer of the company with the title of 
assistant medical director. 

Dr. Mansure became associated with 
the company on a full-time basis in 
1958. He is a graduate of Wesleyan 
University and of the University of 
Pennsylvania School of Medicine. 





the Commissioner of any such invest- 


ment, 
Section 4. Separability Provision 


If any provision of this regulation or 
the application thereof to any person or 
circumstances is held invalid, the re- 
mainder of the regulation and the ap- 
plication of such provision to other per- 
sons or circumstances shall not be 
affected thereby. 

Section 5. The effective date of this 
regulation shall be November 1, 1959. 


LIFE WITH 


PROVIDENT 


HOSPITAL * SURGICAL © MEDICAL 

















LIFE ACCOUNTING POSITION 


Chicago—Life Controller $18,000 
East—Life Controller 16,500 
East—Jr. Finance Officer 10,000 
Midwest—Assistant Controller 9,000 
Midwest—Machine Acct. Supv. 8,500 
Calif.—Jr. Accountant 7,500 
So. West—Jr. Accountant 7,000 
Midwest—Br. Office Cashier 6,500 


Large selection key positions avail- 
able all areas of the East and other 
regions of the country for experienced 
Life—A & H men, Junior to Executive 
levels. 


Write for "HOW WE OPERATE". 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Heads Columbus Agency 





A. N. TRUDEAU 


A. N. Trudeau has been appointed to 
head the Columbus, Ohio, agency of 
Equitable Life of Iowa. 

A native of Fairhaven, Mass., Mr. 
Trudeau joined The Prudential in Co- 
lumbus in 1949 upon graduation from 
Ohio State University, and in 1956 was 
made a staff manager in that city. 

Mr. Trudeau is active in Ohio State 
alumni affairs, the Red Cross, Players 
Club, P.T.A., Columbus Association of 
Life Underwriters, and St. Agatha’s 
Catholic Church. 





MADE STAFF SUPERVISOR 

John E, Gregory, general agent for 
Massachusetts Mutual Life at East 
Orange, N. J., has announced the ap- 
pointment of Lester Dodson, Jr., as staff 
supervisor. In his new position, Mr. 
Dodson will assist Mr. Gregory in the 
recruiting and training of new personnel, 
and the establishment of district offices 
in the North Jersey area. 

Born in New York City, Mr. Dodson 
attended Montclair Academy and Lehigh 
University. Prior to this appointment, 
he had 13 years’ experience in sales, 
of which were with the Massachusetts 
Mutual in New York. 








SERIE 


So 2,7 





& 
E 
ie 
a 





OSS 


ESET 


PEO EIEIO 


SSeS er 


ial 




































































I 











) Was 


State 
ayers 
n of 
itha’s 


4 

| for 
East 
. ap- 
staft 
Mr. 
1 the 
mnnel, 


ffices 


»dson 
ehigh 
nent, 
s, 10 
isetts 




















Ea ae 


Sriett 


aE 








October 9, 1959 











af +— Li ~o——>- | 





= 
Lie) 
fete perwniren Clement ia 













Howard Shaw Launches 
Consulting Service 


ON COMPANY COMMUNICATIONS 





Institute of Management Services Starts 
With Staff of Experts at West 
Chester, Pa. 





Formation of a new consulting and 
educational service to work with life in- 
surance company management in the 
field of communications is announced by 
Howard D. Shaw, who for six years was 
director of CLU public relations. The 
new organization, the Institute of Man- 


HOWARD D. SHAW 


agement Services, has established its 
head office in West Chester, Pa. 

With the assistance of a staff of con- 
sultants who are expert in special phases, 
the new business provides consulting and 
operating services in the various forms 
of written, oral, and non-verbal com- 
munications, 

An announcement currently being 
mailed to company presidents and 
agency officers lists 10 typical services 
including business correspondence, pol- 
icyholder relations, public speaking, con- 
ference leadership, research by mail, and 
‘influence publications.” 

The IMS staff, as printed in the an- 
novncement, lists: management  con- 
sultant, Thomas J. Luck, Ph.D.; con- 
sultant in oral communications, Arthur 
Mason, Jr., CLU, Ph.D.; consultant in 
cost management, Harold E. Bliss; art 
director, Henry R. Smith. 

Mr. Shaw, president of IMS, resigned 
his position at CLU headquarters: effec- 
tive September 1. In 1953 he had estab- 
lished a joint office for American Col- 
lege and American Society of CLU’s 
where he pioneered in the development 
of a program of public relations. Previ- 
ously he had conducted his own business 
service for 10 years in Philadelphia. His 
background includes newspaper and na- 
tional magazine writing, editing, adver- 
tising. and selling by mail, plus a broad 
experience in life insurance, including 
selling in the field. 

The organization, which recently un- 
dertook a nationwide survey for one of 
the large life companies, will develop 
individual programs each tailored to the 
requirements of company management. 
Most programs will consist of a mixture 
of class sessions or workshops, practice 
clinics, periodical bulletins, various 
helpful material in printed form, and 
surveys and analyses. 

TMS has completed plans to start pub- 
lishing a monthly newsletter called 
“Communicating in Business.” 





PROMOTE LEE J. ROREX 
Lee J. Rorex, former agency assistant, 
has been promoted to the position of di- 
rector of agenis’ training, Ordinary divi- 
sion, for Pilot Life of Greensboro, N, C. 


LIFE OF N. A. APPOINTMENTS 


John W. Kelley, Norman C. Lyman, 
Thomas N. Brown, Raymond A. Wil- 
liams Service Office Managers 

Life Insurance Co. of North America 
has appointed the following service office 
managers: 

John W. Kelley at Seattle; Norman 
C. Lyman, CLU, Portland; Thomas N. 
3rown, Alabama service office; Ray- 
mond A. Williams, Nashville. 

Mr. Kelley joined the company in 
1957 as sales promotion supervisor. He 
entered the insurance business ten years 
ago as an all-lines independent agent. 
Before joining Life of North America he 
was director of sales promotion and 
public relations with Bankers National 
Life. He is a graduate of the University 
of Pennsylvania. 

Mr. Lyman entered the insurance busi- 
ness in 1948 as a sales representative. 
Prior to his association with Life of 
North America he was an agent, sales 
supervisor, and a manager with P hoenix 
Mutual. He is a graduate of the Uni- 
versity of Oregon. 

Mr. Brown was a brokerage consultant 
with Connecticut General before joining 
Life of North America. After graduating 
from Emory University he was associ- 
ated with Time Incorporated and was 
in insurance sales with Allstate. 

Mr. Williams joined the life company 
as field manager in the Columbus field 
office in 1958. Before this he was an 
agency organizer with New York Life. 
He was a salesman for Monroe Calcu- 
lating Machine Co. and International 
Latex after graduation from Centre Col- 
lege of Kentucky. 


wuenane Jay R. Thomas 

Jay R. Thomas has been pzromotcd to 
the newly created post of supervisor of 
agency department, general, at Lincoln 
National Life. In his new post he will 
supervise administrative matters in the 
home office agency department. 

Mr. Thomas joined Lincoln Life in 
1945, following five years of service with 
Army Quartermaster Corps. Two years 
later he was named divisional sup2zrvisor, 
the title he has held until his present 


appointment. 
A graduate of DePauw University, Mr. 
Thomas received his B.A. degree in Po- 


litical Science and Sociology. 


Marks 20th Anniversary 





United States Life, 
rk, was observed at a reception 


known personalities in life insurance cir- 


agent and then as a super- 
He a United 
States Life on 1 Ja 


supervisor he was appointed 
a general agent on October 
has consistently maintained a gs athe 


of the company. 

In 1952 Mr. McGrath was awarded the 
President’s plaque for all-around excel- 
lence of performance. 

Long active in association work, Mr. 


Supervisors Association of New York in 
He served as president of the Life 

















able period of time. 





Street, New York 38, N. Y. 
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ACTUARY 


Medium size company in Midwest with $20 million Group 
Term and A & S premium income interested in employing actuary 
with experience in Group Paid-Up Life Insurance to create new 
division. Essential that this man 
istrative procedures necessary for 
line. Will accept an Associate or near Associate (if experience 
warrants) provided individual can 


have a grasp of the admin- 
efficient operation in such a 


attain Fellowship in a reason- 


An attractive salary and job status will be fitted to the in- 
dividual’s qualifications. The future offers solid job satisfaction 
and financial fulfillment. All inquiries handled on confidential 
basis. Write to Box 2739, The Eastern Underwriter, 93 Nassau 
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LIFE INSURANCE 





PURCHASED ON 
EQUITABLE BASIS 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York: 22, N. Y. PLaza 3-2826 














GROUP 
MAJOR 
MEDICAL 


10 Lives and Up 


Comprehensive or Superimposed 
Over Qualified Base Plan 


Call us for details and 


sales literature 


HITE & 
INSTON 


INC. 








General Agents 
The UNITED STATES LIFE 
INSURANCE CO. 





MONY GROUP APPOINTMENTS 


c. a, Coyle, G. J. Lavoie, C. A. Stark, 
. E. Throp and A. E. Wayne Ad- 
vanced to Group Managers 

Mutual Of New York has promoted 
five Group and pension specialists to 
Group managers. The appointees are: 
Charles G. Coyle, New Orleans; George 
J. Lavoie, Cleveland; C. Allan Stark, San 
Francisco; Thomas FE. Throp, Los 
Angeles, and, Albert E. Wayne, Chicago. 
MONY has Group offices in 19 cities, as- 
sisting the national field force in the 
sale and service of the company’s Group 
business. 

Mr. Coyle has been in the life insur- 
ance field since 1925. He was in Group 
sales and was New Orleans Group de- 
partment manager with Aetna Life until 
1951, when he established his own 
agency. He joined MONY as a Group 
specialist in 1955. Mr. Coyle is a grad- 
uate of Spring Hill College in Alabama. 

Mr. Lavoie has .been Group specialist 
for MONY since 1955. He had nine 
years’ experience in Group insurance 
prior to joining MONTY, as supervisor 
of Group accounting and service for 
Columbian National Life and as Group 
sales representative with Security Mu- 
tual Life. 

Mr. Stark has been a Group specialist 
with MONY since 1953. Prior to that 
he was district manager of the Group 
department of Zurich General Accident 
and Liability. He is a graduate of the 
University of California. 

Mr. Throp joined MONY’s Group sales 
staff early in 1955. He had previously 
been in Group insurance sales for eight 
years with other companies. Mr. Throp 
is a graduate of the University of South- 
ern (California. 

Mr. Wayne has been in the insurance 
business since 1941. He was a south- 
west regional manager for the Group 
department of Continental Assurance be- 
fore he joined MONY in: 1956, as Group 
specialist. 
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W. T. May Elected President 
Of International Claim Assn. 


WALTER T. MAY 


Walter T. May of ‘Massachusetts Mu- 
tual Life, was elected president of the 
International Claim Association at its 
50th anniversary meeting in Miami 
Beach, Fla. last week. He _ succeeds 
Howard J. LeClair of Mutual of Omaha. 

Newly elected vice president is Herman 
H. Bijesse, Guardian Life of America. 
Louis L. Graham, Business Men’s As- 
surance, who has served for many years 
as secretary of the association, was re- 
elected. John McAlexander, Bankers Na- 
tional Life, was re-elected treasurer. 





Republic National Names 
Harry Leak, T. T. Slaughter 


Harry Leak of Dallas and Thomas T. 
Slaughter of Shreveport have been ap- 
pointed branch managers of their re- 
spective cities for Republic National Life 
of Dallas, according to Howard W. 


Channell, assistant vice president and 
director of branch agencies. 
Mr. Leak, one of Republic National 


Life’s leading producers and a veteran 
of seven years with the company, suc- 
ceeds Charles Shedd, who announced his 
retirement recently. 

Mr. Shedd had been with Republic 
Nationa! Life for 13 years, having served 
in many phases of management in both 
the home office and the field. A five- 
time qualifier for the National Quality 
Award, Mr. Leak is the immediate past 
president of the Dallas Association of 
Life Underwriters. He has attended 
SMU and Purdue University Institute 
of Insurance Marketing. 

The new manager at Shreveport has 
had successful experience in personal 
production and managerial responsibili- 
ties for two large eastern companies. 
Mr. Slaughter attended Florida South- 
ern College and Cambridge University 
in England before entering the insurance 
business. He has recently completed 
all the requirements for the conferment 
of the CLU title. He succeeds L. Roy 
Smith at Shrev eport, who had announced 
his retirement recently after managing 
the company’s operations in that city for 
many years. 





Employers Life Expanding 

Frank J. Carey, chief executive of the 
Employers’ Group of Insurance Com- 
panies, has announced that the Em- 
ployers’ Life is now licensed to write 
business in 28 states. Applications are 
pending in six additional states. 

The Employers’ Life, originally char- 
tered in May, 1958, has made significant 
strides toward extending its operations 
from coast to coast within a relatively 
short time. The company’s home office 
is located in Boston. 





ICA’s 50 Years of Aid 
In Winning Good Will 


L. L. GRAHAM SHOWS CONTRASTS 





Settlements of 1909 Often Haphazard 
While Contracts Frequently Con- 
fused and Irritated Public 





Miami Beach—With the objective of 
engendering the spirit of fair play and 
fair dealing “not only among the mem- 
bers, but the public,” and also promoting 
goodwill, confidence and cooperation 
among insurance companies the Interna- 
tional Claim Association was formed in 
1909. The place was old Manhattan 
Hotel, New York City, and present were 
39 men representing 28 companies. First 
annual meeting was in Atlantic City on 
September 7-10, 1910. 

An address sketching the association’s 
origin, history and objectives, delivered 
by Louis L. Graham, vice president, 
Business Men’s Assurance Co., was one 
of the features of International Claim 
Association’s convention here. He ex- 
plained how loss adjustments of today 
contrast with those of half a century 
ago, some situations which have faced 
the insurance companies’ loss depart- 
ments and emphasized the necessity of 
clinging to the basic concepts which have 
done so much in achieving progress for 
the organization. 

Commenting on the loss situation of 
half a century ago Mr. Graham said 
payment of claims “was left to any one 
who had the time or inclination to handle 
the job.” Who, for instance? “It might 
be an underwriter, lawyer, medical di- 
rector Or a person with considerably less 
important status,” said the speaker. So 
when a suggestion that an organization 
be formed was made it wasn’t favorably 
received. “Actually,” continued Mr. Gra- 
ham, “claim problems were regarded as 
an aftermath of underwriting mistakes. 
Fortunately, there were some decermined 
men in those days, too, and in time a 
committee was appointed” and even- 
tually the association got on its feet. 

Mr. Graham said he wanted to mention 


one man in connection with the first 
meeting of ICA. It was that of F. L. 
Templeman, Maryland Casualty, who 


was made treasurer of ICA and served 
continuously until he retired in 1956. “A 
great guy who devoted so much of him- 
self to the success of this organization,” 
said the speaker. 


Helped Simplify Insurance Contracts 


Mr. Graham said the association had 
done much in helping eliminate confu- 
sion in coverages as when the associa- 
tion began existence there was no such 
thing as standard form of coverage. 
“There was a limited policy covering 
only a few specified accidents or dis- 
eases and offered at a low price, and 
there was a so-called full coverage policy 


present dine + Malini 
GAMC Executive Director 


Nancy Grobert has been selected by 
the board of directors of the General 
Agents and Managers Conference of 
NALU to replace Donald A. Baker as 
executive director of the organization. 

In making, the announcement, Walter 
G. Gastil, chairman of GAMC, stated 
that a large number of candidates were 
submitted to the selection committee 
headed by Leonard T. Smith, and that 
Miss Grobert was the unanimous choice 
of the GAMC board. 

Miss Grobert ‘has been executive sec- 
retary of the Life Underwriters Associa- 
tion of Los Angeles, the Life Insurance 
Managers Association, and the Los An- 
geles CLU Chapter. 

Prior to 1953, she was public relations 
assistant in The Prudential western 
home office, and began her career with 
that company in Newark. 


Gulf States Takes Over Co. 


Gulf States Life of Birmingham an- 
nounces it is acquiring the business of 
Union National Life of Atlanta. The 
acquisition was made through the par- 
ent company, the Foundation Investment 
Corp. of Atlanta. 








which hedged and had a lot of excep- 
tions. 


Kept on Holiday Annual Meetings in 
World War I 


During World War I some members 
thought the annual meetings should be 
abandoned, but the goal of ICA “de- 
veloping great efficiency in claim mat- 
ters was even more important in war 
times” prevailed proving that it was an 
essential group in a very essential indus- 
try. ICA members faced difficult eco- 
nomic adjustments vitally affecting in- 
surance industry following the war and 
continued to win good will. It recog- 
nized the irritation among doctors of a 
multiplicity of claim forms and impor- 
tant progress toward uniformity in that 
and some other directions was made. In 
World War II it recognized the big 
problem was establishment of proper 
evidence of death in the armed forces. 
It formed a liaison committee to co- 
operate with the armed services. A 
manual of procedures outlining prompt, 
efficient methods of handling war cas- 
ualty claims was prepared. Later, the 
Manual of Procedures in death service 
claims was brought up to date. U. S. 
Navy Bureau of Personnel presented the 
association with a certificate of achieve- 
ment in recognition of outstanding serv- 
ices. 

Mr. Graham concluded by calling at- 
tention to the organization’ s three basic 
concepts: must continue faith and confi- 
dence in each other; must vigorously 
continue efforts to streamline and sim- 
plify procedures involved in payment of 
benefits to policyholders; must work 
aad with the Health Insurance Coun- 
cil. 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 









Loyal Protective Lire INSURANCE COMPANY 
BOSTON 15, 


optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 — Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
qualified General Agents in selected areas 





MASSACHUSETTS 


Ernest E. Cragg Promoted 
By Washington National 


ERNEST E. CRAGG 


Washington National has promoted 











Ss 


Ernest E. Cragg to regional director in | 


the Group department, 
him to the home office in Evanston, Ill. 


and transferred — 


He will have responsibility for Group f 


sales and service in the eastern half of 
the country, other than teacher Group 
coverage. 


Prior to his promotion and 5 


transfer, Mr. Cragg was regional Group ~ 


sueprvisor for Washington National for 
six states, with headquarters in Wash- 
ington, 

Mr. Cragg was graduated from Charle- 
ton College, Northfield, Minn., in 1948, 
and joined Washington National immed- 
iately thereafter as a Group representa- 
tive in Ohio. In 1950. he was transferred 
to Washington, D. C. and promoted to 
assistant Group supervisor in 1951. He 
was promoted to Group supervisor in 
1952, and to regional Group supervisor 
in 1957. 

Mr. Cragg secured the CLU designa- 
tion in 1956. In July of this year, he 
earned the designation associate of the 
Life Office Management Association In- 
stitute. 





ERR a 


SONATE EMO 


He has appeared as a speaker | 


before underwriter groups and has writ- | 
ten several articles which were published 


in insurance trade journals. At the pres- 
ent time, he is a member of the executive 
board of the International Association 
of Accident and Health Underwriters 





Maickel Joins Law Firm 

Aloysius J. Maickel, former Deputy 
Superintendent of Insurance, New York 
State, has become associated with the 
law firm of Danahy & Delaney, 44 Court 
Street, Brooklyn. He will specialize on 
legal problems affecting the insurance 
business. A graduate of St. Johns Uni- 
versity School of Law the was a New 
York City councilman for four years and 
an attorney for a bank. He is on the 
executive committee of Queens Borough 
Council for Social Welfare. 


A. K. Lennan Made INA 


Eastern Group Manager 
Albert K. Lennan has joined Life In- 
surance Co. of North America as eastern 
regional Group manager in Philadelphia. 
As eastern regional Group manager, Mr. 
Lennan will supervise the Philadelphia, 
Baltimore - Washington, and Newark 
service office areas. 
Mr. L 
business in 1947 as an agent with re” 
Mutual Life. Prior to joining INA h 





was a district Group manager with New B 


York Life. 

Mr. Lennan received an A.B. degree 
in 1943 from Clark University and is 4 
U. S. Air Force combat veteran. 

He is president of Philadelphia Group 
Representatives Association. 


ennan entered the life insurance | 
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Pittsfield, Mass.— Berkshire Life is 
now housed in its attractive new home 
office building in a rural setting just 
south of Pittsfield in historic and scenic 
3erkshires. 

Architects Hoyle, Doran and Berry 
of Boston designed the $2,500,000 Berk- 
shire Life Building in Georgian Colonial 
style to fit a New England setting rich 
in history. The three-story structure is 
topped by a towering, gold- domed cupola. 

The interior design for the building, 
prepared by Designs for Business Inc. of 
New York, is based on advanced con- 
cepts of space utilization and office effi- 
ciency. The central core of offices and 
special-purpose rooms is surrounded by 
work areas formed by movable parti- 
tions. Materials used in covering the 
partitions include glass, burlap, brightly- 
hued plastics, and wood veneer. 








Offices in the executive suite are dec- 
orated in traditional style. Included in 
the suite are a directors’ room and visi- 
tors dining room, complete with service 
pantry. 

An advanced type of scree ened, indirect 
fluorescent lighting is used in most of 
the work areas. Heating is by oil-fired, 
steam-heated forced air, with the heat- 
ing system also serving as an air condi- 
tioning system in the summer. Both 
heating plant and air conditioning are 
planned on the zone system. 

The new building has about 75,000 
square feet of work area, about 50% 
more than the company’s old building 
in the center of Pittsfield. The principal 
reason for the new building, however, 
was the company’s desire to increase its 
operating efficiency rather than to en- 
large its working space. 





NALU Behind Pay as You Go 


Washington—National Association of 
Life Underwriters has undertaken to 
motivate the American people to support 
a resolution calling for a Constitutional 
Amendment proposed in the first session 
of the 86th Congress. Such an amend- 
ment would, in effect, put the country 
on a “pay as we go” financial basis ex- 
cept in times of grave national emer- 
gency. 

A request that NALU support this 
resolution (S. J. Res. 99) was presented 
to the National Association’s 1959 annual 
convention last week in Philadelphia by 
Past President Judd C. Benson, Union 
Central Life, Cincinnati, on behalf of the 
Cincinnati Life Underwriters Associa- 
tion. 

The Cincinnati request was received by 
the NALU National Council and ap- 
proved by the board of trustees. It thus 
becomes official policy of the National 
Association. 

The resolution adopted by NALU cites 
the fact that inflation is one of the most 
potent dangers facing the citizens of the 
United States and poses “devastating re- 


sults for all, particularly those who are 
thrifty.” 





Made Group Vice President 


E. W. Marehafl, who has been in the 
Group insurance business in the South- 
west for about 15 years, has been ap- 
pointed vice president of the Great Na- 
tional life, Dallas, in charge of its newly 
established Group department, according 
to an announcement by Carl C. Weich- 
sel, president. Mr. Marshall, who has 
been with the California-Western States 
Life for about 12 years, began his insur- 
ance career in his father’s local agency 
in Waco, 


Schriver Executive V.P. 


An amendment to its constitution and 
by-laws which changed the title of Na- 
tional Association of Life Underwriters’ 
chief administrative officer from manag- 
ing director to executive vice president 
was approved at the Association’s 70th 
annual convention in Philadelphia. 

In its report to the NALU National 
Council, the By-Laws Committee stated 
that, “since most of the life insurance as- 
sociations have given their chief admin- 
istrative officer the title of Executive 
Vice President, it is recommended that 
NALU’s chief administrative officer 
should have the same title so that in his 
negotiations both within and without the 
insurance industry there would be instant 
recognition of his position.” 





HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
INDIANAPOLIS OMAHA 











O'TOOLE ASSOCIATES 


‘cian > to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 








QUEENS VILLAGE 29, NEW YORK 











to negotiation. 








Interested i in silica 1? 


Established New York City agency interested in young, suc- 
cessful career agent to assist in recruiting and training of college 
graduates under 25 years of age. Organized program leads to full 
supervision and management opportunity. Salary plus bonus—open 


Write us about yourself in detail. Address Box 2732, 
The Eastern Underwriter, 93 Nassau St., New York 38, 
N. ¥; 


THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, 


TO BROKERS 

We pay 55% -+ nine 5's vested on 
Ordinary Life! 

Extremely high immediate cash 
values on about 20 different types 
of contracts. 

One year incontestable—not two. 

COME IN AND SEE US! 
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SEES AGENCY SYSTEM MENACED 





Why Dave Fluegelman Again Accepts 
Chairmanship of NALU Group 
Insurance Committee 
David B. Fluegelman, former president 
of NALU, has again agreed to act as 
chairman of its Group insurance com- 

mittee, a post he first held in 1952. 

In a statement Mr. Fluegelman says 
he is assuming the chairmanship because 
he is convinced “something must be done 
in the near future if we wish to mz uintain 
the agency system as we understand it.’ 
He sees continuing abuses in ‘high limits 
of Group, “especially where written with- 
out any regard to the proportion between 
amounts on the owners or highly paid 
employes of business compared to rank 
and file employes,” and some other 
factors. These factors include ‘writing of 
more and more synthetic and hybrid 
Groups in which the traditional em- 
ployer-employe concept is either com- 
pletely or virtually absent.” If Keogh- 
Simpson bill becomes law it is likely, Mr. 
Fluegelman believes, that the benefits 
will be written on a Group basis by 
most companies, “making it apparent 
that the services of professional agents 
are no longer deemed by the companies 
as important as they often proclaim 
and we in the NALU know them to be”. 
He also feels that the inflationary spiral 
is “encouraged by the widespread and 
growing practice of writing large amounts 
of term insurance on a Group basis.” 








MORGAN 0. DOOLITTLE, 
President 





If you are LOOKING 
For A General Agency Opportunity— 
EMPIRE has a complete line of 
Competitive Plans 


LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


Licensed in the States of — Colorado, Delaware, District of Columbia, 
Florida, Maryland, Nevada, New Jersey, New York, North Carolina, Ohio, 
Oregon, Pennslyvania, Rhode Island, Vermont, Virginia, Washington. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT, 
Agency Vice Pres. 
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North American Manager 





R. S. BOWLES 


North American Life Assurance, To- 
ronto, has announced the opening of a 
second branch in Chicago and the ap- 
pointment of R. S. Bowles, CLU, as 
branch manager. The new officers are 
located in the Board of Trade, 141 West 
Jackson Blvd. 


Mrs. Emma M. Amber Dies 
Mrs. Emma M. Amber, 69, died re- 
cently at her home in Pittsfield, Mass. 
She was the widow of Harrison L. 
Amber, president of Berkshire Life from 
1942 to 1954 and then chairman of the 
board until his death in 1957. Mrs. 
Amber leaves a son, Eugene L. Amber, 
investment officer at Berkshire Life. 





M. J. EVERETT, JR. NAMED 

Marvin B. Harper, CLU, general agent 
for Massachusetts Mutual in Chatta- 
nooga has announced the appointment of 
Malone J. Everett, Jr. as staff supervisor. 
In his new position, Mr. Everett will as- 
sist Mr. Harper in the recruiting and 
training of new personnel. 

A native of Chattanooga, Mr. Everett 
was graduated from the University of 
Chattanooga in 1950. He joined Mas- 
sachusetts Mutual in 1951], 
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W. T. Mey Elected President 
Of International Claim Assn. 


WALTER T. MAY 


Walter T. May of ‘Massachusetts Mu- 
tual Life, was elected president of the 
International Claim Association at its 
50th anniversary meeting in Miami 
Beach, Fla. last week. He_ succeeds 
Howard J. LeClair of Mutual of Omaha. 

Newly elected vice president is Herman 
H. Bijesse, Guardian Life of America. 
Louis L. Graham, Business Men’s As- 
surance, who has served for many years 
as secretary of the association, was re- 
elected.” John McAlexander, Bankers Na- 
tional Life, was re-elected treasurer. 





Republic National Names 
Harry Leak, T. T. Slaughter 


Harry Leak of Dallas and Thomas T. 
Slaughter of Shreveport have been ap- 
pointed branch managers of their re- 
spective cities for Republic National Life 
of Dallas, according to Howard W. 
Channell, assistant vice president and 
director of branch agencies. 

Mr. Leak, one of Republic National 
Life’s leading producers and a veteran 
of seven years with the company, suc- 
ceeds Charles Shedd, who announced his 
retirement recently 

Mr. Shedd had been with Republic 
National Life for 13 years, having served 
in many phases of management in both 
the home office and the field. A five- 
time qualifier for the National Quality 
Award, Mr. Leak is the immediate past 
president of the Dallas Association of 
Life Underwriters. He has attended 
SMU and Purdue University Institute 
of Insurance Marketing. 

The new manager at Shreveport has 
had successful experience in personal 
production and managerial responsibili- 
ties for two large eastern companies. 
Mr. Slaughter attended Florida South- 
ern College and Cambridge University 
in England before entering the insurance 
business. He has recently completed 
all the requirements for the conferment 
of the CLU title. He succeeds L. Roy 
Smith at Shreveport, who had announced 
his retirement recently after managing 
the company’s operations in that city for 
many years. 





Employers Life Expanding 

Frank J. Carey, chief executive of the 
Employers’ Group of Insurance Com- 
panies, has announced that the Em- 
ployers’ Life is now licensed to write 
business in 28 states. Applications are 
pending in six additional states. 

The Employers’ Life, originally char- 
tered in May, 1958, has made significant 
strides toward extending its operations 
from coast to coast within a relatively 
short time. The company’s home office 
is located in Boston. 





ICA’s 50 Nee of Aid 
In Winning Good Will 

L. L. GRAHAM SHOWS CONTRASTS 

Settlements of 1909 Often Haphazard 


While Contracts Frequently Con- 
fused and Irritated Public 








Miami Beach—With the objective of 
engendering the spirit of fair play and 
fair dealing “not only among the mem- 
bers, but the public,” and also promoting 
goodwill, confidence and cooperation 
among insurance companies the Interna- 
tional Claim Association was formed in 
1909. The place was old Manhattan 
Hotel, New York City, and present were 
39 men representing 28 companies. First 
annual meeting was in Atlantic City on 
September 7-10, 1910. 

An address sketching the association’s 
origin, history and objectives, delivered 
by Louis L. Graham, vice president, 


Business Men’s Assurance Co., was one 
of the features of International Claim 
Association’s convention here. He ex- 


plained how loss adjustments of today 


contrast with those of half a century 
ago, some situations which have faced 
the insurance companies’ loss depart- 


ments and emphasized the necessity of 
clinging to the basic concepts which have 
done so much in achieving progress for 
the organization. 

Commenting on the loss situation of 
half a century ago Mr. Graham said 
payment of claims “was left to any one 
who had the time or inclination to handle 
the job.” Who, for instance? “It might 
be an underwriter, lawyer, medical di- 
rector or a person with considerably less 
important status,” said the speaker. So 
when a suggestion that an organization 
be formed was made it wasn’t favorably 
received. “Actually,” continued Mr. Gra- 
ham, “claim problems were regarded as 
an aftermath of underwriting mistakes. 
Fortunately, there were some decermined 
men in those days, too, and in time a 
committee was appointed” and _ even- 
tually the association got on its feet. 

Mr. Graham said he wanted to mention 
one man in connection with the first 
meeting of ICA. It was that of F. L. 
Templeman, Maryland Casualty, who 
was made treasurer of ICA and served 
continuously until he retired in 1956, “A 
great guy who devoted so much of him- 
self to the success of this organization,” 
said the speaker. 


Helped Simplify Insurance Contracts 


Mr. Graham said the association had 
done much in helping eliminate confu- 
sion in coverages as when the associa- 
tion began existence there was no sucli 
thing as standard form of coverage. 
“There was a limited policy covering 
only a few specified accidents or dis- 
eases and offered at a low price, and 
there was a so-called full coverage policy 


Nancy Grobert Appointed 
GAMC Executive Director 


Nancy Grobert has been selected by 
the board of directors of the General 
Agents and Managers Conference of 
NALU to replace Donald A. Baker as 
executive director of the organization. 

In making, the announcement, Walter 
G. Gastil, chairman of GAMC, stated 
that a large number of candidates were 
submitted to the selection committee 
headed by Leonard T. Smith, and that 
Miss Grobert was the unanimous choice 
of the GAMC board. 

Miss Grobert thas been executive sec- 
retary of the Life Underwriters Associa- 
tion of Los Angeles, the Life Insurance 
Managers Association, and the Los An- 
geles CLU Chapter. 

Prior to 1953, she was public relations 
assistant in The Prudential western 
home office, and began her career with 
that company in Newark. 


Gulf States Takes Over Co. 


Gulf States Life of Birmingham an- 
nounces it is acquiring the business of 
Union National Life of Atlanta. The 
acquisition was made through the par- 
ent company, the Foundation Investment 
Corp. of Atlanta. 








which hedged and had a lot of excep- 
tions. 


Kept on Holiday Annual Meetings in 
World War I 


During World War I some members 
thought the annual meetings should be 
abandoned, but the goal of ICA “de- 
veloping great efficiency in claim mat- 
ters was even more important in war 
times” prevailed proving that it was an 
essential group in a very essential indus- 
try. ICA members faced difficult eco- 
nomic adjustments vitally affecting in- 
surance industry following the war and 
continued to win good will. It recog- 
nized the irritation among doctors of a 
multiplicity of claim forms and impor- 
tant progress toward uniformity in that 
and some other directions was made. In 
World War II it recognized the big 
problem was establishment of proper 
evidence of death in the armed forces. 
It formed a liaison committee to co- 
operate with the armed services. A 
manual of procedures outlining prompt, 
efficient methods of handling war cas- 
ualty claims was prepared. Later, the 
Manual of Procedures in death service 
claims was brought up to date. U. S. 
Navy Bureau of Personnel presented the 
association with a certificate of achieve- 
ment in recognition of outstanding serv- 
ices. 

Mr. Graham concluded by calling at- 
tention to the organization’s three basic 
concepts: must continue faith and confi- 
dence in each other; must vigorously 
continue efforts to streamline and sim- 
plify procedures involved in payment of 
benefits to policyholders; must work 
aaa with the Health Insurance Coun- 
cil. 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
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Loyal Protective Lire INSURANCE COMPANY 
BOSTON 15, 


optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 — Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
qualified General Agents in selected areas 





MASSACHUSETTS 


Ernest E. Cragg Promoted 
By Washington National 





ERNEST E. CRAGG 


Washington National has promoted 
Ernest E. Cragg to regional director in 
the Group department, and transferred 
him to the home office in Evanston, IIl. 
He will have responsibility for Group 
sales and service in the eastern half of 
the country, other than teacher Group 
coverage. Prior to his promotion and 
transfer, Mr. Cragg was regional Group 
sueprvisor for Washington National for 
six states, with headquarters in Wash- 
ington, D. 

Mr. Cragg was graduated from Charle- 
ton College, Northfield, Minn., in 1948, 
and joined Washington National immed- 
iately thereafter as a Group representa- 
tive in Ohio. In 1950. he was transferred 
to Washington, D. C. and promoted to 
assistant Group supervisor in 1951. He 
was promoted to Group supervisor in 
1952, and to regional Group supervisor 
in 1957. 

Mr. Cragg secured the CLU designa- 
tion in 1956. In July of this year, he 
earned the designation associate of the 
Life Office Management Association In- 
stitute. He has appeared as a speaker 
before underwriter groups and has writ- 
ten several articles which were published 
in insurance trade journals. At the pres- 
ent time, he is a member of the executive 
board of the International Association 
of Accident and Health Underwriters. 





Maickel Joins Law Firm 


Aloysius J. Maickel, former Deputy 
Superintendent of Insurance, New York 
State, has become associated with the 
law firm of Danahy & Delaney, 44 Court 
Street, Brooklyn. He will specialize on 
legal problems affecting the insurance 
business. A graduate of St. Johns Uni- 
versity Schoo! of Law the was a New 
York City councilman for four years and 
an attorney for a bank. He is on the 
executive committee of Queens Borough 
Council for Social Welfare. 


A. K. Lennan Made INA 


Eastern Group Manager 


Albert K. Lennan has joined Life In- 
surance Co. of North America as eastern 
regional Group manager in Philadelphia. 
As eastern regional Group manager, Mr. 
Lennan will supervise the Philadelphia, 
Baltimore - Washington, and Newark 
service office areas. 

Mr. Lennan entered the life insurance 
business in 1947 as an agent with State 
Mutual Life. Prior to joining INA he 
was a district Group manager with New 
York Life. 

Mr. Lennan received an A.B. degree 
in 1943 from Clark University and is 4 
U.S. Air Force combat veteran. 

He is president of Philadelphia Group 
Representatives Association. 
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Pittsfield, Mass.— Berkshire Life is 
now housed in its attractive new home 
office building in a rural setting just 
south of Pittsfield in historic and scenic 
Berkshires. 

Architects Hoyle, Doran and Berry 
of Boston designed the $2,500,000 Berk- 
shire Life Building in Georgian Colonial 
style to fit a New England setting rich 
in history. The three-story structure is 
topped by a towering, gold-domed cupola. 

The interior design for the building, 
prepared by Designs for Business Inc. of 
New York, is based on advanced con- 
cepts of space utilization and office effi- 
ciency. The central core of offices and 
special-purpose rooms is surrounded by 
work areas formed by movable parti- 
tions. Materials used in covering the 
partitions include glass, burlap, brightly- 
hued plastics, and wood veneer. 





Offices in the executive suite are dec- 
orated in traditional style. Included in 
the suite are a directors’ room and visi- 
tors dining room, complete with service 
pantry. 

An advanced type of screened, indirect 
fluorescent lighting is used in most of 
the work areas. Heating is by oil-fired, 
steam-heated forced air, with the heat- 
ing system also serving as an air condi- 
tioning system in the summer. Both 
heating plant and air conditioning are 
planned on the zone system. 

The new building has about 75,000 
square feet of work area, about 50% 
more than the company’s old building 
in the center of Pittsfield. The principal 
reason for the new building, however, 
was the company’s desire to increase its 
operating efficiency rather than to en- 
large its working space. 





NALU Behind Pay as You Go 


Washington—National Association of 
Life Underwriters has undertaken to 
motivate the American people to support 
a resolution calling for a Constitutional 
Amendment proposed in the first session 
of the 86th Congress. Such an amend- 
ment would, in effect, put the country 
ona “pay as we go” financial basis ex- 
cept in times of grave national emer- 
gency. 

A request that NALU support 
resolution (S. J. Res. 99) was presented 
to the National Association’s 1959 annual 
convention last week in Philadelphia by 
Past President Judd C. Benson, Union 
Central Life, Cincinnati, on behalf of the 
Cincinnati Life Underwriters Associa- 
tion. 

The Cincinnati request was received by 
the NALU National Council and ap- 
proved by the board of trustees. It thus 
becomes official policy of the National 
Association. 

The resolution adopted by NALU cites 
the fact that inflation is one of the most 
potent dangers facing the citizens of the 
United States and poses “devastating re- 
sults for all, particularly those who are 
thrifty.” 


this 





Made Group Vice President 


E. W. Marshall, who has been in the 
Group insurance business in the South- 
west for about 15 years, has been ap- 
pointed vice president of the Great Na- 
tional life, Dallas, in charge of its newly 
established Group department, according 
to an announcement by Carl C. Weich- 
sel, president. Mr. Marshall, who has 
been with the California-Western States 
Life for about 12 years, began his insur- 
ance career in his father’s local agency 
in Waco, 


Schriver Executive V.P. 

An amendment to its constitution and 
by-laws which changed the title of Na- 
tional Association of Life Underwriters’ 
chief administrative officer from manag- 
ing director to executive vice president 
was approved at the Association’s 70th 
annual convention in Philadelphia. 

In its report to the NALU National 
Council, the By-Laws Committee stated 
that, “since most of the life insurance as- 
sociations have given their chief admin- 
istrative officer the title of Executive 
Vice President, it is recommended that 
NALU’s_ chief administrative officer 
should have the same title so that in his 
negotiations both within and without the 
insurance industry there would be instant 
recognition of his position.” 





HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
INDIANAPOLIS OMAHA 








O'TOOLE ASSOCIATES 
Incorporated 


Established 1946 
220-02 Hempsteed Aveaue 
QUEENS VILLAGE 29, NEW YORK 














THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, N. J.) 


TO BROKERS 

We pay 55% -| nine 5's vested on 
Ordinary Life! 

Extremely high immedicte cash 
values on about 20 different types 
of contracts. 

One year incontestable—not two. 

COME IN AND SEE US! 








NASHEM AGENCY 


110 East 42nd S 
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to negotiation. 





SEES AGENCY SYSTEM MENACED 





Why Dave Fluegelman Again Accepts 
Chairmanship of NALU Group 
Insurance Committee 
David B. Fluegelman, former president 
of NALU, has again agreed to act as 
chairman of its Group insurance com- 

mittee, a post he first held in 1952. 

In a statement Mr. Fluegelman says 
he is assuming the chairmanship because 
he is convinced “something must be done 
in the near future if we wish to maintain 
the agency system as we understand it.” 
He sees continuing abuses in thigh limits 
of Group, “especially where written with- 
out any regard to the proportion between 
amounts on the owners or highly paid 
employes of business compared to rank 
and file employes,’ and some _ other 
factors. These factors include ‘writing of 
more and more synthetic and hybrid 
Groups in which the traditional em- 
ployer-employe concept is either com- 
pletely or virtually absent.” If Keogh- 
Simpson bill becomes law it is likely, Mr. 
Fluegelman believes, that the benefits 
will be written on a Group basis by 
most companies, “making it apparent 
that the services of professional agents 
are no longer deemed by the companies 
as important as they often proclaim 
and we in the NALU know them to be”. 
He. also feels that the inflationary spiral 
is “encouraged by the widespread and 
growing practice of writing large amounts 
of term insurance on a Group basis.” 








MORGAN O. DOOLITTLE, 
President 





If you are LOOKING 
For A General Agency Opportunity — 
EMPIRE has a complete line of 
Competitive Plans 


LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


Licensed in the States of — Colorado, Delaware, District of Columbia, 
Florida, Maryland, Nevada, New Jersey, New York, North Carolina, Ohio, 
Oregon, Pennslyvania, Rhode Island, Vermont, Virginia, Washington. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT, 
Ageacy Vice Pres. 





ed 








Fidsneatadd’ in Miaiiaiel? 


Established New York City agency interested in young, suc- 
cessful career agent to assist in recruiting and training of college 
graduates under 25 years of age. Organized program leads to full 
supervision and management opportunity. Salary plus bonus-—open 


Write us about yourself in detail. Address Box 2732, 
The Eastern Underwriter, 93 Nassau St., New York 38, 








North American Manager 





KS. 


BOWLES 


North American Life Assurance, To- 
ronto, has announced the opening of a 
second branch in Chicago and the ap- 
pointment of R. S. Bowles, CLU, as 
branch manager. The new officers are 
located in the Board of Trade, 141 West 
Jackson Blvd. 





Mrs. Emma M. Amber Dies 


Mrs. Emma M. Amber, 69, died re- 
cently at her home in Pittsfield d, Mass. 
She was the widow of Harrison L. 
Amber, president of Berkshire Life from 
1942 to 1954 and then chairman of the 
board until his death in 1957. Mrs. 
Amber leaves a son, Eugene L. Amber, 
investment officer at Berkshire Life. 





M. J. EVERETT, JR. NAMED 

Marvin B. Harper, CLU, general agent 
for Massachusetts Mutual in Chatta- 
nooga has announced the appointment of 
Malone J. Everett, Jr. as staff supervisor. 
In his new position, Mr. Everett will as- 
sist Mr. Harper in the recruiting and 
training of new personnel. 

A native of Chattanooga, Mr. Everett 
was graduated from the University of 
Chattanooga in 1950. He joined Mas- 
sachusetts Mutual in 1951, 
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NOW—The Chase Manhattan Bank 


Charge Plan brings New York City 
brokers prompt payment for 
insurance premiums! 


Under CMCP (The Chase Man- 
hattan Bank Charge Plan) the full 
premium cost of any general in- 
surance coverage may be charged 
to your customer’s convenient 
CMCP account! You stand to 
gain in four important ways: 

1. We credit your account when you sell 


the policy. No more waiting for premium 
payments. 


2. Saves you important time and ex- 
pense. We do the billing, bookkeeping 
and collection. 


3. Gives you a sales tool that really 


BILLING 
BOOKKEEPING PAIR 
COLLECTION 








works. You take advantage of the fast 
growing acceptance of credit card buy- 
ing. Your sales come easier, because you 
can offer your customers the convenience 
of CMCP credit. We'll give you promo- 
tional material, too! 


4. Broadens your market. Already more 
than 300,000 smart New Yorkers are 
members of CMCP and the number 
grows every day. Many of your custom- 
ers are among them. 


Find out now how easily CMCP 
can be put to work in your 
business. Just fill in and mail the 


1 8 


CMCP 


THE CHASE MANHATTAN BANK 


CHARGE PLAN 


coupon below, or call HA 2-6000, 
Ext. 2412, today! Ask for de- 
tailed information about CMCP. 


The Chase Manhattan Bank 
P. O. Box 712, New York 8, New York 


Please send me data on CMCP for insur- 
ance premiums. 


Zone.... 


Brokers located in 5 Boroughs of New York 
City only, eligible at this time. 


THE CHASE MANHATTAN BANK 


Member Federal Deposit Insurance Corporation 
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Lincoln National Life 
Holds Co. Tax Seminar 


REINSURANCE CLIENTS SERVICE 





ts Interpret Life Insurance Com- 
"ee Ga ies Some Guests Come 
Long Distances 





Lincoln National Life is host today 
for a seminar in Fort Wayne at Hotel 
Van Orman to promote understanding of 
the new Federal Income Tax Law for 
life insurance companies. Lincoln Na- 
tional Life is sponsoring the tax semi- 
nar as a service to officers of other life 
insurance companies, many of whom are 
its reinsurance clients. More than 450 
life insurance officials from companies 
located throughout the United States and 
Canada will attend. 

Walter O. Menge, president, will wel- 
come the guests, and John Phelps, vice 
president, will open_and close the semi- 
nar, Walter W. Steffen, second vice 
president, is in charge of the arrange- 
ments for the seminar. 

Some of Those Participating 

The seminar will engage in the inter- 
pretation of the new life Insurance Com- 
pany Tax Law, and administrative prob- 
lems resulting from the new measure 
will be discussed. A panel composed of 
Lincoln National Life officials will be 
the feature of the seminar with Henry F. 
Rood, senior vice president and actuary, 
serving as moderator. Mr. Rood is 
presently chairman of the Advisory 
Committee on Interpretation of Com- 
pany Federal Income Tax Law, estab- 
lished by American Life Convention, 
Life Insurers Conference, and Life In- 
surance Association of America as a re- 
sult of the many questions arising re- 
garding the interpretation of the new tax 
law for life insurance companies. _ 

Members of the panel will be: Fergus 
J. McDiarmid, vice president; Gordon C. 
Reeves, general counsel; Samuel i 
Adams and Gathings Stewart, second 
vice presidents and actuaries; E. R. 
Crilly, assistant secretary; and William 
E. Lewis, associate actuary. 

The seminar will close with a discus- 
sion period. Those attending will be 
guests of Lincoln National Life for 
group luncheons Friday at the Keenan 
and Van Orman Hotels. 


Brooklyn Branch Meeting 
Will Be Held October 14 


The opening meeting of the fall season 
of the Brooklyn Brancli of the Life Un- 
derwriters Association of the City of 
New York will ‘be held October 14 at the 
St. George Hotel, Brooklyn. The pro- 
gram, “How to Increase Your Earnings,” 
will feature Abraham Harris, Equitable 
Life Assurance Society, and William 
Harmelin, Continental Assurance. 

LUTC Part II graduates from Brook- 
lyn will be presented with their certifi- 
cates. There will be no admission charge 
and non-members are invited to attend 


L. J.. Kalmbach Bereaved 


Mrs. John Kalmbach, 91, mother of 
Leland J. Kalmbach, president of Massa- 
chusetts Mutual Life, died recently in 
Chelsea, Mich., following a long illness. 
She is survived by two daughters and 
three sons and seven grandchildren. Pri- 
vate funeral services were held in Chel- 
sea, 


N. J. GENERAL AGENT 

Sun Life of America announces the 
appointment of Richard D. DuFour as 
its general agent for the South Plain- 
field, N. J., area. Mr. DuFour, a mem- 
ber of the New Jersey Insurance 
Brokers’ Association, served as special 
agent for Prudential prior to his pres- 
ent association with the Sun Life. After 
serving in the Coast Guard, he attended 
Rutgers University, where he received 
his B.A. degree in 1959, 


Sewell Hodge Retires 
At Provident Mutual 


TRAPNELL V.P. AND SECRETARY 





Clifford Dennis Is Elected Treasurer; 
Hodge With Provident for 42 Years; 


Treasurer American College 





Sewell W. Hodge, secretary and treas- 
urer of Provident Mutual Life and asso- 
ciated with the company for 43 years, 
will retire at the end of this month. 
William C. Trapnell, presently second 
vice president, securities, will become 
second vice president and secretary, and 
Clifford G. Dennis, Jr., financial secre- 





WILLIAM C. TRAPNELL 


tary, will be treasurer. 

Mr. Hodge has been associated with 
the company for 43 years. In 1924, he 
was elected assistant treasurer, treas- 
urer five years later, and in 1953 was 
appointed secretary and treasurer. He 
is treasurer and trustee of the American 
College of Life Underwriters. Mr. 
Hodge has served his community as 
treasurer of the Pennsylvania Prison 


Society, member of the Pennsylvania 
Public School Employes Retirement 
Board, and director of the Better 


Business Bureau of Philadelphia, Inc. 
He is chairman of the Swarthmore 
Friends Meeting Budget Committee. A 
graduate of Swarthmore College, Mr. 
Hodge attended additional special courses 
at University of Pennsylvania and New 
York University. He is a member of 





50 Court St., Brooklyn 1, N. Y. 
HERMAN REINIS 





REINIS & REINIS 


GENERAL AGENTS 


Manhattan Life Insurance Co. 


Phone: MAin 4-7951 
JOSEPH REINIS 











the Union League. 

A graduate of the Virginia Military 
Institute, Mr. Trapnell became asso- 
ciated with Provident Mutual in 1948. 
He was elected second vice president, 
securities, in 1952. He is past president 
of the Financial Analysts of Phila- 
delphia. Mr. Dennis is a graduate of 


the Bentley School of Accounting and 





CLIFFORD G. DENNIS, JR. 


Finance. He joined the company in 
1946, and was appointed assistant finan- 
cial secretary in 1952 and financial sec- 
retary five years later. 


Bankers National Names 


Curtis Investment Analyst 
Charles A. Curtis of Morristown, N. J., 
has been appointed investment analyst 
for Bankers National Life, Montclair. 
Born in Chicago, Mr. Curtis received 
his Bachelor of Philosophy and Master 
of Business Administration degrees from 
the University of Chicago. Following 
two years with the Army medical serv- 
ice, he joined Mutual Benefit Life in 
1957 as a security analyst. He is a mem- 
ber of the Morristown Junior Chamber 
of Commerce. 





























INDUSTRIAL 
ACTUARY 








If you have experience in the actuarial as- 
pects of INDUSTRIAL INSURANCE and are a 
Fellow or Near-Fellow, you may be just the man 
we are seeking. 


As a multiple line company with one and one- 
half billion dollars in force, we need a man who 
will become the Industrial Actuary, responsible 
for the actuarial management of 500 million 
dollars of industrial business. If you interested 
in joining a steadily expanding organization with 
an excellent future, do not let lack of experience 
in certain phases of the Industrial business deter 
you from answering this ad. 











Our new Home Office is located near but not 
in a large midwestern city. A near-by university 
adds to the attraction of our location. Retire- 
ments, a recent death and the vastly increased 
utilization of actuarial talent in all lines of busi- 
ness have led to this attractive opening. 


Your starting salary, based on experience, 
should be attractive and recognition of demon- 
strated ability will be quick and concrete. If 
you have the ability, one year can bring you to 
the top level in our organization. Replies are 
confidential so please give us full facts about 
yourself and your qualifications. Write to Box 
2735, The Eastern Underwriter, 93 Nassau Street, 


New York 38, N. Y. 








Two Supervisors Wanted 


Aggressive Canadian _ insur- 
ance company, expanding rapidly 
in New Jersey, needs a Group 
Supervisor and a Brokerage Su- 
pervisor, 

Compensation interesting. 
Opportunities unlimited. 

Reply to Box 2738, The Eastern 
Underwriter, 93 Nassau Street, 
New York 38, N. Y. Give resume 


of your experience. 











Manager at Sacramento 





FREDERIC E. SUPPLE, JR. 


Provident Mutual Life has appointed 
Frederic E. Supple, Jr., supervisor in 
the company’s San Francisco-Johnston 
Agency as manager of a new agency in 
Sacramento to serve the Sacramento 
Valley area. The office is at 926 J 
Street. 

A life member of Million Dollar 
Round Table, Mr. Supple has been with 
the company since 1951 and a consist- 
ent leader in production. 


R. F. Morse Retires 


Roy F. Morse; who joined Kansas City 
Life in 1916, retired September 30 
under the company’s employe pension 
trust fund. Except for 18 months’ in 
World War I, with the 341st Field Ar- 
tillery, 89th Division, in Europe and 
later with the Army of Occupation, Mr. 
Morse has been continuously with Kan- 
sas City Life, first in the issue depart- 
ment, later in the actuarial department 
and, since May, 1944, in the tabulating 
department. His work in latter years 
has been concerned exclusively with re- 
newal premiums. 








New Great-West District 

Great-West Life has announced the 
appointment of W. Robert Davidge as 
district manager of a new district office 
at Moncton, N. B. 

Mr. Davidge joined the company in 
September, 1957, as a representative of 
the New Brunswick branch at Saint John. 
In his new capacity he will work in asso- 
ciation with Percy D. Hamilton, CLU, 
branch manager, New Brunswick. 


CITED BY FRANKLIN LIFE 
LeRoy Radloff, of Wausau, Wis., has 
been cited by Franklin Life as its gen- 
eral agent of the month for September, 
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Sales-supporting 
advertising 1s 
another reason why... 


BEHIND THE 
NYLIC AGENT... 







A dynamic 





advertising program 






to support 






his personal selling! 












Aimed at an audience of prime insurance prospects, hard-hitting 
advertisements back up the personal selling efforts of every Nylic Agent. 


Eye-catching campaigns advertising New York Life’s modern policies 

designed for financial security are seen by millions who regularly read 

leading national magazines, newspapers, Sunday magazine sections 

and farm publications. Other campaigns appearing in business magazines 

tell executives about New York Life’s modern Group Insurance and 
Employee Protection Plans. And New York Life’s public-service ‘Career’ : 

articles (already 35 in number) draw thousands of inquiries a 

month from readers interested in helping their children plan their futures. 


The result is not only increased Company prestige but a tremendous 
nation-wide audience ready to hear more about New York Life’s complete line 
of products from the Nylic Agent in the Community. 








- New York Life 


THE NEW YORK LIFE AGENT _ Insurance eylin Company 
IN YOUR COMMUNITY gpge 
1S A GOOD MAN TO KNOW 51 Madison Avenue, New York 10, N.Y. 


A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance « Group Insurance + Annuities 
Accident & Sickness Insurance + Pension Plans 
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Plans European Tour 


MAURICE BLOND 


Maurice Blond, insurance advisor to 
the New York State Senate, will be a 
member of the legislators’ tour of Eu- 
rope next month. Mr. Blond is the 
Commissioner of Economic Development 
for Queens County, where the firm of 
Blond, Blumencranz, Klepper & Wilkins 
will represent Guardian Life as general 
agents in a new building now nearing 
completion. 

Well known in the life insurance busi- 
ness, Mr. Blond is a life member of the 
Million Dollar Round Table and the 
immediate past president of the Brook- 
lyn Branch of the Life Underwriters 
Association of the City of New York. 

The itinerary of the party, which will 
consist of 60 people, senators, congress- 
men and their wives, include a trip to 
London, Paris, Rome and Holland. While 
in Rome, a special audience has been 
arranged with Pope John XXIII. 


Dr. F. E. Demarais Joins 
Insurance Co. of N. A. 


Insurance Co. of North America has 
added a specialist in life insurance medi- 
cine, Dr. Francis E. Demarais, to its 
medical department. Dr. Demarais will 
be associated with Dr. Samuel R. Moore, 
life company medical director at INA 
headquarters in Philadelphia. 

Edmund L. Zalinski, executive vice 
president, said the life company looks 
forward to doubling its 1959 production 
of new Ordinary business in 1960. 

Prior to joining the life company, Dr. 
Damarais was assistant medical direc- 
tor with Penn Mutual Life. After re- 
ceiving his M.D. degree at the Univer- 
sity of Minnesota and subsequent service 
in the Army, Dr. Demarais was. staff 
physician at the Southwest Florida Tu- 
berculosis Hospital and also at the 
United Mine Workers Welfare Hospital 
in Williamson, W. Va. He is _ public 
health officer of Aston Township in 
Delaware County. 

Sun Life of America Opens 
District Office in Miami 

Sun Life of America, Baltimore, has 
officially entered the State of Florida 
with the opening of its first district office 
in Miami, according to Jose L. Hirsh, 
agency vice president. In Miami thc 
district office will be managed by Rob- 
ert Foist, formerly of Indiana, who has 
been associated with the company since 
1951. 

During recent years, Sun Life has ex- 
perienced a steady growth by entering 
the States of Delaware, New Jersey, 
Connecticut and Indiana and opening 
new Offices in Columbus, Dayton and Lo- 
rain, Ohio. 

President of Sun Life of America is 
Stanford Z. Rothschild, Sr. 





John Bergin Miami Manager 

John M. Bergin, has been appointed 
general manager for Life Insurance Co. 
of North America in Miami. 

Mr. Bergin joined INA in 1958 as as- 
manager of the Philadelphia- 
Green Agency. Before this he was an 
assistant manager with New York Life 
and he has been associated with Inter- 


sistant 


national Business Machines. 

A U. S. Marine Corps veteran, Mr. 
Bergin received a B.S. degree in 1952 
from the Wharton School of University 
of Pennsylvania. 


Norman S. Slick Named 


Norman S. Slick has been named to a 
supervisory post in the Wilson Slick 
agency in Johnstown, Pa. Mr. Slick en- 
tered the life insurance field as an agent 
in the Wilson Slick agency of which his 
father is general agent. He has been a 
member of the agency since June of 1949, 
with the exception of four months when 
he served in the home office of Reliance 
Life. 

Mr. Slick, who has established a sub- 
stantial sales record, qualified for the 
President Club last year, and has re- 
ceived the National Quality Award for 
the past four years. In addition, he has 








SECRETARY desires part time position 
with life insurance agency. Thoroughly 
experienced in audit work and all options 
—also all phases of life insurance. Ex- 
cellent references. Write Box 2740, The 
Eastern Underwriter, 93 Nassau Street, 
New York 38, N. Y. 

















qualified for the Emancipator and Min- 
ute Men Clubs four times each. 

A native of Johnstown, Mr. Slick was 
graduated from Bucknell University with 
a Bachelor of Science degree in 1949, and 
he has completed Part I of the LUTC 
program. 
































Dynamic Men... Dynamic Product ...Dynamic Sales Aids 
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During the year ending March 31st, Mutual Benefit Life sales increased 25% over the previous 
12 months. Outstanding planning, product and people are responsible for this remarkable record. 

To sell TRUE SECURITY, Mutual Benefit Life first selects talented men. They are trained 
and provided with the most comprehensive sales aids in the life field, such as audio-visual presen- 
tations and merchandising tools designed for special business and professional groups like the 
medical market. These selling aids, plus the 114 year reputation of Mutual Benefit Life as the 


**policy-holders’’ company, plus the TRUE SECURITY 
concept, combine to help Mutual Benefit Life men increase 
sales day after day. With such consistent sales progress, these 
professionals assure TRUE SECURITY for their families 
and themselves as well as for their clients. 


THE MUTUAL BENEFIT LIFE 


MUTUAL BENEFIT 


INSURANCE COMPANY, NEWARK, NEW JERSEY 


Insurance Company 
for TRUE SECURITY 
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Made LIAMA Consultant 


PHILIP N. LAWTON 


Philip N. Lawton, formerly associate 
manager of the Lincoln Branch of New 
York Life in New York, has joined Life 
Insurance Agency Management Associa- 
tion as a consultant in the company re- 
lations division. 

Mr. Lawton attended Holy Cross Col- 
lege for two years and was graduated 
from John Carroll University in Cleve- 
land. He entered the investment bank- 
ing business and after two years joined 
the U. S. Navy and was a lieutenant 
commander when he left the service in 
1945. 

Mr. Lawton then entered the life in- 
surance business in the Cleveland agency 
of Aetna Life. Two years later he 
joined the Insurance Research and Re- 
view Service as editor of “Management 
Plans,” and in 1952 he became director 
aaa eal training for New York 

ife. 

Mr. Lawton is a graduate of the 119th 
School in Agency Management, a Char- 
tered Life Underwriter, and holds a 
CLU diploma in agency management. 

With LIAMA Mr. Lawton will consult 
with member companies, serve on the 
staff of LIAMA’s Schools in Agency 
Management, contribute to publications 
for agents and managers, and work with 
the association’s committees. 





Mass. Mutual Names Cleary 


Massachusetts Mutual Life, Spring- 
field, Mass., announced the appointment 
of John R. Cleary as district Group rep- 
fesentative assigned to the company’s 
district Group office in the Federal 
Building in Minneapolis. Mr. Cleary will 
assist agents and brokers in the sale of 
Group insurance plans and will provide 
service to policyholders in connection 
with Massachusetts Mutual Group pol- 
icies, 

Mr. Cleary was in the insurance busi- 
ness for four years before joining Mas- 
sachusetts Mutual last March. He has 
represented the company in Chicago. He 
attended the University of Notre Dame 
and the University of Connecticut. A 
native of Elgin, Ill, he is a veteran of 
both World War IT and the Korean con- 
flict. He is a member of the Notre 
Dame Club of Chicago and the Navy 
Club of Elgin. 





LIFE OF VA. DIRECTOR DIES 

Harry H. Augustine, a member of Life 
nsurance Company of Virginia’s board 
of directors since 1946, died at his home 
in Richmond, Va., recently following a 
brief illness. At the time of his death 
he was chairman of the board of the 
State-Planters Bank of Commerce and 
Trusts of Richmond, having served in 
that. capacity since his resignation, as 
president of that bank, last year. 





NALU Administrative Aide 
Lee P. Derkay of Washintgton, D. C. 
was appointed administrative assistant to 
the executive vice president of National 
Association of Life Underwriters. 
Formerly with the American Bottlers 
of Carbonated Beverages in the Nation’s 
Capital, Mr. Derkay will be responsible 
to NALU’s Executive Vice President 
Lester O. Schriver and will undertake as- 


signments at his direction in the fields 
of public relations, membership promo- 
tion, convention planning and field serv- 
ices. 

Mr. Derkay is a 1953 graduate of Uni- 
versity of Maryland. He is active in the 
Washington Jaycees having served as 
editor of the Jaycees’ “News Action” for 
the past two years. 





2,300 at NALU Convention 


Registration at the 1959 annual con- 
vention of National Association of Life 
Underwriters in Philadelphia, reached 
the 2,300 mark. 

This is the second highest convention 
registration in the 70-year history of 
NALU. Highest tally was 2,450, which 
was achieved at the 1957 annual con- 
vention in Detroit. 





NEW HAMPSHIRE AGENCY OPPORTUNITY 


. . .. for qualified man with supervisory experience to head estab- 
lished Life Agency of large, progressive eastern company. Includes 
all lines of Life, Accident and Health, Group coverage. Excellent 
financing plan and training program for agents. If you have field 
supervisory experience and believe you are ready for your own 
agency, write giving complete resume of your background. Your 
reply will be kept in strict confidence. Reply to: Box 2733, The 
Eastern Underwriter, 93 Nassau Street, New York 38. 











Made Senior Underwriter 

Central National Life of Omaha has 
appointed Roger D. Petersen senior 
underwriter, it is announced by Norman 
T. Carson, president. 

Mr. Petersen was associated with the 
Security Life and Accident of Denver 


for over five years in the direct and re- 
insurance underwriting departments. 

William iF. Higley was appointed 
supervisor of underwriting service. He 
was formerly with the Omaha general 
office of New York Life. 


Occidental Gained 23% 


Nine months sales of individual life 
insurance by Occidental Life of Cali- 
fornia totaled $1,066,374,086, up 23% over 
the same period last year, President 
Horace W. Brower announced. 

The company, a member of the Trans- 
America Insurance Group, recorded a 
gain of $200,791,026 this year over the 
first three quarters of 1958, when its 
individual sales totaled $865,583,060. Sep- 
tember 1959 individual sales were $177,- 
214,153. 




















Grass is always supposed to be greener in the next pasture. That’s why 
they have fences for cows. And that, too, is why there are globe- 
trotters, and divorce courts, and dissatisfied life insurance salesmen. 
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But Franklin salesmen don’t bother looking over fences with that 
day-dreaming light in their eyes. They know that the grass is greenest 
right where they are. Last year the hundred leading Franklin represent- 
atives averaged $37,070.98 in commission earnings. The 100th man 
earned $19,708.93. The 200th man earned $13,936.21. And the 300th 
received $10,717.82. 


| (Figures as reported to Internal Revenue Service.) 


That’s lots of alfalfa! 


So if you are suffering from wallet-anemia, and have developed a 
roving eye for the fields beyond the fence, take a look at a Franklin 
Agency contract. It assures contentment, with an ample supply of 
“long green.” 


An agent cannot long travel at a faster gait than the company he represents! 






















The Friendly 
FRANKLIN LI 


CHAS. E. BECKER, PRESIDENT 
DISTINGUISHED SERVICE SINCE 1884 


Over Three Billion Dollars of Insurance in Force 


INSURANCSH 
COMPANY 


SPRINGFIELD, ILLINOIS 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans. 

















ALC’s Legal, Financial Programs 


the financial experts of the life insurance 


H. Harold Leavey, chairman of the 
ALC Legal Section, and Perry S. Bower, 
chairman of the Financial Section, an- 
nounce the programs to be given for 
their sections at the convention’s 54th 
annual meeting at Edgewater Beach 
Hotel, Chicago, October 12-16. 

The meeting of the Legal Section will 
open the week-long gathering on Mon- 
day afternoon, October 12. The section 
will also meet all day Tuesday. The 
Financial Section will hold its meeting 
on Friday, the last day of the annual 
meeting. Both sections will elect offi- 
cers for the coming year. 


Legal Section 


Chairman Leavey, who is vice presi- 
dent, general counsel and secretary of 
California-Western States Life of Sac- 
ramento, will open the first session on 
Monday afternoon with the chairman’s 
remarks. He will then introduce Har- 
old T. Swartz, Assistant Commissioner 
of Internal Revenue (Technical), U. S. 
Treasury Department, whose topic is 
“Function and Operation of Office of 
Technical Organizatic= of Commissioner 
of Internal Revenue.” 

The next paper will be “The Life In- 
surance Law of Alaska,” given by Rob- 
Banfield & 


ert Boochever of F aulkner, 

Boochever, attorneys, Juneau, Alaska. 
C. Clark Bryan, assistant general 

counsel of ALC, will present his an- 

nual “Review of Life Insurance Litiga- 

tion” as the final paper of the Monday 

meeting. At the end of the session, the 


nominating committee and the memorial 
resolutions committee will be appointed. 

At the Tuesday morning session the 
first speaker will be Ralph H. Kastner, 
general counsel of ALC, who will pre- 
sent his “Review of Life Insurance Leg- 
islation—1959.” He will be followed by 
Harold van Buren Cleveland, associate 
counsel, John Hancock Mutual Life, on 
“The Status of Self-insured Employe 
Benefit Plans Under the Insurance 
Laws.” The morning session will con- 
clude with a paper called “A Labor 


Lawyer Looks at Life Insurance,” given 
by Charles P. Scully, counsel of Cali- 
fornia State Federation of Labor, AFL- 


CIO, San Francisco. 

The annual luncheon for members of 
the Legal Section and their guests will 
be held at 12:15 o'clock in the South 
Terrace. This year the speaker will be 
John D. Randall, president of American 
Bar Association, Cedar Rapids, Iowa. 
His subject will be the “Role of the 
Lawyer in Society Today.” 

The Legal Section will reassemble at 
2 o’clock to hear two panel discussions. 
The first of these will be on “Variable 
Annuities—Some Aspects,” and will in- 


clude Robert A. Crichton, attorney, 
Charleston, W. Va., on “Legal Problems 
Relating to SEC.” Mr. Crichton is the 


former president and general counsel of 
Variable Annuities Life of Washington, 
D. C., and prior to that time served as 
counsel of ALC. 

The ee speaker on the panel will 
be P. Thornbury, vice president and 
ee “counsel, Nationwide L ife, Colum- 
bus, Ohio, speaking on “One Company’s 
Approach to Meeting the Financial 
Needs of Its Policyholders.” 

The second panel discussion is “Poli- 


tics: Discussion of Principles for Use 
in Presentation of Life Insurance Mat- 
ters to Legislators, Elected and Ap- 


pointed Officials.” Serving on the panel 
will be James P. Swift, vice president 
and general counsel, Southwestern Life, 
Dallas; Leland B. Groezinger, of Allan, 
Miller, Groezinger. Keesling and Mar- 
tin, attorneys, San Francisco; and: Harry 
W. Colmery, president and general 
counsel, Pioneer National Life, Topeka. 

The business session, at which new of- 
ficers will be elected, will conlude the 
Legal Section meeting. 


Financial Section 


Chairman Bower, who is vice president 
and treasurer, Great-West Life, Winni- 
peg, will preside at the meeting of 


industry. He will open the program 
with the “Chairman’s Remarks” on Fri- 
day morning. The first speaker, Dr. 


John D. Wilson, vice president in charge 
of economic research and _ publications 
department, Chase Manhattan Bank, 
New York, talks on “Outlook Ahead— 
Prospects and Problems.” The second 
speaker will be Albert C. Ashforth, 
president of Canadian Chamber of Com- 
merce and president of the Toronto- 
Dominion Bank. 

The final speaker of the morning ses- 
sion will be General William H. Draper, 
Jr. chairman of the board, Mexican 
Light and Pow er Co., Mexico City. He 
will speak on “The "Responsibilities of 
Private Capital in the Foreign Field.” 
Following the morning session, a group 
luncheon is planned for members of the 
section and guests in the South Terrace. 

When the section reconvenes in the 
afternoon, Edmund W. Tabell, director 
of institutional research, Walston & 
Company, Inc., New York City will speak 
on “The Stock Market Outlook for the 
Short and Long Term.” 

The final speaker on the program is 
Donald S. Kennedy, president of Okla- 
homa Gas and Electric Co. The title of 
his address being “Russia Revisited.” 





Baker Forms PR Firm 


Donald A. Baker, for the past three 
years executive director of the Washing- 
ton headquartered General Agents and 
Managers Conference, has formed a new 
corporation. 

Called Baker Associates, the organiza- 
tion will specialize in sales promotion, 
advertising and public relations services 
to life insurance companies. Headquar- 
ters will be in Indianapolis and a branch 
will be established in the Washington 
area, 





Manager at Lincoln 


Occidental Life of California has 
opened a branch office in Lincoln. Nebr. 
and has named N. W. “Jerry” Solomon 
branch manager. A member of the Ne- 
braska Leaders Round Table, he joins 
Occidental after three years in Lincoln 
with New York Life. 





premium. This is a unique 








WANT TO STEP UP YOUR OWN AGENCY? 


A Connecticut life insurance company has General Agency 
openings which can pay you up to 103% of first year’s 


opportunity for a strong per- 


sonal producer or brokerage supervisor. Competitive life 
contracts plus Guaranteed Renewable Accident & Sickness 
and Major Medical. Send resume to Box 2728, The Eastern 
Underwriter, 93 Nassau Street, New York 38, N. Y. 
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General American’s New Agency Setup | 


In a reorganization of its home office 
agency division by General American 
Life, Field Vice President Richard H. 
Bennett, CLU, was named to head sales 
and agency building activities for all 
agencies and Superintendent of Agencies 
Carl H. Lane was assigned responsibility 
for financial and business management. 

They will report to Agency Vice Presi- 
dent Frank Vesser. 

Under the new setup, the field vice 
president’s office will be in charge of 
Life, Accident and Sickness, Small busi- 
ness Group and (\Pension sales, general 
agency appointments, recruiting and de- 
velopment and training, including the com- 
pany’s Agency Management Training 
program. Associated with Mr. Bennett 
will be Directors of Agencies Eugene V. 
Boisaubin, C. Eugene Bain, Rex Jeffrey 
and Ernest B. LeGrande; Director of 
Executive and Employe Benefit Plans 
Charles E, Fritsche and Supervisors of 
Agency Development Joseph H. Krull, 
CLU, and Warren Goodenough. 

Associated with Mr. Lane in the reor- 
ganized superintendent of agencies’ office 
will be Richard P. Nangle, manager of 
agency records and contracts; Earl M. 
Coe, manager of statistical records, and 
Alice Becker, manager of financial rec- 
ords. 

The department’s responsibilities will 
include agent and general agent financ- 





preparation for 1960 expansion? 
My background embraces 25 





LIFE AGENCY OFFICER AVAILABLE 


What Home Office, regardless of location, is interested in 
adding a good man to its agency department executive staff in 


H.O. agency department experience. College degree, LIAMA 
school graduate, CLU. Have know-how to help general agents 
close big Business Insurance, Pension and Group Life sales. 
Adept at convention planning. Address Box 2736, The Eastern 
Underwriter, 93 Nassau Street, New York 38, N. Y. 


years of field production and 
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ing, agency division business adminis- 
tration, field contracts, contract and pro- 
duction records, President’s Club con- 
ventions and general agents’ and 
managers’ conferences, and agency divi- 
sion plans and budgets. 


Mr. Bennett joined General American / 


Life in 1948 as supervisor of the com- 
pany’s home office city sales organiza- 
tion. He was named field vice president 
in 1956, 

Mr. Lane joined the company in 195] 


ST 


as an agency supervisor and was named 


superintendent of agencies in 1956. 


Messrs. Lane and Bennett are gradu- F 
ates of the Life Insurance Agency Man- | 


agement 
ment school and of numerous courses on 
life insurance marketing and manage- 
ment. 





Leterman-Gortz Corp. 


The Leterman - Gortz Corporation, 
Rockefeller Plaza, New York, has writ- 
ten a number of Group insurance plans 
on such trade associations as food dis- 
tributors, florists’ telegraph delivery, 
chain drug stores, wholesale grocers, 
manufacturers and retailers. 

Elmer G. Leterman is president of the 
corporation, Norman M. Gortz, CLU, 
executive vice president; Frank O. King- 
don, vice president, and Daniel I. Starr, 
secretary-treasurer, 





J. W. Scott Branch Manager 


J. W. Scott, former branch supervisor, 
has been appointed branch manager of 
the Southeastern Ontario Branch of 
Great-West Life. Mr. Scott succeeds 
A. J. Marling, CLU, who was recently 
appointed superintendent of agencies at 
head office in Winnipeg. 

Mr. Scott joined the company in 1956 
as a representative of the Southeastern 
Ontario branch and was appointed a 
supervisor there in 1957. Prior to join- 
ing the company he was Industrial Com- 
missioner of the Kingston Chamber of 
Commerce. 





Manager Mortgage Office 


Wayne S. Trumpf has been appointed 
manager of Northwestern Mutual Life’s 
Milwaukee mortgage loan regional office 
succeeding Clarence C. Slater, who re- 
tired September 30. 

Mr. Trumpf has been NML’s assistant 
manager of commercial mortgages and 
real estate since 1955. In that post he 
has been responsible for analyzing com- 
mercial, institutional and industrial loans 
made by NML throughout the U. S. 
and Canada, and has assisted in ne- 
gotiating for the purchase of investment 
real estate. 





PRUDENTIAL PROMOTES GRUEN 
Fred L. Gruen has been promoted to 
manager of The Prudential’s New Ro- 
chelle district agency. Mr. Gruen joined 
the company as an agent in Summit, 
N. J., in 1941. In! 1952, he became a 
training consultant in the home office; 
and in 1955, he was appointed a staff 
manager in New Brunswick, N. J 


Association’s agency manage- | 
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Recognition Given to BMA Leaders at 
50th Anniversary Meeting at Banff 


“Forward from \Fifty”’ was the theme 
of the recent golden anniversary All-Star 
meeting held at Banff, Canada, by the 
Business Men’s Assurance. It was a 
successful meeting from start to finish. 

More than 700 company leaders and 
home office officials returned to the site 
of the 40th anniversary meeting where 
the late W. T. “Tom” Grant had asked 
the BMA All-Stars if they would like 
to celebrate BMA’s 50th anniversary 
ten years hence at Banff. Bookings at 
the Banff Springs Hotel were made then, 
ten years in advance. 

Highlights of the three-day meeting 
were inspired addresses by Claris Adams, 
executive vice president of the American 
Life Convention, and the Rev. R. E. 
“Bob” Richards, Olympic champion pole 
vaulter and nationally known speaker. 

Special recognition was given for out- 
standing achievement to the officers of 
the various BMA honor clubs, including 
the Life Club, Accident and Health Club 
and Grant Club. The 39 members of the 
BMA Million Dollar Club were also 
recognized. 


Special Anniversary Features 


This being the company’s 50th anniver- 
sary, there were several special features. 
A replica of a vintage Oldsmobile was on 
hand and a special musical review en- 
titled “The Golden Years of BMA” 
traced the company’s first half century 
of progress and the accomplishments of 
its 50 production leaders during the ten- 
od period from Banff, 1949 to Banff, 
1959. 

eG, Higdon, BMA president, reviewed 
the company’s 50 years of service and 
pointed out that by following precepts set 
down early in BMA’s history, its growth 
had been more rapid than that in the 
industry. He recalled successful sales 
methods from a 1923 rate manual which 
are highly applicable today. 

Grant, executive vice president, 
discussed company progress and pro- 
jected goals ten years ahead. These fig- 
ures set a goal in 1969 of three-and-a- 
half times more paid life sold by 50% 
more salesmen than at present. Life in- 
surance in force was set at four times the 
current amount. The projected goals ten 
years hence showed BMA assets two- 
and-a-half times greater. 

A considerable attention was given to 
sales methods and sales materials. J. ‘W. 
Sayler, vice president in charge of sales, 
and his associates described new sales 
presentation books and announced the 
company’s new advertising program. 


“Flexible 65” Policy Introduced 


A new life policy, known as the “Flex- 
ible 65,” was introduced to the All-Stars. 
This multiple- -option life insurance con- 
tract offers permanent coverage with 
non-forfeiture values for a minimum pre- 
mium. At the end of ten years, the con- 
tract provides for continuation of the 
protection on a paid-at-65 basis with 
slight increase in premium, or any of 
three special options: Endowment at 65; 
whole life for the face amount; or whole 
life for reduced face amount at the same 
premium payable during the first ten 
years. ‘Designed for the man with a grow- 
ing family and growing responsibilites, 
the plan offers present protection and 
future flexibility, it was felt. 

Members of the sales organization had 
important parts in the program. Charles 

Cooper, manager, Springfield branch 
office, presided at one of the business 
sessions. Columbus branch manager, 
Robert M. Best, president of the BMA 
Managers’ Club, conducted a sales panel 
discussion by six leading producers. 

. G. Horn, regional manager, north- 
west branch offices, and 12 members of 
his staff—all million dollar producers— 
Presented a sales skit entitled, “The 





Right Way.” Clifford, E. Crandall, Cor- 
vallis, Ore., president of the 1959 BMA 
Grant Club, told about his experience in 
the life insurance business. 

The two guest speakers added an in- 
spirational note to the meeting. Rev. Bob 
Richards pointed out that a man lives up 
to the highest when he is reaching for 
the greatest in his talk entitled, “The 





LEADING BROKERAGE AGENCY OF PHOENIX MUTUAL — 1957-58 


Phoenix Mutual Life's 
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135 E. 42nd St. W. F. KELLY, Mor. YU 6-6586 
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ings in 1961 was made. Eastern BMA 
All-Stars will attend a meeting May 14- 
17, 1961, at Grove Park Inn, Asheville, 
N. C. and ‘Western All-Stars will meet 
at Sun Valley, Idaho, May 28-31, 1961. 


Struggle for Life’s Highest Goals.” 
Claris Adams commented on BMA’s 

leadership, its growth and the outstand- 

ing contribution made by its field force. 
Announcement of two All-Star meet- 
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Better phone The Man from Manhattan 


‘THE MANHATTAN LIFE 2 


Home Office: 111 West 57th Street, New York 19, N.Y. 


When you phone 
The Man from Manhattan, 
chances are your problem is over. 


HERE ARE JUST A FEW 
OF MANY WAYS HE CAN HELP: 
When You Need Progressive Underwriting on sub-standard 


risks Through Age 74 (we issue up to 1,000% mortality 
at most ages). 





When You Need Family Income and decreasing term riders 
Through Issue Age 64, standard or sub-standard. 


When You Need Permanent Plans (Ordinary Life, 10 Pay 
Life and 20 Pay Life) To Issue Age 75, standard or sub- 
standard. 


When You Need up to $50,000 Low Cost Insurance on a 
Wife, available under our Family Member rider, with 
children or even if there are no children, and issued 
standard or sub-standard. 


When You Need a Family Member Rider to 
cover minor children of a widow, widower or 
divorcee without spouse (sub-standard issued 
on minor children). 








When You Need a Guarantee of Future Insur- 
ability, issued and exercisable through age 64 
with the guarantee amount actually payable at 
death if it occurs before conversion. Amounts 
available as high as $50,000, standard or sub- 
standard, and at very low cost when Level Term 
Rider is attached to any permanent Manhattan 
policy —old or new. 


Manhattan Life is Famous for its Flexibility, with 
55 policies and 13 riders, not counting the sub- 
standard versions. 
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INSURANCE “ARABISATION” 


Something of a new type of national- 
ization of insurance companies is re- 
ported from Egypt. A new law signed 
by President Nasser of the United Arab 
Republic and ruler of Egypt is to the 
effect that all foreign insurance compan- 
ies in the Syrian region of the UAR have 
been “Arabised” which means that boards 
of directors must be 100% Arab. At the 
end of five years, in which existing com- 
panies adapt themselves to the new de- 
cree, no foreign insurance companies are 
to be allowed in Syria. Says The Policy 
Holder: “Insurers will see in the new 
law a further flagrant example of ex- 
treme nationalization in the Middle East 
coming into head-on collision with the 
finely balanced structure of insurance.” 





EMOTIONAL DISTURBANCES IN 
BUSINESS AND INDUSTRY 


Because of concern in the business as 
well as the insurance world over the 
growth in this country of mental illness, 
the Connecticut Mutual Life sponsored 


"an all-day forum of the nation’s leading 


psychiatrists for purpose of discussing 
problems of that type of affliction, espe- 
cially as found in business and industry. 
Co-chairmen were Dr. Francis Braceland, 
psychiatrist-in-chief of the Institute of 
Living, and ‘Dr. F. C. Redlich, chairman 
of Department of ‘Psychiatry, Yale School 
of Medicine. Attending the forum were 
many prominent in business and industry 
of Connecticut. 

Five years ago, in recognition of the 
direct connection between emotional dis- 
turbances and many physical ailments, 
Connecticut ‘Mutual established what is 
now known as its human relations pro- 
gram. The project was designed to help 
individuals recognize and cope with every 
day emotional disturbances that often are 
forerunners of more serious illness, both 
mental and physical. 

Originally intended for company policy- 
holders the program proved so popular 
that in 1955 the company made its mate- 
rial available free to all organizations 
interested and to the general public. The 
response was most gratifying with the 


_result that the company now handles re- 


quests for hundreds of booklets and other 
literature on the subject. 

Commenting on the program and on 
the all-day forum of the psychiatrists, 
Charles J. Zimmerman, president of Con- 
necticut Mutual says: 

As a private business institution we 
have naturally a material interest in the 
health of our policyholders. But, as a 
private business institution we have a no 
less direct interest in the social problems 
of our nation and that of mental health 
is in every sense a problem of that type 
which must be solved. ; 

We believe our human relations pro- 
supplementing the 


gram, aiding and 

work of Mental Health Associations 
across the country, has been a_ small 
step in the right direction. The forum 


on mental health in business and indus- 
try is a further step. It is our earnest 
hope that it will make a positive contri- 
bution toward better understanding of 
problems of mental illness as they affect 
employers and their employes at all 
levels. 





Gene Tunney, who after winning the 
title of heavyweight boxing champion of 
the world, retired undefeated, has been 
elected a director of Quaker City Life 
Insurance Co. of Philadelphia. Mr. Tun- 
ney occupies a number of important posi- 
tions in the business world being chair- 
man of McCandless Corporation of New 
York; a director of Schick Safety Razor 
Co., the Pittston Co., Wheeler Timber 
Co. and Industrial Bank of Commerce, 
New York. Author of “A Man Must 
Fight” and “Arms for Living,” he lives in 
Stamford, Conn. 


* * * 


John M. Chervenak has been ap- 
pointed manager of fire insurance pro- 
duction for the Kemper Insurance com- 
panies. Mr. Chervenak has been in in- 
surance since 1930. He has served as 
underwriting manager of the brokerage 
and general cover department for the 
Loyalty group in Newark, N. J., and vice 
president of the Commercial Standard 
of Fort Worth, Texas. During the past 
six years, he has been serving as man- 
ager of J. E. Foster & Son, insurance 
managerial firm of Fort Worth. 


* * * 


Helen Ausman, Saratoga Springs, and 
Maureen Butler, Glens Falls, will serve 
as co-chairmen for the executive board 
meeting of the New York Federation of 
Insurance Women’s Clubs, October 16-18 
at The Queensbury, Glens Falls. Co- 
hostesses will be members of the In- 
surance Women of Saratoga County. 





























































ALDEN C. PALMER 


Alden C. Palmer, Indiana Insurance 
Commissioner who is also chairman of 
the board of Research & Review Service 
of Indianapolis, was one of the most 
sought after speakers at the annual 
convention of National Association of 
Life Underwriters in Philadelphia last 
month. In addition to being one of the 
main speakers at the convention he was 
interviewed on the Insurance Company 
of North America’s morning broadcast, 
an event of the convention. Interviews 
in the lobby of the Bellevue-Stratford, 
with noted figures, were held daily. 


* * * 


Frank R. Shugrue, 2nd vice president 
of real estate and mortgages at Bankers 
Life of Nebraska, has been re-elected 
regional vice president of Mortgage 
Bankers Association of America. The 
two-year appointment was announced at 
the September meeting of the association 
in New York City. Mr. Shugrue was also 
appointed to the association’s Board of 
Governors. A University of Michigan 
graduate, Mr. Shugrue has been asso- 
ciated with Bankers Life investment de- 
partment since 1950. He has served on 
the faculties of both the University of 
Illinois and Northwestern University. In 
addition, he has made appearances before 
numerous real estate and mortgage 
banking groups. Mr. Shugrue’s many ac- 
tivities include membership in American 
Institute of Real Estate Appraisers, and 
National Association of Real Estate 


Boards. 
x * x 


Gerald C. L’Estrange, son of the late 
Gerald A. L’Estrange of Los Angeles, 
who was West Coast vice president of 
University Life when he died recently of 
a heart attack, is following in his father’s 
footsteps by starting his insurance ca- 
reer with The Travelers. After dis- 
charge as a commissioned officer in the 

S. Army the took that company’s 
training program and was assigned to 
its Los Angeles branch office in the 
claim department. Back in 1920 Jerry’s 
father also started his career in the same 
department of The Travelers. The son 
is a graduate of Santa Clara University. 


* * * 


Milton P. Johnson has been named 
executive vice president of Youngberg- 
Carlson Co., Chicago general insurance 
agency. He has been with the company 
for 24 years, serving recently as vice 
president in charge of production. He 
is a director of the Chicago Mortgage 
Bankers Association. 


A. HERBERT NELSON 


A. Herbert Nelson, former Minnesota 


Insurance Commissioner, has been 
elected to the board of directors of 
Security Life Insurance Co. of America 


of Minneapolis, which was launched in 
1956. Mr. Nelson has been in the insur- 
ance business since 1931, is the owner 
of A. Herbert Nelson & Co., general in- 
surance underwriters and has’ been a 
consultant to insurance companies. Orem 
O. Robbins, president of the company, 
said that Mr. Nelson will also serve as 
consultant to the company. 


ae ae 


John Macarchuk of State Mutual Life 
will be chairman of a discussion of prob- 
lems created by the new Federal Income 
Tax law which will feature a meeting of 
Actuaries Club of Boston October 16 at 
Harvard Club, that city. Other officials 
of the meeting will be Henry S. Hunt- 
ington and Robert H. Hoskins, John 
Hancock; Norman L. Campbell, National 
Life of Vermont. 


* * * 


William M. Parker, Excelsior, Minn., 
has been appointed assistant manager 
for the Insurance Company of North 
America Companies’ Los Angeles service 
office, where he will be associated with 
Harold J. Harrison, manager. Mr. 
Parker has been assistant manager in 
the Minneapolis service office since 1956 
He joined INA in 1951 as a special agent 
in Los Angeles. Prior to his associa- 
tion with INA Mr. Parker was with Pa- 
cific Fire Rating Bureau. A graduate 
of Whittier Union High School, Whit- 
tier, Calif. Mr. Parker received a B.A. 
degree from Woodbury Business. Col- 
lege, Los Angeles, in 1948. 


* * * 


Dr. R. Gerald McMurtry, director of 
the Lincoln National Life Foundation, 
presented a bust of Abraham Lincoln 
to Choi Chae-yu, Minister of Education 
of the Republic of Korea, in Seoul re- 
cently during the first leg of Dr. Mc- 
Murtry’s 10-week lecture tour to the 
Far East. Dr. McMurtry will also visit 
Formosa, Hong Kong, Indonesia, Singa- 
pore, Malaya, and Thailand. The pur- 
pose of the trip, which is being spon- 
sored by the U. S. State Department's 
International Exchange program, is to 
foster good will between the people of 
America and those countries by stimu- 
lating an interest in the character and 


ideals of. Abraham Lincoln. 
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Now Been Settled 


All court ‘suits which have stymied 
operations of the Moody Foundation since 
the death in 1954 of W. L. Moody, Jr., 
Galveston financier and founder of 
American National Insurance Co., have 
been settled by agreement. President 
of American National is Mrs. Mary 
Moody Northen, elder daughter of W. L. 
Moody, Jr. The foundation will now 
receive in the next several months full 
control of the assets from the Moody 
estate. This public trust fund was estab- 
lished in 1942 a year before the death 
of Mrs. W. L. Moody, Jr. 

The foundation was willed most of its 
millions in assets by Mr. Moody, Jr. 
Among the nation-wide business in- 
terests he controlled are the American 
National Insurance Co. and the National 
Hotel Co., both headquartered in Gal- 
veston. Among other businesses in the 
Moody empire are banks, ranches and 
newspapers. 

Funds from the foundation are to go 
for charitable, religious and educational 
projects in Texas. 

At a meeting of the board of trustees 
of the foundation September 28 the 
board unanimously elected three promi- 
nent Houstonians as new board mem- 
bers, the board membership now being 
seven. 

Shearn Moody, Jr., and Robert Moody, 
grandsons of the founder of the foun- 
dation, are members of the board. 

Other Moody family members on the 
board are Mrs. Moody Northen and 
W. L. Moody, IV, another grandson. 

The new trustees are J. Sayles Leach, 
chairman, Texas Co.; J. M. Lykes, Jr., 
executive vice president, Lykes Steam- 
ship Lines, and S. Marcus Greer, chair- 
man, First City National Bank of 
Houston. The three new trustees of 
the Moody Foundation board, each of 
whom resides in Houston, are nationally 
known business and civic leaders. 

S. Marcus Greer formerly was an offi- 
cial of the Moody National Bank of 
Galveston. He moved to Houston in 
1935 to become vice president of the City 
National Bank there. Greer has been 
in the banking business since receiving 
his degree from the University of Texas 
in 1921. He was a national bank ex- 
aminer, leaving this position to join the 
Galveston bank in 1927. He has other 
business connections at the present time. 
He is a director of the Jefferson Stand- 
ard Life and a director in the Terrell 
State Bank, Terrell, Texas. He recently 
completed two three-year terms as direc- 
tor of the Houston branch of the Fed- 
eral Reserve Bank. 

John Sayles Leach, chairman of the 
Texas Co, is a native Texan. He re- 
ceived an A.B. degree from Baylor Uni- 
versity in 1915. Mr. Leach started with 
the Texas Co. in 1916, moving up the 
management ladder until he became 
president in 1952. He now is also a 
director of Seaboard Oil Co. of Dela- 
ware, McColl and Frontenac, Ltd.; Na- 
tional Bank of Commerce of Houston 


Moody Foundation Court Suits Have 























and of the Houston 
Power Co. 

J. M. Lykes, Jr.. is a native of Gal- 
veston. He attended Ball High School 
and completed secondary school at Au- 
gusta Military Academy, Fort Defiance, 
Md. He received his B.A. degree from 
Rice Institute in 1930. He resided in 
Galveston until 1925 when his family 
moved to Houston. He has been as- 
sociated with Lykes Bros. Steamship 
Co., Inc., since completion of his school- 
ing and at present is senior vice presi- 
dent of the company. 


. * * 


America’s Greatest Crusader Against 
Avoidable Fire 


T. Alfred Fleming, who at the age of 
85, died in September in his 
home at Owen Sound, Ontario, did more 
than any other 
public to realize the tragedy and horror 
of fire. It was a crusade on his part 
which lasted more than three decades. 
This had its inception when he was an 
eye-witness of a school fire in which 
many children, locked in, died. At the 
time he was a minister of the Gospel. 
He became director of conservation for 
National Board of Fire Underwriters in 
1919 in which post he traveled thousands 
of miles every year making speeches 
emphasizing what fire prevention meant. 

His retirement from National Board 
was in 1949. The audiences addressed 
were in churches, dining rooms, college 
halls and public buildings. 

Mr. Fleming was a pleasant, modest 
man who gave no impression of being 
a crusader when seen in private life or 
in National Board rooms. But, once on 
the rostrum the situation changed. As 
he flayed the fire demon and his emotion 
matched his indignation the audience 
caught fire as he denounced the fire 
trap owners. He was blessed with a 
faculty of arousing the wrath of many 
public officials and persuading them to 
take action in making buildings safer. 

Newton D. Baker was one of Fleming’s 
personal friends. Baker when mayor of 
Cleveland appointed Fleming secretary 
to the department of welfare and the 
following year he was elected a rep- 
resentative in the legislature from Cleve- 
land a post he held 1916-17. 

When the Ohio legislature concluded 
its session Fleming was appointed Ohio 
State Fire Marshal. In that office he 
was particularly effective in protecting 
Ohio from war enemies, arsonists and 
greedy landlords who were refusing to 
make safety alterations. 

This wasn’t always easy as some 
thought his crusading was bad for busi- 
ness, was driving people away from the 
town as well as giving it a bad reputa- 
tion. But he persisted. Occasionally, he 
would take personal charge of a bad 
situation where dilapidated buildings led 
to arso. Thus, he once took 75 wreck- 
ers with him to a hazardous scene and 
‘directed their razing of a fire trap. It 
was a four hour destruction job. This 


summer 


man in arousing the 
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T. ALFRED FLEMING 





drastic action was taken after notice 
had been served on owners of 600 Cleve- 
land tenements to comply with building 
regulations. The building wrecked by 
Flemirig and his men was owned by a 
man who had scorned Fleming’s dead- 
line when the was State Fire Marshal. 





A native of Owen Sound, Ontario, 
Mr. Fleming obtained his early educa- 
tion in the public schools and Col- 
legiate Institute of Owen Sound, later 
completing his studies in Toronto, 
Canada. In 1902 he moved to Cleveland 
where he was pastor of the Miles Ave- 


nue ‘Christian Church for ten years. 
After the close of 1949 he returned 
to Cleveland to his home in Shaker 


Heights which he had maintained dur- 
ing his 30 years in (New York. 

“While in charge of a large Christian 
Church located in the city of Cleve- 
land,” Mr. Fleming told The Eastern 
Underwriter, “I was assisting another 
pastor in addressing an Evangelistic 
campaign in the village of Collinwood 
which was at that time a suburb of 
Cleveland. Naturally I knew practically 
every citizen in the community. 

“On a morning early in March, 1908, 
I was about two blocks from the Col- 
linwood school when it burst into 
flames and I was one of the first two 
to reach the premises. We witnessed 
the scene which caused the death of 
173 children and three teachers, all be- 
cause of the mistakes in building the 
school and also in its maintenance. After 
the shock of this tragedy, which gave 
me a term in the hospital, I was advised 
by doctors I would have to change from 
the exacting work of a pastorate to some 
other line where there was less nervous 
strain.” 


_ Here’s how Fire Prevention Week had 
its origin: 

For a period of years the President of 
the United States had been asked to 
issue a proclamation for Fire Prevention 
Day, October 9. It had been consistently 
refused as unworthy of the President’s 
action, of little consequence and favoring 
a particular commercial group 

Finally, at the request of General Man- 
ager W. E. Mallalieu of the National 
Board, Fleming and Franklin H. Went- 
worth in 1919 visited the White House 
armed with a Fire Prevention Day pro- 
clamation for the President to sign Also 
Fleming had special letters from Gover- 
nor James M. Cox of Ohio, (then run- 
ning for President,) Newton D. Baker 
and Edward Moore, (chairman of the 
Democratic committee). Fleming reached 
the White House but was brusquely in- 
formed by the secretary to President 
Wilson that the matter had been con- 





sidered, refused and could not be taken 
up again. 

Although Fleming did not then see the 
President the proclamation which he 
himself had written was published on the 
front page of newspapers. Two years 
later President Harding proclaimed a 
Fire Prevention Week and similar pro- 
clamations became general. Next came 
the National Fire Waste Council which 
is composed of representatives from 37 
national organizations interested in fire 
control. He was on its executive corn+ 
mittee. At one time he was president 
of the Fire Marshal’s Association of 
North America. 

Early in 1920 when General Manager 
Mallalieu was president of the National 
Fire Protection Association, Fleming 
was appointed chairman of the fire pre- 
vention committee which later became 
the fire prevention clean-up committee 
representing both the National Board of 
Fire Underwriters and the National Fire 
Protection Association. 

* * * 


Blasts High Verdicts 


Edwin B. Moran, executive vice presi- 
dent of National Association of Credit 
Management, has an editorial in the 
October issue of the association’s mag- 
azine, Credit and Financial Management, 
denouncing the large size of jury ver- 
dicts in automobile and general liability 
coverage suits. He calls some of these 
judgments staggering awards for per- 
sonal injury. 

“No one suggests that people who suf- 
fer bodily harm should not be compen- 
sated,” Mr. Moran wrote, “nor does any 
one suggest, with inflation at hand, that 
the measure of compensation should not 
be greater that it would have been when 
a dollar had full-buying power. Never: 
theless, it is hard to justify some of our 
modern verdicts.” 

££ 4 a 


A Rhode Island Precedent 


For the first-time, as far as the states 
are concerned, Rhode Island through its 
registrar of motor vehicles -has spent 
money to buy radio and newspaper ad- 
vertising inserted for the purpose of 
promoting highway safety. 

Although the innovation was criticised 
by some newspapers and radio stations 
Registrar Romedo D. Asselin told re- 
porters that Rhode Island will continue 
to buy advertising on a year-round basis. 

Asked how the appropriation was 
made the registrar said the expense 1s 
being paid from a fund built up by the 
state’s 10-cent share of the cost of 
stickers sold during the compulsory 
motor vehicle inspections there. 

Editor and Publisher quoted the 


(Continued on Page 46) 
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INA Names European 
Treaty Rein. Heads 


BAKKER EUROPEAN DIRECTOR 





Green Assistant Manager, Treaty Re- 
insurance Dept.; Zmigrodzki Man- 
ager Department in London 





Malcolm M. Dickinson, Insurance 
Company of North America resident vice 
president in Europe, announces the fol- 
lowing appointments in INA’s European 
treaty reinsurance department: 

C. W. V. Bakker, O.B.E. director of 
European reinsurance; Reginald H. 
Green, assistant manager, treaty reinsur- 
ance department; and Zbieniew M. 
Zmigrodzki, manager, London treaty re- 
insurance department. 

Stationed in INA’s head office for Eu- 
rope in The Hague, Mr. Bakker will be 
responsible for INA’s overall treaty re- 
insurance business in Europe and the 
United Kingdom, He was formerly with 
the Amsterdamsche Maatschappij van 
Ongevallen-Verzekering N. V. (AMVO) 
of Amsterdam. 

Mr. Green will also be stationed in 
The Hague when his appointment be- 
comes effective November 1. He has 
been with C. E. Golding & Co., Ltd., in 

* London. 

Mr. Zmigrodzki, who was formerly 
with the Victory Insurance Company, 
Ltd., in London, is located in INA’s 
principal office for the United Kingdom, 
85 Gracehurch Street, London, E.C. 3. 

Mr. Dickinson said that H. Ernest 
Feer, who has been active in building up 
INA’s European treaty reinsurance de- 
partment, will continue his association 
with the department as resident dele- 
gate of the Philadelphia head office in 
The Hague. 

Milos R. Knorr, manager, treaty re- 
insurance, will return to INA’s Phila- 
delphia head office at the end of the 
year, after the appointees are oriented in 
their new pests. 


Wyckoff and Koellhoffer, 


Byrne Vice Presidents 

Richard H. Wyckoff and Hubert W. 
Koellhoffer have been named vice presi- 
dents of Jos. M. Byrne, Newark travel 
and -insurance firm, it is announced by 
Joseph M. Byrne, Jr., chairman of the 
board. 

Mr. Wyckoff, head of the casualty and 
marine department, will continue to 
serve as secretary as well as vice presi- 
dent. He joined the firm in 1935. 

Mr. Koellhoffer was formerly assistant 
treasurer. 

George J. Matanic of the casualty de- 
partment and Thomas P. Conboy of the 
fire underwriting and brokerage depart- 
ment were both named assistant secre- 
taries. 








“Gracie” Losses Heavy 

Immediate mobilization of insurance 
adjusters is taking place to meet the 
anticipated volume of insurance claims 
from hurricane “Gracie,” the National 
Board of Fire Underwriters announces. 
Heavy losses are expected from areas 
hard hit in South Carolina, Georgia and 
elsewhere, especially along the seacoast. 

According to the National Board of 
Fire Underwriters early estimates place 
the insurance loss at about $6,000,000 on 
an expected 30,000 claims. About half 
of these claims will come from Charles- 
ton and other coastal areas of North 
Carolina. The Allstate Insurance Co. has 
sent adjusters into the area in accordance 
with its own catastrophe plan. The NB- 
FU has had such a plan for several years 
operating in disaster areas. 


Lt. Gov. Wilson to Speak 
At Federation Luncheon 


ALBERT E. MEZEY 


Chairman, Luncheon Committee 


George F. Avery, vice president, United 
States Fidelity and Guaranty and chair- 
man of the executive committee of the 
Insurance Federation of New York, an- 
nounced at a recent meeting of the lunch- 
eon committee that Lieutenant Governor 
Malcolm Wilson had accepted an invita- 
tion to the principal speaker at the 45th 
annual luncheon to be held at the Wal- 
dorf Astoria, Thursday, November 19. 

In making the announcement Mr. 
Avery also announced the appointment 
of Albert E. Mezey, president, Hoey, 
Ellison, Frost, Mezey, Inc., as chairman 
of the luncheon committee with Edward 
W. McAndrews, partner, Hall and Hen- 
shaw, as vice chairman. Other members 
of the committee are representatives 
from the company, agency and brokerage 
members of the \Federation. 

Mr. Mezey, in accepting his appoint- 
ment as luncheon committee chairman, 
indicated he will do his best to make this 
the largest luncheon meeting. 





STARR ADVANCES TWEEDY 
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Headquarters in New York City 
Gordon B. Tweedy has been named 
executive vice president of C. V. Starr 
& Co., Inc., international insurance and 
general business firm with headquarters 


in New York. Mr. Tweedy has been 
associated with the company since 1948 
and was a vice president and director 
prior to taking over his new post. 

He is a director of American Interna- 
tional Underwriters ‘Corp., American 
Home Assurance, and Insurance Com- 
pany of the State of Pennsylvania, and 
a member of the New York and Con- 
necticut Bars. Before joining the Starr 
Co., Mr. Tweedy was vice president and 
a director of China National Aviation 
Corp., Chinese affiliate of Pan American 
Airways. 

Following graduation from Yale Law 
School, cum laude, in 1932, he spent a 
year as instructor at the school before 
joining the New York law firm of Sulli- 
van and Cromwell. His work with the 
law firm included two years in its Paris 
office. He left in 1938 to take a post 
with the Securities and Exchange Com- 
mission in Washington and later became 
a special assistant to the Assistant At- 
torney General in the Department of 
Justice Tax Division. 

At the outbreak of World War II, Mr. 
Tweedy went to India as an assistant to 
the president of China Defense Supplies, 
a U. S.-sponsored agency in charge of 
lend-lease material for China. In this 
work, and later with C. N. A. C., he 
traveled extensively through China, India 
and Iran. 





Lang Joins National Union 


As N. Y. Vice President 


The National Union Insurance Com- 
panies have appointed Arthur H. Lang 
as vice president in charge of the New 
York office. Mr. Lang began his insur- 
ance career in the Charles Burke Agency 
at Newark, N. J., in 1932. He subse- 
quently joined the Royal Exchange 
Group in 1933 in its brokerage depart- 
ment and became fire underwriter in 
1935. During World War II he served 
joined Royal Exchange as_ executive 
assistant to the U. S. manager. 

The Pacific department of Royal Ex- 
change was established by Mr. Lang in 
1954 at Los Angeles and four years later 
he was appointed assistant U. S. man- 
ager of Royal Exchange. On January 1, 
1959, he was appointed assistant U. S. 
with the Army and after discharge, re- 
manager of the integrated group of com- 
panies consisting of the Royal Exchange, 
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Sun Insurance Office, and Atlas Assur- 
ance in which position ‘he had nationwide 
executive duties for underwriting and 
production of the companies. 





Stolen Paintings Are 


Recovered in Toronto 


Six valuable paintings which were 
stolen recently from the Toronto Art 
Gallery were recovered earlier this week 
when found wrapped in heavy paper in 
a private garage in Toronto. They were 
damaged, but not seriously. The two 
works by Rembrandt, two by Frans Hals 
and one each by Rubens and Renoir 
were insured for $640,000, It was stated 
that the owner of the garage was un- 
aware the paintings had been hidden in 
his building. The recovered paintings, 
with amount of insurance on each, are 
as follows: 

Rembrandt—“Portrait of a Lady With 
a Lap Dog” ($150,000) and “Portrait of 
a Lady With a Handkerchief” ($250,000). 

Hals—“Portrait of Isaak Abrahamsz 
Massa” ($120,000) and “Portrait of Vin- 
cent Laurensz van der Vinne” ($80,000). 

Renoir—“Portrait of Claude” ($20,000). 

Rubens—“The Elevation of the Cross” 
($20,000). 





ROY E. EBLEN DIES 

Roy E. Ebien, 77, former vice presi- 
dent of the Phoenix of Hartford, died 
October 3 at his home after a long ill- 
ness. He retired January 1, 1952, and 
had resided in West Hartford. A native 
of Arabia, Ohio, Mr, Eblen attended 
Ohio State University and entered insur- 
ance in 1902 in his father’s agency. He 
went with the Phoenix in 1914 as state 
agent in Missouri and ‘was called to 
Hartford in 1933. He became vice presi- 
dent in 1940, 
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Addresses N. Y. Women 


Bradford Bachrach 
CAROL VAN SICKLE 


The Insurance Women of New York 
held its first meeting of the fall season 
Monday evening, October 5, as guests 
of the America Fore Loyalty Group at 
80 Maiden Lane. Miss Carol Van Sickle, 
assistant to the manager of the public 
relations department of the National 
Board of Fire Underwriters, spoke on 
“Selling Fire Safety.” 


Higgins and Hanratty 


Retire From Aetna C.&S. 


Martin M. Higgins and Frank J. Han- 
ratty, both secretaries, marine division, 
Aetna Casualty and Surety Co. and 
Standard Fire, retired September 30 
under the companies’ retirement plan. 

Mr. Higgins joined the organization 50 
years ago, served in Philadelphia and as 
manager of the home office ocean marine 
department at Hartford before being ap- 
pointed assistant secretary. He has been 
secretary since 1940. Mr. Higgins has 
been a director of American Institute of 
Marine Underwriters and U. S. Salvage 
Association, and was on the board of 
managers of American Hull Insurance 
Syndicate. 

Mr. Hanratty, who joined the com- 
panies in 1920, went to the home office 
in Hartford as inland marine manager 
after a number of years’ field experience. 
He subsequently was advanced to assist- 
ant secretary and to secretary in 1940. 
Mr. Hanratty served as chairman of 
various committees of Inland Marine 
Underwriters Association and Inland 
Marine Insurance Bureau and was on 
the executive committee of the Regis- 
tered Mail Central Bureau. 


Fire Prevention Winners 


In Youth Farm Contest 
Fifteen-year-old Hazel Mae Meaas. 
New Boston, Mich., and Duncan M. 
bourn, 17, Kalkaska, Mich., will be 
named first place winners in the boys’ 
and girls’ divisions of the 1959 National 
Youth Farm Fire Safety Project spon- 
sored by the National Association of 
Mutual Insurance Companies, at the 
opening general session of the associa- 
tion’s 63rd annual convention in Dallas, 
Texas, on October 12. Each will be pre- 
sented with a check for $100 and the 
Harry P. Cooper, Sr.. Memorial Award 
Plaque for “meritorious work i in the field 
of farm fire safety,” and, in addition, 
each youngster receives an all-expense 
paid trip to Dallas. 
Second place awards of $50 and 


plaques go to Martha McCrory, Glen- 
wood, Minn., 
tic, S.D 


and Roger D. Moan, Bal- 





North America Promotes 


Craddock in Canada 


Appointment of J. Douglas Craddock 
aS an assistant manager for Canada of 
the Insurance Company of North Amer- 
ica group has been announced by H. C. 
Mills, resident vice president. Mr. 
Craddock will remain in Montreal, as- 
suming administrative duties relative to 
INA Canadian operations, in addition to 
managerial duties for the group opera- 
tions of INA in the Province of Quebec. 

Mr. Craddock joined INA as a special 
agent at Regina, Saskatchewan, in 1945. 
He has been associate agency superin- 
tendent in the Canadian head office, To- 
ronto: manager of the Toronto metro- 
politan service office, and was named 
manager of the Montreal service office 
in 1958. 

A Foundation Fellow of the Insurance 
Institute of Canada, Mr, Craddock was 
a Gold Medallist in 1952. He is past 
president of the Society of Fellows of 
the Insurance Institute. 





American Group Selling 
Fire Deductible Plan 


The American Insurance Group, New- 
ark, N. J., is merchandising a fire insur- 
ance deductible plan which is available 
in 39 rating jurisdictions. The deductible 
amount varies from a minimum of $5,000 
to a maximum of $250,000. Minimum 
premium is $500. 

The plan, according to the American, 
is available for fire and extended cover- 
age on buildings and contents and for 
business interruption. It is not applica- 
ble to earthquake or any multiple-peril 
package policies. It is intended for su- 
perior risks only on non-hazardous 
classes such as public buildings, schools, 
churches and superior mercantiles. Un- 
derwriting standards are high, the 
American stated. 

The plan is not available in Alabama, 
Alaska, Arizona, Arkansas, Hawaii, Ken- 
tucky, Missisippi, North Carolina, Ore- 
gon, Texas, Virginia and Washington. 


Specific exemptions also apply in 
Georgia, Illinois, New Hampshire and 


New Jersey. 


National Assn. of Insurance Agents Executives Committee 





Members of the new executive committee of the National Association of Insur- 
ance Agents met in Chicago following the annual convention there. Seated, left to 
right, are Howard N. Fullington, Wichita, Kan.; Porter Ellis, vice president, Dallas, 
Tex.; Paul H. Jones, president, Tucson, Ariz.; Hayne P. Glover, Jr., Greenvile, +. Sr ad 


and Cooper M. Cubbedge, Jacksonville, Fla. 


Standing, left to right, are William A. Pollard, New York, executive secretary 
of NAIA; William F. Grandy, Sioux City, lowa; Peter J. Walsh, Denver, and Fred 


H. Johnson, Columbus, Ohio. 





Binder Club, Baltimore, 
Hears Guy T. Warfield 


The Binder Club of Baltimore, a group 
comprised of insurance men in and 
around Baltimore, whose main purpose 
is the continuing study of the insurance 
industry, has announced the fall pro- 
gram. Guy T. ‘W arfield, Jr., GPCU, local 
agent, will discuss ‘ The Insurance Prob- 
lems of Today.” He is a past president 
of the National Association of Insurance 
Agents and a member of the advisory 
council of the Society of Chartered Prop- 
erty and Casualty Underwriters. 

Mr. Warfield’s address was delivered 
at the Binder Club’s first luncheon meet- 
ing, October 1, in the Emerson Hotel, 
Baltimore. The November 5 meeting 
will feature Jay Jefferson Miller, direc- 
tor of the Charles Center Committee. 
Tentative arrangements have been made 
for F. Douglass Sears, Maryland’s Insur- 
ance Commissioner, to speak to the 
group in December. 


Agents’ Regional Meeting Programs 


Final details for three regional meet- 
ings to be held by the New York State 
Association of Insurance Agents in Glens 
Falls October 12, Plattsburgh October 
13, and Watertown October 14 have been 
released by Robert B. Douglass of Pots- 
dam, executive vice. president and in 
charge of the regional meetings. These 
meetings will be attended by more than 
600 agents and their associates from 
Warren, Clinton, Jefferson and_ sur- 
rounding counties. 

The meeting will commence with a 
luncheon to be followed by a talk from 
a member of the legislature on the role 
of the insurance agent in legislation. 
Following this the meeting will break 
up into two groups, one to be attended 
by the girls in the office and the other 
session being for the agency principals. 
The agency principals will then discuss 
the legislative program of the Associa- 
tion and the continuing advertising pro- 
gram and the prob!em involved in excess 
and surplus lines and a discussion of 
the agent’s position in relation to serious 
highway accident problems. 

The groups will again combine and an 
Information Please panel will be held 
at which the panelists will accept ques- 
tions on any insurance subject. 


Speakers at Meetings 


Participating in all three meetings will 
be William Brewster, special assistant to 
the general manager for public relations 
of the National Bureau of Casualty Un- 
derwriters, who will discuss with the 
agents what can be done in the field of 


highway safety; Miss Pat Ryan of the 


Telephone Company who will handle the 
discussion on telephone techniques; Rus- 
sell M. Bond, well known excess line 
insurance agent of Buffalo, will discuss 
the excess line problems at all three 
meetings; Raymond Muth, treasurer of 
the Association, will talk about the ad- 
vertising program of the association and 
Arthur Schwab, legislative representa- 
tive, will discuss the association’s pro- 
posed legislation for 1960. 

In the Information Please panel Elsa 
MacDonald will represent the Motor 
Vehicle Bureau and John Joyce will do 
the same for the Insurance Department; 
speaking for the General Adjustment 
Bureau will be in Glens Falls, Raymond 
H. Kohler, manager, Glens Falls ‘office ; 
in Plattsburgh, James I. MacKenzie, 
manager of the Plattsburgh office and in 
Watertown, M. S. Hamlin, manager of 
the Watertown office, with Arthur Blum, 
president of the association, answering 
questions. 

At the Glens Falls and the Plattsburgh 
meetings Helen Ausman of Saratoga 
Springs, board member of the Federa- 
tion of New York Insurance Women’s 
Clubs, will handle the “Just Between the 
G's” session while at Watertown this 
will be handled by Irene F. Dickenson of 
Syracuse chairman of organization and 
membership for the Federation. 

At Glens Falls the legislator will be 
‘ccemblvman Richard J. Bartlett of 
Glens Falls, at Plattsburgh the agents 
will hear from Senator Robert C. Mc- 
wen of Ogdensburg and at Watertown 
Senator Henry A. Wise will address the 
group. 





HARTFORD ASST. MANAGERS 





Battistini of Pittsburgh and Ulrich of 
New York Go With New Depart- 
mental Office at Cincinnati 

Appointment of Alfred M. Battistini 
of Pittsburgh and L. D. Ulrich of New 
York as assistant managers of a new 
departmental office to be established by 
the Hartford Fire group at Cincinnati, 
Ohio, is announced, The Cincinnati de- 
partmental office, expected to begin 
operations late next spring, is to be 
managed by Earle S. Whitcombe. 

Mr. Battistini, who is manager of the 
Hartford Accident and Indemnity Com- 
pany’s Pittsburgh office, will be assistant 
manager for casualty and surety opera- 
tions at the Cincinnati office. 

Mr. Ulrich, secretary of the New York 
Underwriters Insurance Co. another 
Hartford Fire affiliate, will serve as 
assistant manager for fire operations at 
Cincinnati. 

Mr. Battistini, a native of Stonington, 
Me., has been associated with Hartford 
Accident since 1922 when he joined the 
home office automobile department. 
Transferred to Pittsburgh in 1931 as 
assistant superintendent of casualty un- 
derwriting, he was advanced to casualty 
superintendent ~in 1939 and assistant 
manager in 1945. He was promoted to 
his present position in 1954. 

Mr. Ulrich, born at Newark, N. J., 
attended Columbia University. He 
joined New York Underwriters in 1928 
and served in New York until 1938 when 
he became a special agent in Michigan. 
Later named state agent in Indiana, Mr. 
Ulrich also was manager of the com- 
pany’s St. Louis office and executive 
state agent for the Western department 
at Chicago. He returned to New York 
in 1955 when he was elected an assistant 
secretary. Mr. Ulrich was elected sec- 
retary two years ago. 





Brooklyn College Course 

An all-time high in attendance in the 
insurance broker’s courses is expected 
for the new semester at Brooklyn Col- 
lege, Adult Education Division. which 
opens October 13. Philip Gordis, co- 
ordinator of the course, announced that 
two separate sections are offered—Tues- 
day-Thursday, beginning October 13; 
Monday-Wednesday, beginning October 
14. All classes begin at 7:30 P.M. 

Registration is now being taken at the 
office of Adult Education Division, Room 
1150, Boylan Hall, from 9 A.M. to 9 P.M. 
Monday through Thursday and 9 A.M. 
to 5 P.M. on Friday. 








P'NKNEY WITH GREAT. AMER. 

Great American Insurance Company 
announces anpointment of John E. Pink- 
ney as special agent in central Pennsyl- 
vonia He will make his headquarters in 
Harrisburg, 
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Fabian Bachrach 


HARVEY E. ABRAMS 


Harvey E. Abrams, formerly control- 
ler, has been appointed a vice president 
of the four America Fore companies. 
Byron B. Redman, vice president, con- 
troller and secretary of the five Loyalty 
companies, has also been appointed vice 
president and controller of the America 
Fore companies. 

Mr. Abrams was born in Lynbrook, 
N. Y., and attended Lynbrook High 
School and New York University. Prior 
to joining America Fore, he was with 
Corn Products Co., Maritime Marine 
Underwriters and the Mutual Life In- 
surance Co. 

He joined America Fore with the Con- 
tinental in 1921. He became chief clerk 
in the loss department and later man- 


ager of the loss statistical division. He 
was appointed assistant controller of 
America Fore Companies in 1954 and 
controller in 1958. 
yron B. Redman 
sorn in Louisville, Ky., in 1910 Mr. 


BYRON B. REDMAN 


graduated from Morgan 
Park High School, Chicago, and the 
School of Commerce of Northwestern 
University where he majored in account- 
ing. He was elected to Delta Mu Delta 
fraternity. 

Mr. Redman joined the Loyalty com- 
panies in 1931 as an account checker for 
the Firemen’s. He went to the Newark, 
N. J., office in 1936 and in 1938 became 
a field representative in North Carolina. 
He was appointed chief statistician in 
the Western department headquarters 
at Chicago in 1940, becoming associate 
chief accountant in 1945. He was named 
personnel director and office manager 
in 1949. 

Mr. Redman was appointed an assist- 
ant secretary of the Loyalty companies 
in 1950 and a secretary in 1957. In 1958 
he was appointed vice president, con- 
troller and secretary of the Loyalty com- 
panies and transferred to  Loyalty’s 
Newark, N. J., head office. 


Redman was 





New Hampshire Drops 


“Fire” From Company Name 

President Lester S. Harvey announces 
that the name of the New Hampshire 
Fire Insurance Company, effective Sep- 
tember 30, is changed to the New Hamp- 
shire Insurance Company. Similarly, the 


.Granite: State Fire Insurance Company 
becomes the Granite State Insurance 
Company. 


TO ATTEND MUTUAL MEETING 

Annual conventions of the National 
Association of Mutual Insurance Agents 
are basically agents’ affairs, but this year 
the company men have been welcomed 
into the fold by the host association, the 
Missouri Association of Mutual Insur- 
ance Agents. As a result the “1752 Club,” 
correct name for the mutual companies 
fieldmen organization, will make the con- 
ventioners at home when they go to 
St. Louis on October 19-21 for Namia’s 


28th meeting at the Chase Hotel. 
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N. J. Rating Body Names 


Governing Committee 


At the annual meeting of the Fire In- 
surance Rating Organization of New 
Jersey, held in New York City, the fol- 
lowing companies were elected members 
of the governing committee for a three- 
year term expiring in 1962: Glen Falls, 
North British and Mercantile, Travelers 
Indemnity and United States Fidelity & 
Guaranty. 

They succeed the following companies, 
whose term expired this year: Agricul- 
tural, Boston, Phoenix Insurance, Royal. 

The governing committee elected Wal- 
ter W. Allen, vice president of The 
Home, as chairman, and Charles A. Du- 
puis, vice president of the Firemen’s of 
Newark, as vice chairman. 





Warranty Contracts Held 


Insurance in South Dakota 
Attorney General Parnell Donohue of 
South Dakota has ruled that warranty 
contracts on used cars fall into the cate- 
gory of insurance and may be regulated 
by the Insurance Commissioner. 

“When a corporation or an individual, 
not the seller of an automobile, engages 
in the business of issuing contracts for 
indemnity for a consideration, it is dif- 
ferent than a seller making a guarantee 
of his wares,” the opinion held. 

The opinion was written at the request 
of Insurance Commissioner William 
Dawson. 





PLM Fire Prevention 


Pennsylvania Lumbermen’s Mutual has 
called on its first insurance agents and 
on company personnel to intensify their 
work in the field of fire prevention. 

The company keyed the September 
issue of its newspaper, PLM News, to 
the national observance of Fire Preven- 
tion Week, October 4-10. The paper 
featured data on the appalling fire loss 
in the U. S. last year and carried stories 
on the positive contribution agents and 
company personnel can make to reduce 
the losses. The paper is received by 
8,000 independent agents throughout the 
country who sell fire insurance on dwell- 
ings, schools, churches, ‘hospitals, hotels 
and other buildings and their contents. 





CAMDEN AGENTS HEAR MILLS 


President Allen M. Mills of the Cam- 
den Fire of Camden, N. J., addressed a 
luncheon meeting of the Camden-Glou- 
cester County Insurance Agents Associa- 
tion on September 28. At the same meet- 
ing the following officers of the associa- 
tion were installed: president, Thomas V. 
Alles; first vice president, Andrew B. 
Lawson; second vice president, Richard 
C. Hardenbergh; secretary, Beatrice 
A. Johnson. 


Chew, and treasurer, Vinal 
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Hugh Earle President 
New Oregon Ins. Co. 


Formation of Insurance Company of 
America, Salem, Ore., is underway and 
500,000 shares of stock will be offered 
shortly at $4 per share. Initial capital- 
ization will be two million dollars. Hugh 
Earle, Salem, ex-Oregon Insurance Com- 


missioner, is president of the new com- 
Thomas 


pany. Others officers include ‘ 
W. Churchill, vice president; James C. 
Hatfield, treasurer; Harold A. Jensen, 


secretary, and Reginald L. Jensen, vice 
president and agency director. 

Offices will be maintained both at 
Portland and Salem. Board of direc 
tors include Henry A. Buehner, chair- 
man; C, Edwin Francis, Portland; E. F. 
Hinkle, Portland; Thomas H. Chamber- 
lin, Newport, and Bruce J. Herzinger, 
Eugene. 

Stock will be sold by Oregon Under- 
writers, Inc., Salem, and will be offered 
throughout Oregon with ownership lim- 
ited to Oregon residents. 





Aetna Changes in South 


Promotion of John E. Darling to man- 
ager of the Aetna Insurance Company’s 
Charlotte, N. C., office is announced. 
Mr. Darling succeeds Secretary-Manager 
Earl K. Whitney, who will retire early 
in 1960. Replacing Mr. Darling in the 
Columbia, S. C., office is Robert M. 
Friend, who has been made state agent, 
transferring from the Charlotte office. 

Emerson E, Sharpe has been advanced 
to state agent, Edward W. Brody ap- 
pointed special agent, and Milo A. Guild, 
Jr. promoted to casualty superintendent 
for the Charlotte territory. 





TSCHUDY ASSISTANT MANAGER 

James M. Tschudy, Oconomowoc, Wis., 
has been promoted to assistant manager 
of Insurance Company of North America 
Companies’ Wisconsin serving office. In 
this capacity he will supervise INA busi- 
ness in Wisconsin and the upper pen- 
insula of Michigan. Mr. Tschudy joined 
INA in 1950. Prior to his present pro- 
motion he was a special agent, marine, 
in the Wisconsin service office. Mr. 
Tschudy received a B.B.A. degree from 
the University of Wisconsin. 
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SUN-ALLIANCE MERGER 





Two Leading British Companies Will 
Continue to Operate Under Own 
Names, Officials State 
The Sun Insurance Office of London 
and the Alliance Assurance, two major 
British companies, have agreed upon 
plans for a £50,000,000 merger. The iden- 
tity of each company will be preserved. 
Both board of directors have recom- 
mended to stockholders that the merger 
be completed. The Sun entered the 
United States in 1882 and the Alliance 
has been here since 1911 under manage- 
ment of Chubb & Son, writing ocean 
and inland marine, automobile and work- 

men’s compensation insurance largely. 

The merger will be effected by the 
formation of a holding company to ac- 
quire the issued share capital of the 
two companies. In exchange the new 
company will issue its own shares. Both 
companies will continue to operate in 
their own names. 

A spokesman for the companies said 
the merger would lead to the expansion 
of business at home and abroad, and fa- 
cilitate economies in administration, 

Sun Insurance Office was founded on 
March 24, 1710, and undertakes all 
classes of insurance except life.  Alli- 
ance Assurance Company, dating from 
1824, was a pioneer in insurance for 
projects involving atomic power. 

The Sun Life Assurance Society, a 
subsidiary, will not be included in the 
merger, but will remain a separate com- 
pany without change in status or man- 
agement. 





School Building Hazards 


School officials were reminded by the 
National Board of Fire Underwriters to- 
day of the importance of regular inspec- 
tions of school buildings for fire hazards. 
With the approach of the new school 
year, a thorough pre-opening inspection 
is recommended to make sure that flam- 
mable waste material has not been al- 
lowed to accumlate during the summer, 
the National Board said. 

Many schools during the summer have 
been painted or renovated, and it is 
possible that in some there are accumu- 
lations of paper, wood scraps, used paint 
cans or other combustible items which 
should be thrown out. 

The National Board says that its In- 
spection Blank for Schools is available to 
school authorities and fire departments 
throughout the nation for use in inspect- 
ing school buildings. The blank, which 


contains a series of questions for guid- 
ance in school inspections, may be ob- 
tained from the National Board. 





AETNA CHANGES ANNOUNCED 





Carolinas Underwriting Transferred to 
Home Office; Ives in Southern Dept.; 
Cabe, Illingworth Advanced 
Transfer of underwriting and process- 
ing of North and South Carolina fire 
business of the Aetna Insurance Com- 
pany, from the North Carolina office to 
the home office in Hartford is announced 
by President H. M. Mountain. At the 
same time Mr. Mountain announced 
several personnel changes in the home 
office, resulting from this transfer of 

business. 

To supervise underwriting of North 
Carolina fire business, Arthur M. Ives, 
manager of fire and marine processing, 
is being returned to the Southern fire 
underwriting department. Raymond J. 
Cabe, supervisor of the agency depart- 
ment, has been placed in charge of fire 
and marine processing, succeeding Mr. 
Ives. 

Stanley B. Illingworth, supervisor of 
fire underwriting for Pennsylvania, has 
been placed in charge of the agency de- 
partment, and Richard R. McKinney, 
presently agency supervisor for fire un- 
derwriting in New York and New Jersey, 
will assume responsibility for fire under- 
writing in Pennsylvania. 

Mr. Ives joined the Aetna in 1924, in 
the brokerage department, and adv anced 
to assistant examiner in the New Jersey 
department. In 1928 he was promoted to 
examiner in the Southern department. 
He became agency supervisor in that de- 
partment in 1947 and was appointed su- 
perintendent in 1954. In 1957 he was 
appointed manager of the fire and marine 
processing unit. 





E. F. Richter Retires 


Ernest F. Richter, vice president in 
charge of accounting and statistical oper- 
ations at the Western department of the 
Loyalty insurance companies, America 
Fore Loyalty Group, was honored Sep- 
tember 30 at a luncheon at the Union 
League Club in Chicago on his retire- 
ment after 49 years of service. Attend- 
ing, in addition to Loyalty Western de- 
partment officials, were Walter J. Christ- 
ensen, president of the Loyalty compa- 
nies; Bryon B. Redman, vice president 
and controller of the America Fore Loy- 
alty Group; retired Vice President 
Herbert A. Clark and retired Secretary 
Harold K. Bollan. 





ST. PAUL SALES MEETING 

The St. Paul Fire and Marine an- 
nounces its Fall field sales conference 
to be held at the home office in St. Paul 
from October 19 through October 23. 
About 75 fieldmen from the company’s 
field offices throughout the United States 
will be in attendance. 








Ohio Farmers Companies 


Ohio Farmers Insurance Company 
Superior Risk Insurance Company 


GROWTH: 


For over 110 years, Ohio Farmers 
has been growing in size, in serv- 
ice to policyholders and in service 
to you the insurance agent. If 
you'd like to represent this mod- 
ern, progressive company and 
assure yourself a successful fu- 
ture, drop us a line. 








Chartered 1848 
LeRoy, Ohio 











Salesman ? 





For musical instruments, contractors’ and agricultural equipment, 
cameras — in fact, for all the Inland Marine prospects you have. Our 
Inland Marine special representative is quali- 
fied and ready to solicit, quote premiums and oe 

tailor coverage to fit your insured’s require- me oct wy 
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Would Bar Ownership of Insurer by 


Company Not in Insurance Business 


Legislation to prohibit ownership and 
control of an insurance company by a 
non-insurance company, will be spon- 
sored in New York by a brokers’ asso- 
ciation. The proposal is designed to 
apply to the insurance business the 
philosophy behind the Federal Bank 
Holding Act of 1956 that a holding com- 
pany should not occupy a preferred po- 
sition over its competitors in obtaining 
or influencing the unique services of 
its subsidiary, according to C. Joseph 
Danahy, general counsel of the Greater 
New York Insurance Brokers’ Associa- 
tion, 

Mr. Danahy has submitted the pro- 
posal on behalf of the board of direc- 
tors of the association for consideration 
at the annual pre-legislative hearing of 
the New York Insurance Department. 
The proposal is one of six measures 
which the association plans to sponsor 
this year. Mr. Dananhy said that the 
other proposed bills will be made public 
in the near future. 

Insurance companies no less’ than 
banks are subject to the same abuses 
and conflicts of interests where they are 
controlled or owned by corporations 
which also operate totally unrelated busi- 
nesses, Mr. Danahy explained. He said 


that both banking and insurance are 
regulated industries which are ‘im- 
pressed with a public interest.” 

Under the brokers’ proposal, which 
would amend Section 67 of the Insurance 
Law, this specific language would be 
added: “No corporation not licensed or 
authorized to engage in the insurance 
business in this state may own more than 
25% of the stock of any corporation 
licensed or authorized to engage in the 
insurance business in this state. Any 
corporation not licensed or authorized to 
engage in the insurance business in this 
state, which now owns more than 25% 
of the stock of any corporation licensed 
or authorized to engage in the insurance 
business in this state, must divest itself 
of all stock in excess of 25% before July 
1, 1962.” 

Mr. Danahy pointed out in a letter to 
New York Deputy Superintendent Sam- 
uel C. Cantor, who is in charge of the 
annual pre-legislative hearing, that there 
is an anomaly in Section 67 as it is 
presently written. He said the law does 
not permit a non-admitted insurance 
company to own and control an admitted 
company, yet “there seems to be no pro- 
hibition against a non-insurance com- 
pany owning and controlling an admitted 
insurance company.” 





Great American Marks 
Godard Anniversary 


Harvy E. Godard, prominent insurance 
agent of West Hartford, Conn., was 
honored September 25 at Hartford at a 
tendered him by the Great 
Company, in ob- 


luncheon 
American 
servance of his 25th anniversary as its 
representative. Mr. Godard was pre- 
sented with a bronze plaque by Leslie 
F. Tillinghast, secretary of the company 
who came from New York. The lunch- 
eon was also attended by Sanford F. Hall 
and Millard F. Thatcher of the com- 
pany’s Hartford office, Fred F. Newberth 
of West Hartford, Mr. Godard’s son-in- 
law and business associate, Porter B. 
Godard, a brother, who operates an in- 
surance agency in Canaan, and Mrs. 
Hattie Hosbach, Mr. Godard’s secretary. 

Mr. Godard was born in Granby, Conn., 
and has spent his entire life in that 
state. He went to Hartford in 1919, 
being employed by the A. E. Woodford 
Agency for 12 years before he established 
his own agency. One of his first acts 
after organizing his agency was to pro- 
cure representation of the Great Amer- 
ican, who appointed him on September 
15, 1934. The new agency was expected 
to write about $3,000 during the first 
year, and now gives the Great American 
over a substantial volume. 

Of a prominent Connecticu family, Mr. 
Godard is one of six brothers, four of 
whom successfully operate insurance 
agencies. These agencies, two in Con- 
necticut and two at Akron, Ohio, all 
represent the Great American. 


Insurance 


Staten Island Agents 
Hear Assemblyman Russo 


Assemblyman Lucio F. Russo, chair- 
man of the Assembly Committee on In- 
surance and State Senator John J. 
Marchi were guests at the first fall 
meeting of the Richmond County Asso- 
ciation of Insurance Agents held on 
Staten Island at the Tavern-on-the- 
Green on September 25. Mr. Russo was 
the speaker and his topic was “A Legis- 
lator Looks at the Automobile Situa- 
tion.” He warned the agents unless 
some action is taken to curb the losses of 
auto insurance companies, the rates will 
reach prohibitive proportions in a few 
years. 

“Reserves built up over the years,” 
said Mr. Russo, “are invested in a bull 
market. The question is, what would 
happen when and if we have a real bear 
market ?” 

The assemblyman stated that the an- 
nual bill for auto accidents has increased 
from five to seven billion dollars and 
this has been primarily caused ‘by reck- 
less teen-agers and immature adults. 
Mr. Russo pointed out that community 
highway habits differ and by taking a 
lesson from other communities where the 
accident rate is low “we can stop the 
slaughter on our highways and keep our 
insurance rates down.” 

The following committee chairmen 
were appointed by Thomas Walsh, presi- 
dent, for the coming year: Kenneth C. 
Vetterick, advertising; Allan C. Bentsen, 
constitution and by-laws; Howard F. 
Bowe, ethics; John Murray, program; 
Miss Rose V. Sasso, public relations; 
Einar G. Johnson, safety. 

Members will attend an all-day re- 
gional meeting to be held by the New 
York State Association of Insurance 


GARDEN CITY PROGRAM 





Agents and Company Leaders to Address 
Regional Convention of New York 
State Association Oct. 20 

The program for the big downstate 
meeting of the New York State Asso- 
ciation of Insurance Agents to be held 
October 20 at the Garden City Hotel is 
announced by Chairman George A. 
Kramer, Jr. of Williston Park and Co- 
Chairman William J. B'um of Rockaway 
Park. This annual affair is the joint 
effort of the New York State Association 
and the Suburban New York Association. 

The morning program will begin at 
9:30 and will feature as speakers Thomas 
O. Boyle, manager. New York Motor 
Vehicle Acident Indemnification Corp.; 
James M. Cahill, associate manager, Na- 
tional Bureau of Casualty Underwriters; 
Vernon Roth. associate manager, Surety 
Association of America; John W. Van 
Brunt, metropolitan fire manager, The 
Fund Insurance Companies; Arthur L. 
Schwab, CPCU, chairman, legislative 
committee, New York State Association, 
and John McDonald. assistant to nresi- 
dent, International Business Machines. 
The moderator for the morning session 
will be William J. Blum, president, Sub- 
urban New York Association. 

During the afternoon session there will 
be a panel discussion of “Producers Place 
in the Insurance |Field.”. The members of 
this panel will be: Raymond A. Muth. 
treasurer, New York State Association; 
Alex Goldberger, Fulton Fire Agency, 
Inc., Brooklyn; Amos Redding, secretary, 
Aetna Casualty and Surety Co.; Robert 
]. Stearns of the Stearns Agency in 
Poughkeepsie; Arthur F. Blum, presi- 
dent, New York State Association of 
Insurance Agents and Claude Rice, insur- 
ance manager, Babcock-Wilcox Com- 


ny. 

A featured speaker on the afternoon 
program will be Thomas Thacher, Super- 
intendent of Insurance for New York 
State. The afternoon session will close 
with a discussion period to be followed 
by cocktails and dinner. Mr. Kramer and 
Mr. Blum stated that approximately 1,000 
agents and guests are expected to attend 
the meeting. 


John C. Paige & Co. to 
Move to 110 William St. 


John C. Paige & Co., Inc., one of the 
long established general insurance brok- 
erage firms in the East, has leased for 
its New York headquarters the entire 
24th tower floor in the new 31-story 
office building nearing completion at 110 
William Street, northwest corner of 
John Street, in downtown Manhattan. 

The long term lease agreement, in- 
volving in excess of 12,500 square feet 
of space, was negotiated by Norman 
Wills and Lawrence B. Whitman of the 
Cruikshank Company, renting agent for 
the 680,000 square foot office tower now 
past the 85% rented mark. 

The Paige organization, which will 
move to its new William Street offices 
following an occupancy of more than 
20 years in its present quarters at 111 
Broadway, originally was established in 
Boston in 1876. The company, writing 
all lines of insurance, maintains offices 
in Boston as well as in Portland, Me.; 
Atlanta and Los Angeles. 


TENN. AD PLEDGE TO NAIA 

The Insurors of Tennessee, two days 
after the close of the 63rd annual con- 
vention of the National Association of 
Insurance Agents, have pledged 100% of 
their ‘basic minimum goal of $19,453 for 
the 1960 national advertising program of 
the NAIA. They, therefore, became the 
second state to pledge 100% of their 
quota, inasmuch as the South Carolina 
Association pledged their entire quota 
of $15,534 on the last day of the conven- 
tion in Chicago. 











Agents October 20 at Garden City Hotel, 
Garden City, Long Island. Roy C. Cut- 
ter gave a report of the Suburban New 
York Association meeting the attended 
recently with Harold F. Bowe, treasurer 
of the local association. 

Thomas Walsh, president, presided. 
The next meeting will be October 23. 
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James T. Clauss Heads 
Large Buffalo Agency 


James T. Clauss has been elected pres- 
ident of E. T. Clauss & Co. Inc., general 
insurance agency at Buffalo, N. Y. A 
former vice president, he succeeds Emil 
T. Clauss, who becomes chairman of the 
board. 

Charles J. Clauss is the new vice pres- 
ident. He is succeeded as treasurer by 
Richard \F. Kreese, formerly secretary. 
Robert L. Pauly moves to. secretary from 
assistant secretary. The company and 
its affiliate, Worthington, Sill & Morgan, 
recently moved from the Morgan Build- 
ing to new offices at 531 Delaware Ave. 
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Insurance Services Assn. 
To Meet October 22-23 


The Insurance Service Association of 
America will hold the annual meeting at 
the Park Plaza Hotel, St. Louis. on 
Thursday, October 22, and Friday, Octo- 
ber 23. The association has 48 members 
in key cities throughout the United 
States, Canada, Mexico and Puerto Rico 
who are formed together as an associa- 
tion to face the challenges of servicing 
national and multi-states accounts. 

The representatives at the two-day 
session will discuss insurance problems 
of industry requiring local services on a 
national scale, the solution of which en- 
ables the member offices to provide more 
efficient service to their clients. 





Fire Prevention Week 
(Continued from Page 1) 


Conferences will have been called by 
governors of 37 states. Home inspections 
are being encouraged at such confer- 
ences as one of the best ways to reduce 
dwelling fires. Mr. Miller said it is 
anticipated that by the end of 1960 all 
of the state governors will have called 
such conferences. 

Home Inspections Cut Dwelling Loss 

For the nation as a whole, Mr. Miller 
said, reports show reductions ranging 
from 10% to 41% in dwelling fires in 
cities and towns where firemen inspect 
homes for the elimination of fire haz- 
ards. 

Mr. Miller also pointed out that over 
a five-year period, 25.2% of all fires were 
caused by matches or smoking. Another 
20.7% were caused by misuse of electrical 
equipment. 

“The National Board estimates that 
75% of all fires are the result of human 
carelessness or forgetfulness,” Mr. Mil- 
ler said. “That is why Fire Prevention 
Week is so important to the welfare of 
our country. 

“The National Board of Fire Under- 
writers this year has sent out more than 
19 million pieces of literature designed 
to tell people how to stop fires before 
they start,’ Mr. Miller said. 

“But now is the time for deeds, not 
words,” he added. “Right now, check 
for accumulation of old newspapers and 
magazines. Do you have a stack of them 
stored in the basement or attic? Do not 
delay—get rid of them now. 

“If there are small children in the 
home, do you keep matches on a high 
shelf out of their reach? Do you have 
plenty of ashtrays and are they emptied 
regularly, before they become too full? 

“Have you checked your electrical 
circuits recently to see whether they are 
overloaded? Have you checked appli- 
ances and lamps for frayed wires? 

“A little care on the part of all of us 
can reduce fire waste. This week let us 
check and correct all potential hazards 
and stop fires before they start. 





CORRECTION 
It was incorrectly stated in The East- 
ern Underwriter recently that Leonard 
J. Silver, president of the American 
Excess Company, who attended a gather- 


Fireman’s Fund Adds to 
Space at 110 William St. 


Fireman’s Fund Insurance Group, 
which previously leased ‘five floors in the 
new 3l1-story office structure nearing com- 
pletion at 110 William Street, has taken 
another block of space in advance of its 
occupancy in the new building. The 
insurance company has leased a substan- 
tial portion of the 19th floor to link up 
with its contiguous space comprising the 
entire 14th through 18th floors in the 
680,000 square foot office tower at the 
northeast corner of William and John 
Streets. 

The additional space, which will in- 
crease Fireman’s Fund office area to ap- 
proximately 144,000 square feet for a 
period of 20 years in the building, was 
negotiated by the Cruikshank Company 
which also arranged the earlier lease as 
renting agent for the tall office tower. 

According to the Cruikshank Company 
the new downtown Manhattan structure 
will have as tenants three companies 
using a minimum of 100,000 square feet of 
office space each. In addition to Fire- 
man’s Fund the major space users in 110 
William Street include Crum & Forster 
and divisions of the Bell System. 

Other tenants of the building, now 
85% rented, include Employers’ Group, 
Insurance Company of North America, 
United States Aviation Underwriters, 
General Accident, Guy Carpenter & Com- 
pany Inc., Brown Crosby & Co., Inc., 
John C. Paige & Co., Inc., Marine Mid- 
land Trust Co. and East River Savings 
Bank. 





Mariners Club Field Day 

The New York Mariners Club, Inc., 
held its ninth annual field day on Sep- 
tember 29th at the Bonnie Briar Country 
Club, ‘Mamaroneck, N. Y 

Douglas T. Kicklin, metropolitan man- 
ager-inland marine of Crum & Forster, 
was chairman of the program committee. 

Skipper Thomas E. Kennelly, inland 
marine underwriter of St. Paul Fire & 
Marine, presided at the dinner. 





Goss Heads CPCU Group 


Edwin J. Goss, Dayton branch man- 
ager of the American States Insurance 
Co., has been elected president of the 
Miami Valley Chapter, Society of Char- 
tered Property and Casualty Under- 
writers, Dayton, Ohio. Other new offi- 
cers are Charles D. Lamb, vice presi- 
dent; James B. Abbey, treasurer, and 
William G. Reed, secretary. 

The chapter also announced its an- 
nual insurance all-industry dinner, No- 
vember 19, in the Van Cleve Hotel. 





ing of reinsurers in Monte Carlo, is 
from New York City. The American 
Excess, reinsurance intermediaries and 
excess and surplus line underwriters, has 
its headquarters in Philadelphia, where 
Mr. Silver has his office. 
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Tm) a Word For Them... 


IPOLTAXIA 


It’s the same word in Greece, Paraguay or Pakistan 
—PROTECTION; for these top flight capital stock 
companies are synonymous with dependable Amer- 


ican-type insurance and swift claims service for 
business and individuals in almost every corner of 
the globe. Next time you have a problem in protec- 
tion overseas, consult the nearest office of AFIA. 
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Westchester Fire Insurance Co. 
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Study an International Convention For 


For New Nuclear-Powered Vessels 


Development of an international third 
party liability convention for nuclear- 
powered vessels should be encouraged, 
and every effort made to overcome the 
many problems confronting the various 
nations concerned with this question, two 
leading government officials told the an- 
nual convention of the Federal Bar 
Association. 

There are two alternate methods of 
handling this situation, Stanley D. Metz- 
ger, assistant legal advisor for economic 
affairs of the State Department, said. 
The first would be through the “tradi- 
tional method of having each nation de- 
velop its own laws affecting liability, 
payment of damages, and governmental 
indemnification, in its good time and 
according to its own standards, which 
may vary widely from those of other 
nations.” 

However, Mr. 
the “nature of 
nuclear-powered vessels, the 
the sea-going trade and the desirability 
of achieving a fair, equitable, and as 
nearly a uniform system for the resolu- 
tion of the various interests involved as 
is possible appears to call for a real 
effort to achieve an international con- 
vention, if this can be negotiated so as 
to afford adequate protection to all of 
the interests involved.” 


Price-Anderson Concept 


Metzger pointed out, 
the risk in the case of 


nature of 


In order to be successful, he stated, 
such a convention must be based on the 
concept set forth by this country in the 
Price-Anderson reactor indemnity stat- 
ute and its amendment covering our first 
nuclear-powered merchant ship, the NS 
Savannah. 

This concept takes the position that 

“it is essential that governments under- 
take unequivocally to indemnify to a 
high amount over and above the com- 
mercially available insurance in order to 
permit a fair recovery to injured persons 
where a major disaster is involved. 
“In any nuclear-powered vessel liabil- 
ity convention, it is obviously necessary 
that this be done. It is also just. And 
if governmental indemnity wpon a high 
enough scale can be established in a 
convention, the conflict of interests 
among ship operator, insurer and the 
public should be largely overcome, or at 
the least, effectively muted.” 

However, Mr. Metzger added, it will 
be difficult to negotiate a convention 





Alford to Address CPCU 
.N. Y. Conferment Luncheon 


Miss Leona Seldow, president of the 
New York Chapter of the Society of 
Chartered Property and Casualty Under- 
writers has announced that Newell G. 
Alford, Jr.. Deputy Superintendent of 
Insurance for the State of New York 
will be the guest speaker at the annual 
Conferment Luncheon of the Society of 

CPCU, to be held at noon on October 

2 at the Hotel Astor. 

At this meeting, the CPCU Designa- 
tion will be officially conferred upon suc- 
cessful candidates from the New York 
and neighboring areas. John W. Specht, 
CPCU, Brooklyn, is general chairman of 
this ev ent. 


British Liquidation 
The British Commercial Insurance Co. 
of London is reported planning to liqui- 


date. A meeting of about 400 creditors 
in London decided the company should 
close. The joint liquidator said the Brit- 
ish Commercial had unsecure debts of 
about Yo fcc and estimated assets of 


Pew, 


keyed to this concept, because many na- 
tions, including some of the major mari- 
time countries, have indicated opposition 
to the assumption of an international 
obligation to indemnify if any amount 
over the required insurance, during ne- 
gotiations which have been under way 


among the 17 members of the Organiza- 
tion for European Economic Coopera- 
tion toward a convention to cover third 
party liability in connection with land- 
based reactors. The OEEC draft con- 
vention, he pointed out, does not pro- 
vide for government excess-coverage in- 
demnification, and differences among the 
member countries on this issue have 
delayed final approval of this proposed 
international pact. 

This point was also emphasized by 
Edwin E. Ferguson, deputy general 
counsel of the Atomic Energy Commis- 
sion, who said that “it seems quite clear 


hat U. S. ratification of any convention 
will have to be considered in the con- 
text of its impact on our internal in- 
demnity policy.” 

Messrs. [Ferguson and Metzger pointed 
out that these problems are now being 
studied by the Comite Maritime Interna- 
tionale, a non-governmental organization 
composed of the mz iritime law associa- 
tions of the major maritime nations. The 
Comite has been meeting in Yugoslavia 
in an effort to draft an international 
convention, and U. S. Government off- 
cials attended this meeting in an unoffi 
cial capacity. 
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Marine Union Meeting in London 
Covers Wide Range of Major Topics 


By Cart E. McDoweLi 


Executive Vice President, American Institute of Marine Underwriters 


PART II 


The first of the hull insurance papers 
was read by R. A Porter of the 
British associations. He called attention 
to an appendix to his report, which is 
a summary of fires and explosions, pre- 
pared by The Liverpool Underwriters’ 
Association. This showed that for ves- 
sels of 500 gross tons and over the total 
number of ae ilties were as follows: 
1954—356 vessels 

1955—420 

1956—397 

1957—382 

1958—399 

1959—261 (7 months) 

Total losses due to fires and explosions 
were eight vessels in the first seven 
months of 1959 compared to a five-year 
average of 7.6 ships for the full year. 

Mr, Porter remarked: “We must all 
agree it is quite incredible how modern 
vessel can, through what is really often 
sheer carelessness, collide with each 
other.” 

He urged “a much more critical, but of 
course just, analysis of the various risks” 
which underwriters are asked to under- 
take in a period when inflation is still 
rampant in many parts of the world. 
Otherwise, he felt, more and more of 
the premium “which is rightly ear- 
marked for total loss risk is being taken 
away by average repairs. In fact, the 
results of Time Clause underwriting 
would be completely governed by 
whether or not there was a lucky total 
loss experience,” he said. 


Amendments to Inchmaree Clause 


References were made during Council 
and Open Council sessions to recent 
amendments to the Inchmaree Clause 
by the American and London Institutes 
in their Time Clauses (hull). While the 
wording of the changes differs with re- 
spect to coverage of breakdown of or 
accident to nuclear installations or re- 
actors (i.e., the London Institute clause 
says “on shipboard or elsewhere,” where- 
as the American Institute clause reads 
“not on board the Insured Vessel), 
George Inselman stated that there is no 
clauses as applied to conventional vessels 
havving no reactor on board. He also said 
that “the new British clause if applied to 
a nuclear ship would specifically covver 
nuclear damage to the ship from break- 
down of or accident to its reactor, as 
was contemplated with respect to the 
Savannah in the recent American state- 
ment to the Joint Committee of Con- 
gress.” 

Mr. Inselman indicated that the 
American Syndicate will further amend 
its clause to meet adequately the needs 
of the owner of a nuclear-powered ves- 
sel when such a vessel exists and the 
underwriting factors pertinent to that 
vessel have been studied. He considered 
that the amendments to the Inchmare 
Clause may be more in the nature of 
an assurance to shipowners of the in- 
tention of underwriters to face up to 
the problems of insuring nuclear damage 
to their ships than a radical increase in 
conventional coverage. 


Kratovil on New Builder’s Risk Form 


Emil Kratovil in reporting on the new 
American Institute builder’s risk form, 
effective January 1, 1959, said that it is 
more comprehensive in coverage than 
‘any previously used in the American 
market. It is, in fact, the first such form 
actually accepted by the American In- 


EARL E. McDOWELL 


stitute. He stated that the form more 
fully meets the insurance needs of the 
American shipbuilding industry. As of 
last June 1, 12 shipyards in the U. S. 
were constructing 67 vessels. “Each yard 
has different characteristics and from an 
underw riting point of view,” he added, 

“each one presents a different problem 
because of its individual characteristics 
and hazards.” He described the careful 
methods used in the U. S. market to 
survey and assess risks at each yard 
and pointed out that underwriters and 
their inspectors often make recommen- 
dations for improvements which result in 
greater safety and lower insurance cost 
to the shipbuilder. 

Mr. Kratovil reported that “the ship- 
yards of the U. S. have been cooperative 
in complying with any _ reasonable 
recommendations made by the builder’s 
risk underwriters, with the result that 
a good number of yards are entitled to 
the minimum fire factor and many 
others have improved their gradings.” 
The new form contains complete exclu- 
sion of nuclear risks. 

Mr. Kratovil appended to his paper a 
copy_of “Uniform Practices for Writ- 
ing Shipyard Inspection Reports,” em- 
ployed by the surveyors to the American 
Hull Syndicate. 


Nuclear Fission and Marine Insurance 


The discussion of nuclear problems 
was conducted in Open Council by A. B. 
Stewart, chairman of ITIUMI’s study 
group on this subject. It was clearly 
indicated that there is much unfinished 
business to be disposed of before the 
pattern of coverage of nuclear-powered 
ships and of third-party liabilities asso- 
ciated therewith will be established. Sev- 
eral underwriters shared the opinion 
expressed by Georg Inselman, namely: 
“Underwriters in the U. S. A. will face 
the problems of the insurance of nuclear 
propelled ships no less constructively 
than their brethren in other countries, 
and... they have every confidence that 
these, and other problems of the future, 
will be satisfactorily met and solved.” 

Mr. Stewart’s private comments _in- 
cluded this statement: “Few, I think, 
realize the tremendous power and ca- 





pacity of our great industry.” He was 
referring specifically to the recent ex- 
perience in the British market on the 
placing of a ship on the liability apper- 
taining to an actual cargo shipment, with 
a limit of 5,000,000 pounds (applicable to 
any one accident). The figure was easily 
absorbed, he reported. 

Mr. Stewart further stated that the 
study group appeared to agree that 
underwriters already can and_ should 
cover now loss or damage to nuclear 
cargoes, to conventional cargoes through 
a nuclear accident or _ radio-activity 
(probably already covered through the 
medium of all risks wordings), and of 
liability to the cargo owner provided 
there is a limit of liability not greater 
than £5 millions or its equivalent, and a 
time limit of not more than 10 years for 
bringing claims. 


Views of N. Kihlbom of Sweden 


Mr. Inselman stated the American 
view that a major problem is that of 
providing insurance in adequate amounts, 
which amounts would require going far 
beyond any combination of hull pro- 
tection and indemnity insurance hereto- 
fore known in the marine field. While 
not referring to Mr. Inselman’s state- 
ment, Niklas Kihlbom (Sweden), speak- 
ing from the floor of the Open Council, 
expressed strongly the view that cooper- 
ation between marine and non-marine 
underwriters is essential to achieve not 
only adequate capacity but also to obtain 
for marine underwriters the benefit of 
the experience gained by the non-marine 
side of .the industry with respect to 
knowledge and to the settlement of 
claims for personal injury cases. He 
felt that marine underwriters do not 
have the organization nor will they for 
some time have reason to gain experi- 
ence in the settlement of nuclear claims 
for personal injudy. Also he believed 
that rating of nuclear risks should be in- 
fluenced by the possible costs for claims 


for injury. 
Mr. Kihlbom’s views appeared to re- 
flect the thought that marine under- 


writers may, in connection with cover- 
age of nuclear risks, embark on a new 
field of third party liability coverage 
heretofore limited to claims for damage 
or loss to property (i.e., under the col- 
lision clause) and, in the case of P & I 
underwriters, to ‘claims adjusted under 
maritime law. 

Returning to Mr. Inselman’s paper, 
he made it clear that marine underwrit- 
ers could not make final plans for the 
insurance of nuclear-powered vessels 
until they knew what requirements were 
adopted by international convention. 
(Various treaties and conventions are 
being drafted by the OEEC, Euratom, 
the International Atomic Energy 
Agency, and the Comite Maritime In- 
ternationale.) The prime essentials for a 
treaty applicable to nuclear-powered 
ships, Mr. Inselman stated, include: 

“1. Adequate and acceptable provisions 
for liability and for the payment of dam- 
ages in the event of a major disaster. 

“2. Protection for builder, designer, 
and all suppliers, without which the ships 
will not be built. 

“3. Adequate protection to the owner 
and operator at bearable cost.” 


Comite Maritime Internationale Treaty 


It is felt that the draft treaty now 
being considered by the Comite Mari- 
time Internationale deals adequately with 
these provisions. It would place absolute 
and exclusive liability on the operator 
of a nuclear-powered vessel for all nu- 
clear damage emanating from its reactor, 
nuclear fuel, or radioactive wastes. Thus 
the builder, designer, etc. as well as 
the owner of a non-nuclear ship which 
collides with the nuclear ship would be 
protected. Also the draft treaty provides 
that the operator is to be required to 
carry insurance (or supply other fi- 
nancial security) to cover his liability 
up to the maximum amount of com- 
mercial insurance available, of such type 
and on such terms as the licensing state 
shall specify. There will also be a limita- 
tion of liability which will not be con- 
ditioned on lack of privity or knowl- 
edge, or any other circustance, the 
amount of which is yet to be determined. 

Mr. Inselman stated that the draftors 





of this treaty have recognized that a 
substantial government indemnity above 
available insurance must be provided if 
ships are to be able to visit the ports 
of the world, the amount of which in- 
demnity is the responsibility of govern- 
ments to determine. 

Robert Meier (Switzerland), Karl-F. 
von Schlayer (Germany), and Pierre 
Gaston-Breton (France) and Peter Leth 
(Denmark) also participated in the dis- 
cussion. 

A scholarly report on “Developments 
in Legislation in Respect of Liabilities 
Attaching to Nuclear Materials in 
Transit was contributed by Harold Hop- 
wood, chairman of the Institute of Lon- 
don Underwriters. He analyzed in detail 
the conventions which are being studied 
and prepared by governmental organiza- 
tions and the national legislation enacted 
by the United Kingdom Government rel- 
ative to the transit of nuclear materials 
His comparison of the various treaties 
covered scope, the principle of liability, 
the operator, the person liable, the 
amount of liability the period of dis- 
covery, exceptions, insurance coverage, 
jurisdiction transferability of compensa- 
tion and direct action against the in- 
surer. 


Torrey Discusses Containerization 


Thomas M. Torrey submitted a paper 
and led the discussion on “Containeriza- 
tion” which is the shipping of goods in 
special containers in specially built ships, 
a new method of transportaton. Discus- 
sion revealed that German underwriters 
are attempting to popularize this new 
method but that freight costs are high; 
in north of England, especially northern 
Ireland, the method has been tried; also 
in connection with shipments to Congo. 

In his opening remarks Mr. Torrey 
said: “While the development of con- 
tainerization has had the general, if not 
unqualified approval of marine under- 
writers, it must be admitted that the 
use of cargo containers in ocean com- 
merce has proved to have some attend- 
ant difficulties which will require time 
and patience to solve or remove.” 

He referred to possible deterioration 
of packaging standards, although in the 
trade to South America perhaps the 
paramount factor will be resistance to 
pilferage by expanding use of containers. 
He also reviewed legal aspects of con- 
tainerization, attitude of labor unions 
toward containers, carrier charges par- 
ticularly for return of containers prob- 
lems of detecting concealed damage in 
sealed containers, need for standardiza- 
tion of container sizes, and the danger of 
high concentration of values when large 
numbers of loaded containers are ac- 
cumulated ashore and afloat. 

Of concern to IUMI cargo committee 
members is the currently reported un- 
satisfactory experience in regard to 
South American shipments. Underwrit- 
ers say that the real problem is how to 
arrive at the right premium particularly 
when sometimes insufficiently reliable 
information is available. This led to the 
suggestion that the IUMI should issue 
more information from time to time as 
to claims experience. 


Harold Jackson’s Report 


Harold Jackson, chairman of the cargo 
loss prevention committee, advised the 
Council that his committee’s work is 
based on information received from 
member associations. Therefore the vol- 
ume and value of that information de- 
pends on cooperation of individual un- 
derwriter members in those associations. 
He saw no duplication of effort between 
IUMI and local committees of adjusters, 
pointing out that his committee works 
on a international basis whereas ad- 
justers’ committees are largely local in 
their work. 

Speaking of claims experience on un- 
boxed cars, he said his commitiee was 
responsive to the interest shown in this 
subject during the London Conference 
and that a questionaire is being pre- 
pared by IUMI’s incoming president to 
be circulated to the markets so as to 
elicit fullest possible information on ex- 
perience, causes of difficulty and sug- 
gestions for improvement. 

Mr. Jackson then presented some use- 
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Casulty & Surety Agents Back Laws 


For Fair Compensation To Agents 


By Wat ace L. Ciapp 


White Sulphur Springs, Oct. 6—Most 
important action taken at this morning’s 
business meeting here of National Asso- 
ciation of Casualty & Surety Agents was 
the unanimous adoption by the members 
assembled of a _ resolution, previously 
passed by the board of directors, which 
supports the principle that state rating 
laws be amended in a manner to preserve 
the agents’ inherent right of private con- 
tract to negotiate individually with com- 
panies where commission changes are 
contemplated. on 

This resolution, which follows in full, 
was prepared by a subcommittee com- 
posed of John C. Weghorn, New York; 
Ichn C. Conklin, Hackensack, N. J., and 
E. B. Berkeley, Cleveland. 


Text of the Resolution 


“Whereas members of this association 
support the principle that compensation 
paid to agents be determined by private 
contractual arrangement—between them 
and the insurance companies they repre- 
sent, and 

“Whereas certain rate filings in recent 
years apparently tend to infringe on that 
right, and 

“Whereas the total acquisition cost 
factor included in the filings appears to 
be the only statistically unsupported ele- 
ment of the filing, and 

“Whereas available statistics do not 
appear to support the reduced acquisi- 
tion cost, and 

“Whereas insurance companies have, 
at the state administrative level and in 
litigation contended ‘that the acquisition 
cost loading should be based on past 
experience, and 

“Whereas fixing commissions inde- 
pendently or in concert based on reduced 
acquisition cost is not and should not be 
protected by state law 

“Now therefore be it resolved that this 
association supports the principle that 
state laws be amended in a manner which 
will preserve the inherent right of agents 
individually to negotiate with insurance 
companies what is fair and reasonable 
compensation for services rendered prior 
to any filings where commission changes 
are contemplated.” 


Election of Officers 


Walter M. Sheldon, executive vice 
president, W. A. Alexander & Co., Chi- 
cago, a former NAIA president, was 
elected president of NACSA succeeding 
C. W. Olson, Jr., also Chicago, who was 
presented with a framed testimonial of 
appreciation. 

Guy T. Warfield, president, Dorsey- 
Warfield Co., Inc., Baltimore, was elected 
vice president. He also is a past presi- 
dent of NAIA. C. F. J. Harrington of 
Boston continues as executive vice presi- 
dent and was commended for his diligent 
and intelligent work at all times. Chase 
Ridgely of J. Ramsay Barry & Co., Inc., 
Baltimore, was renamed secretary-treas- 
urer. : 

Elected to board of directors were 
Tohn Langhorne, senior partner of Flynn, 
Herrison & Conroy, New York; Ben H. 
Paddock. General Underwriters, Inc., De- 
troit, and Paul R. Whitbeck of Levering 
& Whitbeck, Inc., Cleveland. As retiring 
president Mr. Olson becomes chairman 
of the board. 

iNewly elected to NACSA’s executive 
committee were Thomas J. McCaffrey of 
Clinton P, Anderson Agency, Albuquer- 
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WALTER M. SHELDON 


que, N. M.; E. Stuart Windsor of Riggs, 
Warfield, Roloson, Inc., Baltimore, and 
Ben Paddock who had previously served 
as chairman of the board. 

The meeting started with a welcome 
to trade association guests—William Pol- 
lard, NAIA secretary, who flew down 
from Manchester, Vt. where he had ad- 
dressed the state agents association yes- 
terday morning; Ralph Neely of Tulsa, 
Okla., president, National Association of 
Surety Bond Producers; Merlin J. Ladd, 
Boston, president, National Association 
of Insurance Brokers, and ‘Barclay Shaw, 
New York, secretary of that association. 


Ellis H. Carson Speaks 


Ellis H. Carson, who six months ago 
joined Boit, Dalton & Church of Boston 
after a long career as an insurance com- 
pany executive, was invited by C. W. 
Olson, who presided, to make a few 
observations on current problems. Mr. 
Carson was given close attention. 

Lyle S. McKown, Minneapolis, re- 
ported on his unsuccessful efforts to 
arrange a conference with American In- 
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Mobley New President of 


Casualty-Surety Assn. 
White Sulphur Springs, Oct. 6—Nath- 
an Mobley, executive vice president, Fed- 
eral Insurance Co. and Chubb & Son 
partner, was elected president of Nation- 
al Association of Casualty & Surety 
Executives at its business meeting here 
this morning. J. .M. Crawford, vice presi- 
dent, Indemnity Company of North 
America was elected vice president ; Guy 
E. Mann, senior vice president, Aetna 
Casualty & Surety, was moved up to 
chairman of the executive committee, and 
J. Dewey Dorsett, secretary-treasurer, 
was re-elected. Nominating committee 
chairman was Robert Z. Alexander, pres- 
ident American of Newark. 
It was announced that the 1960 joint 
convention will be held October 2-5 at 
The Greenbrier here. 





surance Association for discussion of 
a research program. 

Secretary-Treasurer ‘Smith reported 
current NACSA membership of 351 and 
healthy financial condition. 

Executive Vice President Harrington 
put on record that NACSA has again 
donated $500 to American Institute of 
Property & Liability Underwriters for 
advancement of its fine educational pro- 
gram, and $100 donated to the President’s 
Committee for Traffic Safety. Mr. Har- 
rington’s annual report, reviewed on an- 
other page, was read and accepted. Vic- 
tor Blakeley of Topeka, board member, 
was commended by Mr. Harrington for 
his membership building work. 


President Sheldon’s Career 


Walter M. Sheldon, new president of 
the National Association of Casualty & 
Surety Agents, is executive vice presi- 
dent of W. ‘A. Alexander & Company of 
Chicago. He was named recently to head 
that organization’s new major account 
development unit. He has a high reputa- 
tion throughout the country and is a for- 
mer president of the National Association 
of Insurance Agents who still takes an 
active interest in affairs of the associa- 
tion. He is a former president of the Chi- 
cago Board of Underwriters and active 
for years in the Chicago Insurance 
Agents Association and Insurance Fed- 
eration of Illinois. 

Son of a former executive of Marsh & 
McLennan Mr. Sheldon attended grade 
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Surety Bond Producers 












Meet at White Sulphur | 


ONE-DAY WORKSHOPS PLANNED 





Kansas City Considered for First Ses- 
sion: Sliding Scale of Commissions On 
Large Contract Bonds Discussed 





White Sulphur Springs, W. Va., Oct. 3 
—The executive officers and directors of 
National Association of Surety Bond 
Producers at their breakfast meeting 
here this morning decided to hold the 


NASBP annual meeting in 1960 at the | 


Boca Raton (Fla.) Club February 22-24. 
Open sessions for members and guests at 
this gathering will be February 22 and 
24. An outdoor steak roast is scheduled 


for evening of February 22. 

William R. Phillips of Birmingham, 
Ala., NASBP’s board chairman, opened 
this morning’s meeting with welcoming 
remarks and then turned it over to Presi- 
dent Ralph Neely, Tulsa, Okla. 

One of the new projects of NASBP, 
now in the planning stage, is the one-day 
area workshop program which was out- 
lined by Donald H. Denton, Charlotte, 
N. C. Kansas City is being considered 
as the site of the pilot workshop to be 
held this fall. It is expected that partici- 
pants in this get-together will make use 
of Surety Association’s 
booklet titled “Bonds of Suretyship,” in 
bringing them in closer touch with archi- 
tects, engineers and owners. Highly com- 
mended by NASBP’s officers and direc- 
tors, this booklet reproduces the three 
sections on bonds from the AIA’s 1958 
“Handbook of Architectural Practice.” 

It was explained that the workshops 
are an outgrowth of a similar conference 
last April in New York at which NASBP 
members discussed their common prob- 
lems with credit men, contractors, and 
representatives of the Surety Associa- 
tion. Edward H. Cushman, NASBP sec- 
retary and general counsel acted as mod- 
erator at this meeting. 

Mr. Cushman, one of the wheelhorses 
of NASBP, reported at the breakfast on 
progress to date in standardization of 
construction specifications. This job is 
being done by the Construction Specifi- 
cations Institute, an organization of 26 
chapters of engineers and architects. 


Commissions on Contract Bonds Over 


$214, Million 


A discussion then ensued on readjust- 
ment that must be made, in the opinion 
of NASBP executives, in the sliding scale 
of commissions on contract bonds ex- 
ceeding $2,500,000. The hope is that the 
surety company people will agree to 
discuss this subject openmindedly in a 
joint meeting with the producers—execu- 
tives of both NASBP and NACSA. As 
a matter of fact, C. W. Olson, Jr., NAC- 
SA president, opened up the subject in 
his annual report here. The objective 
is to equalize commissions on the larger 
construction jobs which, reportedly. are 
expensive for producers to handle. Com- 
missions go down as low as 71%4% on a 
sliding scale. P 

Donald H. Denton, who is senior vice 
president of NASBP, gave the meeting 
highspots of NATA’s annual meeting in 
Chicago at which he gave a fine report 
as its fidelity-surety chairman. He also 
discussed the combined project of NAS- 
BP with Association of Casualty & Sure- 
ty Companies and NAIA to exempt bid 
bonds, executed in connection with pub- 
(Continued on Page 38) 
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B.H. Mercer Urges Cos. to Be More “Profit Conscious” 


In Underwriting; Keystone to Survival 


White Sulphur Springs, W. Va.—Oct. 
5.—Insurance industry leaders, gathered 
here for the annual joint meeting of the 
National Association of Casualty & 
Surety Executives and National \Associa- 
tion of Casualty & Surety Agents, were 


Fabian Bachrach 
BEVERLY H. MERCER 


urged today by Beverly H. Mercer, 
NACSE president and head of the Fi- 
delity | & Deposit, to be more “profit con- 
scious” in their underwriting operations 
in order to provide the capacity neces- 
sary to keep pace with other businesses 
in the expanding national economy. 

In a keynote address at the opening 
session of the meeting Mr. Mercer de- 
clared that “a profit from underwriting 
is the keystone for survival” and em- 
phasized that “for a long period of time 
the earnings of fire and casualty com- 
panies have been well below the profit 
index of most American industry 
groups.” He also hammered home that 
“the answer to unprofitable underwrit- 
ing should not be reliance on an offset 
by investment income. Even investment 
income could not obscure the staggering 
underwriting losses in 1956, 1957 and 
early in 1958.” Continuing: 


Warns Against Negative Thinking 


“For some time past there have been 
statements in the trade press that con- 
ditions were really improving because 
there were indications that currently we 
are breaking even or that our underwrit- 
ing losses were getting smaller. I hope 
that negative attitude isn’t symptomatic 
of our thinking. Then, too, there ap- 
pears to have developed a tendency to 
explain or excuse bad underwriting re- 
sults through comparing our individual 
positions with one another. Perhaps 
some of us found solace—or thought we 
found it—in the fact that most of us 
Were in the same boat. I doubt, how- 
ever, that many of our stockholders 
would accept that as an adequate an- 
swer, 

“Let us take a look outside of our in- 
dustry and see how we measure up to 
other lines of business with regard to 
an equitable return on investment. The 
charts (given to those attending) tell 
the story in graphic form. These are 
based on figures compiled by the First 
National City Bank of New York, as 
taken from financial statements of sig- 
nificant samples of some 69 industry 
groupings. 

“My basis for comparing the profit 
record of stock fire and casualty com- 











panies with such diverse enterprises as 
food processing, automobile manufactur- 
ing, public utilities and banking, is the 
ratio of net income (from all sources 
and after taxes) to net assets. This is 
a rough measure of the return on in- 
vested capital for comparative purposes, 
with the assumption that a dollar in 
the ‘capital account’ of a food processor 
or a finance company has the same value 
as one in the ‘capital account’ of an in- 
surance company.” 


“Bringing Up the Rear” for 20 Years 


Using as a basis of comparison the 
ratio of net income (from all sources 
and after taxes) to net assets, Mr. Mer- 
cer said the study reveals that “over a 
20-year period, the fire and casualty in- 
surance business has been bringing up 
the rear, particularly in the post-war.” 

He brought out that except for 1949, 
stock fire and casualty companies were 
in the lowest quartile for every year 
since 1945 and added that “in the really 
bad underwriting years of 1956, 1957 and 
1958, out of the 69 industry groups, ours 
ranked 69th, 69th and 63rd, respectively. 
And, remember, investment income is in- 
cluded in this ratio computation. 

“How do we compare with sales 
finance companies, commercial banks, 
public utilities and investment trusts— 


businesses commonly placed in the 
‘finance’ category,” he asked. “Well, 
during the last nine years, the net in- 
come to net assets ratio for fire and cas- 
ualty insurance companies ranked last 
four times and next to last five times. 
The profit ratio of sales finance com- 
panies, a rather new business relatively 
speaking, did not fall below 14.7% dur- 
ing the last 10 years. Our industry in 
1957 reached the low point of 1.8%. 

“If you are unhappy about these com- 
parisons, let’s look at another ratio— 
that of operating profit to sales (or 
premiums, in our case). Operating prof- 
it excludes incomes derived from sources 
other than regular activities—investment 
income, for us—but includes underwrit- 
ing results. I will not elaborate on the 
long-term comparisons with other types 
of enterprises on this basis, except to 
say that it is not particularly favorable 
to us, ; 

“The data to which I have referred 
conclusively shows that over a long 
period of time the earnings of fire and 
casualty insurance companies have been 
well below the profit index of most 
American industry groups. Why should 
a business as important as ours settle 
for the position of low, or next to low, 
man on the totem pole? When I say 

(Continued on Page 34) 





Nathan Mobley New President of the 
NACSE; — in Chubb & Son 


White Sulphur Springs, W. , Oct. 
6—Nathan Mobley, executive vice geet 
dent of Federal Insurance Co. and a 
partner in Chubb & Son, managers of 


NATHAN MOBLEY 


the Federal, was elected president here 
today of the National Association of 
Casualty & Surety Executives at its an- 
nual business meeting. Mr. Mobley suc- 
ceeds Beverly H. Mercer, president of 
the Fidelity & Deposit Co. 

A graduate of the University of North 
Carolina, Mr. Mobley started his com- 
pany career with the Fidelity & Deposit 
in Oharlotte, N. C., in 1923 as assistant 
manager of its branch office there. He 
was advanced in 1925 to the F. & D.’s 
Chicago branch office to be agency su- 
pervisor for the midwest and liaison 
man between Chicago and the home 
office in Baltimore, 


Further promotion came in 1928 when 
he was selected to be production man- 
ager in the company’s metropolitan de- 
partment in New York City. The fol- 
lowing year he joined the United States 
Casualty and was assigned to organize 


and manage its then newly formed 
bonding department. He was named 


assistant secret ary of the company. 

A turning point in his career came in 
1934 when George H. Reaney, then presi- 
dent of the United States Guarantee, 
invited him to join the company as his 
assistant. He was elected a vice presi- 
dent in 1936 and executive vice president 
and a director in 1947. In 1950 he was 
elected president of the company and in 
1951 was made a Chubb & Son Partner. 

When the United States Guarantee 
was merged with the Federal in 1953 
Mr. Mobley was elected a senior vice 
president and director of the Federal as 
well as a director of the Vigilant, an 
affliated company. In recent weeks 
under a realignment of Federal’s officers 
he was designated an executive vice 
president, one of three who hold this top 
ranking. 

Mr. Mobicy has traveled widely in 
the interests of Chubb & Son and the 
Federal, particularly in connection with 
their international operations. He has 

made several South American and Euro- 
pean trips in recent years. 


His Outside Interests 


In Greenwich, Conn., where~he lives, 
Mr. Mobley is president of the ‘board of 
trustees of the Greenwich Country Day 
School, which has 450 students. He suc- 
ceeded Thomas J. Watson, Jr., as presi- 
dent. He is alsoa member of the ‘board 
and of the executive committee of the Na- 
tional Football Foundation and serves on 
its building committee, which is cur- 
rently planning to construct the Hall of 
Fame building at Rutgers University, 
New Brunswick, N. J., where the first 
college football game was played. 

In his early days, Mr. Mobley played 
polo and he continues his interest in 
horses by riding as often as possible. 


Harrington Covers Lot of 
Ground in Annual Report 


O’MAHONEY COMMITTEE PROBE 

For More High Level Company Meet- 

ings; Deems Conference as Preferable 
to Litigation or Legislation 


White Sulphur Springs, W. Va., Oct. 
6—Featured at this morning’s annual 
business meeting here of the National 


Association of Casualty & Surety Agents 
was the report of C. F. J. Harrington, 
executive vice president, in which he 
devoted considerable attention to the 
O’Mahoney investigation. He also dis- 
cussed new rating plans and policy forms 
brought about by today’s increased com- 
petition, multiple line developments with 
particular reference to the entry of fire- 
casualty companies into the life insur- 








C. F. J. HARRINGTON 


and nuclear energy cover- 
nae In all, he covered a lot of ground. 

Taking these industry problems in 
order of their importance, Mr. Harring- 
ton spoke first on testimony given by 
insurance leaders at the O’Mahoney 
Committee’s Public hearings in Wash- 
ington. He showed his concern over 
the grave charges lodged by independent 
and non-bureau companies to the effect 
that “dominant elements in the fire in- 
surance business have engaged in a con- 
certed campaign to frustrate independ- 


ance market, 


ence of action, thus denying to the 
American public the benefits of active 
competition.” 


Refutation of these charges, Mr. Har- 
rington indicated, were given by J. Vic- 
tor Herd, chairman and president of the 
America Fore Loyalty Group companies ; 
J. Raymond Berry, general counsel, Na- 
tional Board of Fire Underwriters; John 
R. Barry, president of the Corroon & 
Reynolds Group companies; Morton 
V. V. White of Allentown, Pa., chair- 
man of NAIA’s Federal affairs commit- 
tee, and Insurance Commissioner Donald 
Knowlton of New Hampshire, who told 
the O’Mahoney Committee that “to his 
knowledge, the fire rating bureaus have 
not become so powerful that they con- 
trol the price at which the coverage is 
sold and dominate member and_ sub- 
scriber companies.” 


Appreciative of Fine Job Done 


Mr. Harrington expressed NACSA’s 
appreciation for the. testimony these 
leaders gave to Senator O’Mahoney’s 
committee. He pointed first to_ the 
lengthy statement by J. Victor Herd, 
presented on behalf of the National 
Board of Fire Underwriters of which 
he is a past president. “Mr. Herd dis- 
cussed in an objective,. statesmanlike 
fashion without bitterness or charges 

(Continued on Page. 33) 
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C. W. Olson, Jr., Scores Complacency in “Challenge 


of Change” Talk; Urges Account Selling Technique 


Va., Oct. 


against 


White Sulphur Springs, W. 
warning note 
complacency at a_ time 
writer competition is admittedly tougher, 
C,. W. Olson, Jr., of Chicago, president 
of the National Association of Casualty 
& Surety Agents, addressed the joint 
casualty - surety convention here this 
morning on “The Challenge of Change.” 

Not only is now the time for realistic 
thinking on the problems facing the 
business, but Mr. Olson said it is also 
a time for intelligent analysis and co- 
operation between agents and companies 
which operate under the American 
Agency System. Tersely he said: “It is 
much easier to renew business on the 
books than to get a new risk or to re- 
cover a lost one. Let’ quit the bad habit 
of belittling our competition.” 

Mr. Olson said further that he would 
like to contribute something construc- 
tive toward coordination of the thinking 
on the American Agency System, “so as 
to minimize, if not preclude, the con- 
tinued inroads on our business by the 
direct writers. 

“T just don’t believe the public wants 

- ‘stripped down’ coverage or service any 
more than they want a car without 
power steering and braking. It takes 
agents like us with companies like ours 
to give this top coverage and service. 
So, if we consistently sell on an account 
basis, the most efficient method, rather 
than on any individual policy basis, I 
believe we will be taking a long step 
in the right direction. 

“The so-called ‘agent’ of the direct 
writer does not give the service or co- 
operation we can (and usually do) give. 
He can’t afford to do so even if he is 
well posted on all lines.” 


5—Sounding a 


when direct 


For Closer Company-Agent Relationship 


In order to sell on an account basis 
the speaker said that “we almost have 
to sell ‘company’ and that has some con- 
troversial aspects. It’s dangerous unless 
there is a sound relationship and mutual 
respect, and a clear understanding as to 
who owns the business. This may seem 
academic to many agents but those of 
us in the so-called ‘branch office’ cities 
like Chicago, know full well that we 
must at all times maintain our position 
as an independent. 

“The right kind of branch office man- 
agement will assist in this but unfortu- 
nately all branch managers aren’t the 
‘right kind.’ This statement is made 
from observation—not experience. | 
have had my two principal companies 27 
and 33 years, respectively. With the 
proper relationship between company 
and agent, there can be give and take 
with a customer that will be to his best 
interests and tie down the account to the 
nth degree for our best interest. 

“The company, on the other hand, 
must fully appreciate that present-day 
agency costs are at an all-time high and 
that to give the customer the necessary 
service today costs real money, We 
cannot arbitrarily have a commission cut 
forced on us without a compensating 
saving of some kind.” 


A Commission Sliding Scale That Needs 


Re-analyzing 


Mr. Olson then pointed to the gross 
inequity of the sliding scale of com- 
mission on contract bonds exceeding 
$2,500,000 as “a shining example of 
something that should have been re- 
analyzed long since.” He felt that if 
this were jointly and openmindedly 
studied, an equitable readjustment would 
result. 

“Another subject on which agent opin- 
ions should be valuable,” he continued, 
“is the matter of having all assigned 


risk claims combined with all other 
losses in determining the auto rates for 

‘lass I risks. Also, the question of 
whether or not the NACCA is respon- 
sible for the grossly exaggerated jury 
awards on bodily injury and, if so, what 
to do about it. Then there is the matter 
of advertising. The direct writers are 
doing a top job. Why can’t we? 

“Subjects like these are where some 
top-grade thinking is really needed. 
This is where genuine cooperation be- 
tween company and agent is called for.” 

Mr. Olson went on to say that “we 
are not the only industry guilty of com- 
placency. A little curiosity and study 
about what has happened to other busi- 
nesses might have changed our thinking 
long ago. 

“Gaylord Freeman, now executive vice 
president of the First National Bank of 
Chicago, delivered five years ago a 48- 
page address, purpose of which was to 
alert the commercial bankers to the in- 
roads the savings and loan associations 
were making. But it is only recently 
that we have observed the dignified 
banks ‘going after’ business and trying 
to hold what they have. 


Analysis and Research Study 


“For the past 12 months, I have been 
in a position to know that certain promi- 
nent company executives have been 
studying the best method to follow on 
analysis and research. Your association 
officials have been in touch with the 
situation continuously. We have offered 
every cooperation possible and I firmly 
believe something tangible will result. 

“An understanding and appreciation 
of each other’s problems is paramount. 
There is no reason why this movement 
shouldn’t grow into worthwhile action. 
Prominent agents in and out of our 
association have worked with us and | 
believe this move can be the answer to 
many of our present problems, 





C. W. OLSON, JR. 


“Actually, there are so many ways in 
which the ‘close to the public’ position 
of the agents can be utilized in coopera- 
tion with the company executives think- 
ing that it is simply a ‘natural,’ I be- 
lieve.” 

Mr. Olson pointed to “the unrestrained 
competition with varying policy forms 
difficult to explain to the public; the 
new bureau policy practice tending to 
encourage competition but weakening 
the protection which should be afforded 
those who use rates made in concert 
adequate statistical support for rates 
which deviate from the bureau to assure 
the deviations are ‘not excessive, inade- 
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quate or unfairly discriminatory.’ ’ 

This brought the speaker to the sub- 
ject of the O’Mahoney Investigation, the 
Congressional probe of the McCarran 
Act which has produced a number of 
public hearings since last May when the 
investigation got under way. e€ 
might well ask ourselves,” he said, 
“which zone do I choose? Shall it be 
state, Federal or mixed? Let’s briefly 
touch on some answers to these ques- 
tions. 

“For many, many years the Insurance 
Commissioners of the various states have 
regulated our business and have year 
after year become more proficient and 
less subjected to political influence. 
Through the NAIC, various improve- 
ments have been evolved and passed 
across state lines. They have resulted 
in saner rulings and more consistent 
controls and assistance to companies, 
agents and the public. As they say in 
golf. ‘Every shot pleases somebody— 
either you or your opponent.’ So it is 
with rulings from time to time, but by 
and large state regulation has adequately 
protected the public interest. 

“Now comes this investigation of the 
antitrust and monopoly sub-committee of 
the Senate Judiciary Committee, other- 
wise known as the O’Mahoney Commit- 
tee, because of the chairman, Senator 
O’Mahoney of Wyoming. He has given 
every indication that he favors some 
Federal control over the business. Due 
to his recent illness the hearings have 
been directed by Senator Kefauver. It 
is believed by many that he is following 
the matter merely to get at the facts 
but that he actually is not in favor of 
Federal control unless it can be shown 
that the states have failed to ‘keep the 
house in order.’ 

“We feel there is real danger and pos- 
sibility of a chaotic condition if there 
should be legislation involving Federal 
control, either limited or otherwise. Look 
at the problems of the railroads, the 
bus lines, the telephone and electric com- 
panies as a result of Federal regulation 
super-imposed on state regulation, all 
under the guise of interstate commerce. 


Don’t Need and Don’t Want Federal 
Controls 


“Our industry doesn’t need Federal 
controls and certainly doesn’t want them. 
As far back as the well known SEUA 
case, this very situation was forecast. 
Chief Justice Stone said in his dissent- 
ing opinion as follows: 


‘But this Court can decide only the questions 
before it in particular cases, Its action in now 
overturning the precedents of 75 years govern- 
ing a business of such volume and of such wide 
ramification, cannot fail to be the occasion for 
loosing a flood of litigation and of legislation, 
state and national, in order to establish a new 
boundry between state and national power, rais- 
ing questions which cannot be answered for 
years to come, during which a@ great business and 
the regulatory officers of every state must be 
harassed by all the doubts and difficulties in- 
separable from a realignment of the distribution 


(Continued on Page 35) 
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Harrington Address 
(Continued from Page 31) 


against his competitors, the service that 
the National Board has supplied and 
presently renders in the public interest,’ 
he said. ; 

As part of the Herd statement a _fac- 
tual memorandum, prepared by Ray- 
mond Berry, was filed with the commit- 
tee. It was a rebuttal of the charge 
that a nationwide program of “harass- 
ment” was instituted by way of opposi- 
tion in “efforts to revise state laws in 
order to discourage and impede freedom 
of action or free enterprise.’ 

Referring to John R. Barry’s testi- 
mony, Mr. Harrington said that he de- 
serves the gratitude of the agency forces 
for his continuous, vigorous support of 
the American Agency System in both 
word and deed. Mr. Barry had told the 
O’Mahoney Committee: 

“T am fighting to preserve the Ameri- 
can Agency System. Tihey are the peo- 
ple who provide me with business and 
without them I would be out of business. 
And I have a thousand employes who 
would be out of business. That is what 
| am fighting about. And I think the 
rules have got to be so laid down in 
fairness to everybody.” 

Speaking of Morton White’s appear- 
ance on behalf of the NAIA, Mr. Har- 
rington said he made “an excellent pres- 
entation which the members of our or- 
ganization should be able to endorse.” 
Mr. White had advised the O’Mahoney 
Committee that “never before in the 
history of our business has there been 
such freedom of choice as to cost or 
coverage. ... Our association has tradi- 
tionally supported the principle that un- 
restricted competition in the formulation 
of insurance premium rates is not in 
the public interest. a 

Attention was also called to the tes- 
timony given by the North Carolina Fire 
Rating Bureau (Mr. Joyner) which 
showed conclusively that competition is 
not only possible but actually exists 
under the North Carolina type of rat- 
ing law that requires all companies to 
belong to the same bureau. 


Devastating Competition Possible 

Mr. Harrington then told his NACSA 
audience that “if we were to follow the 
recommendations of some of the wit- 
nesses before the O’Mahoney Commit- 
tee, unbridled, unrestrained and devas- 
tating competition would inevitably re- 
sult with a consequent discrimination in 
favor of the influential assured whose 
business is intensively pursued rather 
than the average small premium buyer. 
Through the years unprejudiced inves- 
tigations by state authorities emphasize 
this argument. 

“The specific recommendation to 
amend the McCarran Act in a manner 
which would provide unrestrained com- 
petition is contrary to the public interest. 
Such action by the Congress would have 
a serious impact upon the state regula- 
tory laws enacted in reliance upon Pub- 
lic Law 15 as originally enacted. It 
would. undoubtedly require the amend- 
ment of all state laws.” 


NAIA Talk by Donald McHugh 
This brought the speaker to the much 
discussed talk by Donald P. McHugh, 
counsel to the O’Mahoney Committee, 
delivered at the recent NAIA annual 
meeting. While noting that Mr. Mc- 
Hugh had said that the views he ex- 
pressed are his own and did not neces- 
sarily represent those of the subcom- 
mittee or any of its members, Mr. Har- 
tington remarked: “It should not be 
overlooked that the hard- working Mr. 
McHugh is in a position to press his 
views at executive sessions of the com- 
mittee.” 

The two portions of the McHugh talk 
which Mr. Harrington quoted were the 
following: (1) His suggestion that a new 
approach to rate making might be con- 
sidered in which funtions of rating bu- 
teaus be confined to gathering of statis- 
tics for the purpose of determining pure 


premiums only. “Some day an adven- 
turous state legislature may try this ex- 
periment, But the practical alternatives 
today embrace a more limited role for 
competition,” said Mr. McHugh. 

(2) The McHugh sizeup of the O’Ma- 
honey Committee’s current task fol- 
lows: “The subcommittee’s job now is 
to sift the conflicting evidence and ex- 
amine the several philosophies to de- 
termine whether state regulation as 
developed has truly promoted the public 
interest in the manner Congress in- 
tended. . . . It would be premature, and 
not within my authority, to suggest the 
outcome.” 

Mr. Harrington’s observation was that 
“Mr. McHugh’s comments are worthy 
of careful consideration by our associa- 
tion.” 

Endorses Work of U. S. Chamber of 


Commerce 


As in previous annual reports, Mr. 
Harrington highly endorsed the work of 
the United States Chamber of Com- 
merce. He pointed with pride to the 
fact that Erwin D. Canham, the cham- 
ber’s new president, has appointed 
Ralph W. Howe of Richmond, Va., 
NACSA member, to serve on the cham- 
ber’s insurance committee. “Mr. Howe 
has contributed much through the years, 
constructively and courageously, to the 
cause of the insurance producer. I am 
confident that he will continue to do so,” 
said Mr. Harrington. 

He put on record that NACSA’s mem- 
bership in the chamber “enables us to 
participate with other businessmen of 
the country in working for the improve- 
ment and defense of our free enterprise 
system.” 

In tribute to A. L. Kirkpatrick, man- 
ager of the chamber’s insurance depart- 
ment, Mr. Harrington said: “He is alert 
to the problems of the insurance pro- 
ducer, and has been most helpful to me 
whenever he is called upon.” 

Multiple Line Developments 


NACSA members were then told that 
under multiple line underwriting fire and 
casualty companies can seek the privi- 
lege of writing life insurance. It was 
also noted that some life companies are 
considering plans to enter the fire and 
casualty fields. 

Mr. Harrington next pointed to what 
he called “the terrific controversy” rag- 
ing in the life insurance business con- 
cerning variable annuities which has re- 
sulted in a decision of the U. S. Su- 
preme Court upholding jurisdiction by 
the SEC over the investments underlying 
variable annuities. “This has all the 
overtones of Federal regulation,” he 
commented. 

His further observation was that “hav- 
ing in mir“ ‘he public disllusionment in 
the days Wuen tontines were sold it is 
hard to understand the drive to sell 
variable annuities when the holder of 
such a contract cannot look forward to 
a fixed monthly or yearly amount in 
his Pc igi years, 


and casualty business these develop- 
ments merit careful consideration by our 
association in the interests of our mem- 
bers who conduct profitable life insur- 
ance departments.” 

The speaker’s overall recommendation 
was that NACSA “should continue to 
seek the opportunity to consult with the 
insurance companies relative to the de- 
velopment of coverages to be included in 
package policies before such policies are 
placed on the market. The activities of 
your officers in the past year have been 
increasingly devoted to seeking an ap- 
propriate forum for such discussions. 
Some success has been realized.” 

Rate Making and Package Policies 

Coming to the subject of rate making 
and package policy trends, Mr. Harring- 
ton said: “The matter of reduction in 
the expense of transacting business has 
pushed to the forefront the subject of 
continuous policies with no evidence that 
any substantial provable saving will re- 
sult from this change. 

“Considered from the public’s stand- 
point the desirability of possessing an 
up-to-date insurance policy is_ self- 
evident. Since insurance is an intangible 
product the only tangible evidence of 
the benefits promised by the company 
and the responsibilities required of the 
insured is an insurance policy. The con- 
stant changes, particularly in the de- 
velopment of the homeowners policy and 
other package policies, leave the public 
uninformed and confused concerning the 
provisions of these contracts if they 
must rely on a renewal certificate in- 
stead of a modern policy.” 

Mr. Harrington then spoke of unsuc- 
cessful efforts made since the SEUA 
case to legalize the activities formerly 
controlled by the old Acquisition Cost 
Conference. He mentioned former N. Y. 
Superintendent Robert Dineen’s opinion 
expressed in 1946 when he asked the 
State Attorney General for an opinion 
as to the legality of the New York Fire 
Insurance Exchange agreement on com- 
mission... Mr. Dineen had said: “The 
direct control of commissions ‘by the 
state would call for a policing operation 
of considerable magnitude and is not to 
be undertaken lightly and without first 
exploring every reasonable alternative.” 

Deems Conference Preferable to 
Litigation 

Continuing, Mr. Harrington said: “Re- 
cent rate filings tampering with the Ac- 
quisition Cost loading in the expense 
portion of the rate despite statistical 
evidence to the contrary have taken 
away the right of private contract which 
we have so zealously sought to retain. 
Our association has sought and_ still 
seeks a high level company conference 
on this subject. We deem conference 
preferable to litigation or legislation un- 
less the legislation can be agreed upon. 

“The legislation proposed in New York 
last year would have placed the regula- 
tion of commissions in the hands of the 
Superintendent of Insurance, a regula- 
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agree. Tihe New York legislation passed 
both houses and was vetoed by the pres- 
ent Governor of New York. In his veto 
message the Governor said: 

“Tt would thrust the Superintendent 
of Insurance into a new area—that of 
determining what is fair and reasonable 
compensation to independent agents and 
brokers for their services in selling in- 
surance. The compensation paid to 
agents and brokers is determined by pri- 
vate arrangement between them and the 
insurance companies they represent.’’ 

At the high level company conference 
which he recommended, Mr. Harrington 
felt that “reasonable men should be able 
to resolve differences of opinion or at 
least minimize areas of disagreement. 
We seek a positive program to solve 
this important matter,” he emphasized. 


NACSA Represented at Condon 
Committee Meetings 





Before closing the speaker pointed to 
NACSA attendance at meetings of the 
New York legislative committee on rates 
and regulation, headed by Senator Con- 
don. John C. Weghorn of New York, 
NACSA director and executive commit- 
teeman, and Mr. Harrington have repre- 

(Continued on Page 40) 
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Commissioners Attending 


White Sulphur Spring, W. Va., Oct. 
—Four Insurance Commissioners ’attend- 
ing the casualty-surety gathering here 
were formally welcomed at the opening 
session this morning. They are Paul 
Hammel, Nevada, NAIC president ; Sam 
N. Beery, Colorado, NAIC vice president; 
T. Nelson Parker, Virginia, NAIC execu- 
tive committee chairman, and T. Judson 
Pearson, West Virginia. Also attending 
are ex-Commissioners Alfred Bohlinger, 
New York, and Joseph \Navarre, Michi- 
gan. 





Golf Tournament Chairmen 


White Sulphur Springs, W. Va., Oct. 
5—Robert L. Braddock, executive vice 
president, General Reinsurance Corp., 
and Robert Bowen, Indianapolis agency 
executive, an executive committeeman 
of NACSA, are co-chairmen of the joint 
convention golf tournament for men 
which got under way here this afternoon. 

Co-chairmen for the women’s tourna- 
ment, which started this morning, are 
Mrs. Howard Slayback (O’Hanlon Re- 
ports), New York, and Mrs, C. W. 
Olson, III, Chicago. 


C. W. Olson Talk 


(Continued from Page 32) 


of power in our federal system. These consid- 
erations might well stay a reversal of long es- 
tablished doctrine which promises so little of 
advantage and so much of harm. For me these 
considerations are controlling.’ 

“These cbservations are made to em- 
phasize why this administration of your 
association strongly urges each and 
every member keep in close touch with 
his company executives and be prepared 
to get word to his respective Congress- 
men and Senators to the effect that this 
industry is operated properly, supervised 
well and that it could take years to 
straighten out the legal snarls in which 
we would be involved if the McCarran 
act were to be amended—or in some 
other way the Federal government were 
to exercise super authority over the 
states on insurance matters or supplant 
the state supervision.” 





Refers to May Resolution 


In closing Mr. Olson referred to a 
resolution passed by NACSA at its mid- 
year directors’ meeting last May which 
empowered him to appoint a committee 
of three to consult with other producer 
organizations on the need for supporting 
the continuance of state regulation. A 
copy of this resolution. was presented by 
Executive Vice President C. F. J. Har- 
rington to the NAIC meeting in Boston 
last summer. 

“Which zone do you choose,” was the 
Mr. Olson was sure that the 
“state zone” is the unanimous wish of 
NACSA and he hoped that its members 
would so advise their respective legisla- 
tors. 

Voicing his appreciation for serving 
as NACSA president, Mr. Olson ended 
his address as follows: “My father was 
active in our association in the 1920's. 
I have been similarly privileged in the 
50’s. I have urged my son and the other 
young men associated with us to take the 
time for association and industry prob- 
lems. Some say it’s time consuming 
and thankless, but I say it is gratifying. 
I appreciate from the bottom of my 
heart the honor of serving as your presi- 
dent this past year.’ 


Sheldon President 


(Continued from Page 30) 


and high school in Evanston and Hins- 
dale, Iil., working during vacations in the 
Western department of the Fireman’s 
Fund. Upon leaving school he went to 
work there full time. In March, 1919, he 
entered the general agency of W. A. 
Alexander & Co. and has remained with 
the office since that time. During World 
War I Mr. Sheldon was a sergeant in the 
engineers. 


Mercer On Profits 


(Continued from Page 31) 


important, I am conscious of the ac- 
cepted premise that our national econ- 
omy could not function at current levels 
without the protection and guaranties 
afforded by our industry. 

“T realize there may be fundamental 
barriers to our achieving a return on 
our invested capital comparable to the 
most profitable enterprises in our econ- 
omy. For one thing, the degree of su- 
pervision to which we are subject would 
discourage it. And on the underwriting 
side, we are certainly the victims of 
inflation, with rates consistently lagging 
behind operational and claim costs. The 
introduction of trend factors in deter- 
mining rates may be a constructive step 
towards improving the latter situation. 

“But I am convinced the full answer 
will come only when we develop a profit 
consciousness that forms a basic part 
of our thinking whenever we deal with 
any facet of our operations. 

“Over an extended period, competi- 
tion for volume has led to the develop- 
ment of unsound policies and practices 
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which, taken together, can erase all 
chance for a reasonable profit. For in- 
stance, purely for competitive purposes 
and not to meet any great demand from 
the insurance buying public, coverages 
have been broadened, without charge, to 
apply to all kinds of incidental losses 
which the average policy holder would 
normally expect to bear himself. Even 
in an inflationary period, long term pol- 
icies are issued at a fixed rate, and at an 
unjustified discount. 
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“Competing for the good-will of agents 
has prompted unjustified and unmerited 
claim payments for purely ‘agency rea- 
sons.’ And again to curry the favor of 
producers, there are appearing evidences 
of an ‘excess commission’ race. Com- 
peting for contract bond business has led 
to the extension of larger and larger 
writing lines, inevitably resulting in more 
contractors in trouble, and less profit for 
their sureties. 

“You are as familiar as | am with the 
all-too-numerous costly practices likely 
to result from competitive zeal. But if 
policies designed to meet competition 
result in losses in the short run and ex- 
tremely low earnings in the long run, 
then we should look elsewhere for com- 
petitive tools. However, no matter what 
devices we may employ, unless we instill 
a profit consciousness in all our under- 
writing operations, it will avail us noth- 
ing in the end. 


Keystone to Future Growth 


“Awareness of the importance of a 
profit from underwriting is the keystone 
to our future growth and to making the 
fire and casualty business rank higher on 
the profit scale in American business. 
Our economic system operates most effi- 
ciently under the profit motive, and 
profits pave the way for efficient public 
service. We cannot provide service for 
extended periods of time unless we are 
able to expand with a growing nation. 
In order to provide the capacity neces- 
sary to keep pace with the predicted tre- 
mendous growth in our national economy, 
additional capital will be required. 

“Traditionally, a portion of underwrit- 
ing profits are retained in the business 
to provide part of this capital necessary 
for expansion. Unless we see to it that 
we realize a reasonable underwriting 
profit from our operations, our financing 
problems will be seriously aggravated. 
The lack of profits and the possibility of 
added capital from that source, will in 
itself frighten off the venture funds of 
outside investors.” 

{r. Mercer closed his address by 
quoting from a recent article by G. Keith 
Funston, president of the New York 
Stock Exchange. “Although Mr. Funs- 
ton was referring to business of all cate- 
gories,”’ he said, “his remarks seem to 
have particular applicability to the prob- 
lems we are likely to face. He said 

“To continue our progress, we shall 
need more capital from our present 
investors, and we shall need many mil- 
lions of new investors as well. 

“Let’s get it straight once and for all. 
Prosperity is not an accident—it is the 
result of a highly efficient and constantly 
progressing industry fed by vast sums of 
venture capital. 

“We cannot have the prosperity with- 
out the capital, and we cannot have the 
capital unless we give investors a fair 
chance for profit.’” 





Entertainment Attraction 

White Sulphur Springs, W. Va., Oct. 5 
—At the joint convention banquet here 
this evening, always the social highspot 
of the casualty-surety gathering at The 
Greenbrier, the featured entertainers 
were Doraine and Ellis, costumed singers 
who gave renditions from Broadway hits. 
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Uniform FR Forms Are 
Needed, Grassi Holds 


CUT COSTS AND AID EFFICIENCY 





National Bureau Spokesman Hopes That 
Motor Vehicle Administrators Will 
Endorse Move in Various States 





Need for adoption of uniform financial 
responsibility forms, wherever practica- 
ble, which will bring about a reduction 
of administrative costs, was stressed by 
Donald F. Grassi, automobile division, 
National Bureau of Casualty Under- 
writers, when addressing the annual con- 
ference of American Association of 


Motor Vehicle Administrators at Ports- 
mouth, N. H., October 7. He revealed 
that there are over 250 financial respon- 
sibility forms in use at the present time 
throughout the United States and 
stressed the high costs of maintaining 
such a diversity. In proposing to create 
a degree of uniformity in these forms 
Mr. Grassi told the motor vehicle ad- 
ministrators: 

“You have before you drafts of uni- 
form SR-21’s, 22’s, 23’s, 24’s and 26’s 
which we believe will do the job. These 
are only drafts prepared by our staff 
which could be used right now in the 
majority of the states throughout the 
country and certainly, in many of the 
states whose representatives sit on this 
committee. Those states which have an 
SR-21 stub attached to an accident re- 
port form will have no need to adopt 
the proposed Uniform SR-21 form. We 
only wish more states would adopt the 
Combination Accident Report and SR-21 
stub as it is certainly an expedient 
method to determine verification of in- 
surance coverage. 


Accident Data Should Be Standard 


“It is our hope that one day the in- 
surance industry might sit down with 
your group together with claims men, 
traffic safety engineers, to design a uni- 
form accident report form. It seems to 
us, at least, that the basic information 
to report an accident should be standard 
in all states. 

“Will the benefits of uniform finan- 
cial responsibility forms extend only to 
the reduced expenses in the cost of 
printing and stocking the various insur- 
ance company offices? The answer is 
No! Each additional form specifically 
required by a state complicates the work 
flow processes and increases the possi- 
bility of error. The more exceptions 
that are required in handling the variety 
of forms now in use, the more difficult 
our job becomes in training new em- 
ployes and the more it retards high 
clerical productivity. 

“Informal discussion of these proposals 
with several of the states point up the 
need for improvement in the filing of 
financial responsibility forms and I dare 
say, uniformity will help bring this 
about. 

“What about the future? Many of our 
companies are actively engaged in con- 
verting to machine operations. There 
are some Motor Vehicle Departments 
which similarly use machines today in 
their licensing renewal operations. In 
view of this, we must look forward to 
the day when financial responsibility 
forms will be processed by one of our 
electric marvels,” Mr. Grassi continued. 

“Although the National Bureau is 
spearheading this proposal we are cer- 
tain that it will meet the approval of all 
segments of our industry. 

_“A little over a month ago, I made a 
Similar presentation to the workshop 
session of Region I, A.A.M.V.A. in New 
York City, where our program seemed 
to be favorably received. We asked 
those administrators present to review 
our proposal, take the forms back to 
their offices and discuss them with those 
concerned and then write to us outlining 
their views. Last week I received a 
letter from one of these jurisdictions 
signifying their support of our proposals. 
hey are willing to adopt the uniform 
orms immediately. We are hopeful that 
other favorable replies will soon follow. 


“I hope the committee will express 
its views at this meeting with respect 
to the basic purpose of our program, 
i.e. the reduction of administrative costs 
through the use of uniform financial re- 
sponsibility forms wherever practicable, 
with its concurrent advantage of pro- 
moting efficient and expeditious service 
to our policyholders and to the state. 
Further, should you endorse this pro- 
gram, and we sincerely hope you will, 
then may I respectfully suggest that 
the chairman include this item in his 
report to the executive committee with 
a recommendation that state administra- 
tors lend their full support wherever pos- 
sible,” Mr. Grassi said. 

“No decision has been made as to 
when we might initiate the program in 
the various jurisdictions as we wanted 
an opportunity to first speak to the ad- 
ministrators themselves. If we receive 
enthusiastic support here, we will for- 
mally submit our program to the local 
administrators in the very near future. 

“Although our program does not affect 
the Canadian Provinces whose repre- 
sentatives are also present, there may be 
a similar problem in Canada. Therefore, 
if the All Canada Insurance Federation 
is interested in any phase of this pro- 
gram, we at the National Bureau will be 
happy to exchange information.” 


Egan Joins North British 

North British Group (affiliated with 
Commercial Union-North British Group) 
effective October 1 has appointed John 
J. Egan as casualty superintendent of its 
Philadelphia department. A graduate of 
St. Joseph’s College, Philadelphia, Mr. 
Egan has been associated with the Hart- 
ford A. & I. for the past 12 years as 
casualty underwriter and special agent, 
serving Philadelphia and four surround- 
ing counties. He is a graduate of that 
company’s casualty training course. 





BURGLARY AND GLASS DINNER 

The Burglary and Glass Insurance As- 
sociation will hold its annual dinner and 
get-together at 6:00 p.m., October 21 in 
the Commuter’s Restaurant, Hudson 
Terminal Building, 32 Cortlandt Street, 
New York. All members and guests are 
invited. Raymond McGarrigal, president, 
said the association has advanced the 
date of its annual dinner to avoid the 
“Christmas rush.” 





WESTERN SURETY 25% AHEAD 

Western Surety of Sioux Falls, S. D. is 
running about 25% ahead of 1958 in pro- 
duction, President Joe Kirby reports. 





MERGER ACTION 
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C. NORMAN GREEN DIES 
C. Norman Green, an officer of the 
Hoosier Casualty of Indianapolis, died 
suddenly October 5. Funeral services 
were held Thursday. 





L. A. BUCK DEAD 
Leonard A. Buck, 49, a Milwaukee 
manager of the New Amsterdam Cas- 
ualty, died recently of a heart attack 





FOPLE. 


e people of the Twentieth Century: the people who made 





history, who saw it made, whose lives were shaped by it—this is the theme of Prudential’s 


award-winning TV series, THE TWENTIETH CENTURY, Sunday Evenings, CBS-TV. 


Relive their darkest and brightest moments through 


the camera’s eye on such programs as: 
y' 


THE MOVIES LEARN TO TALK —Garbo’s first 
words on film... Al Jolson singing “Mammy”... nostalgic, 
historic—with commentaries by Jack Warner and 


Lee De Forest 


THE SUICIDE RUN TO MURMANSK —the ver- 
batim account of this World War II adventure as told 
by a British skipper who lived it...as seen by American 


correspondent Walter Kerr who was a part of it 


LIFE INSURANCE - ANNUITIES : 


SICKNESS AND ACCIDENT PROTECTION 


... Significant, exciting shows—POLAND ON A 
TIGHTROPE, GOERING, AGE OF THE JET, MAN 
AND THE MOON, THE OLYMPICS. See them all 
on “THE TWENTIETH CENTURY,” Sunday evenings 


over CBS-TV. 


THE WEEK THAT SHOOK THE WORLD — the pre- 
lude to World War II...the seven days before the actual! 
outbreak...radio tapes of America’s leading foreign cor- 
respondents...the dire predictions of what was to follow 
made by Edward R. Murrow and Eric Sevareid... 
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1,338,246 Students Enrolled In 


School Driver Education Courses 


High school participation and student 
enrollment in driver education 
in the United States reached a new peak 
in the past school year, according to the 
report of the 12th annual High School 
Driver Education Award Program spon- 
sored by the Association of Casualty and 


courses 


Surety Companies. 

“Despite the unwarraited attacks on 
driver education as a ‘frill’ course, 12,- 
278 of the nation’s public high schools 
offered the course and enrolled 1,338,246 
students,” pointed out Dr. Virgil Rogers, 
Dean of the College of Education, Syra- 
cuse University, who served as chairman 
of a board of judges in the award pro- 
gram. “For commendation in achieving 
a high level of driver education activity 
or making exceptional progress during 
the past school year, our board was de- 
lighted to approve Achievement Awards 
for Delaware, Jowa, Kansas, Massachu- 
North Carolina and 
Del- 
Carolina, 


setts, Michigan, 
Utah and Progress Awards for 
aware, New Jersey, North 
Utah and the District of Columbia,” Dr. 
Rogers said. 
The Award 
recognized by the White House Confer- 
ence on Highway Safety and the Presi- 
dent’s Committee for Traffic Safety as 
the annual measurement of driver edu- 
cation progress, a keystone in the na- 
tional The 
report for the school year 1958-59 cov- 


Program is the medium 


highway safety program. 





Zurich Opens Branch at 
Richmond; Lachman Mgr. 


The Zurich-American Insurance Com- 
panies opened their 20th branch office 
October 1 in Richmond, Va. The new 
office, located in the Southern States 


ered 49 states and the District of Colum- 
bia. Total figures disclosed that 63% of 
the public high schools in the United 
States had a driver education course and 
reached 67.7% of the eligible students. 


Even more encouraging was the faci 
that half the public high schools of the 
nation offered meeting the highest na- 
tional standards. These top courses 


reached over 760,000 students in the past 
year, a gain of approximately 27% over 
the previous record. 

In no sense a “contest,” the award 
program was designed to encourage and 
recognize states which attain and main- 
tain driver education courses meeting 
national standards in at least 60% of 
their high schools and enroll at least 
50% of the eligible pupils. Recognition 
is also given cases of marked advance 
over the previous year. In the current 
list of awards the states of Delaware, 
North Carolina and Utah qualified for 
both citations. 

This is the final year in which the 
award program will be sponsored by the 


Association of Casualty and Surety Com- F 
panies, the activity being taken over by 7 
the new Insurance Institute for High- § 


way Safety at Washington, D.C., com- 


prising the entire casualty insurance in- F 
dustry. Attractive award plaques will be F 
presented to the governors of the qual- — 


ifying states by representatives of the 
new institute. The creation of the in- 
stitute has brought together, for the first 


time, the total resources of stock, mutual § 


and independent casualty insurance com- 
panies to concentrate in field assistance 
to state and local officials and public sup- 
port organizations for the development 


and operation of highway safety pro- § 


grams and projects. 








TARGET: 


Top Management 


Executives in every field rely on business magazines to tell 
them what other companies are doing. That’s why AZtna 


Casualty is continuing to run this series of attention-getting 


advertisements in Fortune and Business Week . . . 
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Building, will provide Virginia and North 
Carolina agents with complete produc- 
tion and underwriting facilities. John C. 
Lachman has been named manager and 
Roscoe Crosier, Jr., supervising under- 
writer. 

Mr. Lachman joined Zurich-American 
in 1959 as sales representative for Vir- 
ginia and eastern North Carolina. He has 
been engaged in insurance underwriting 
and production since 1939. ; 

Mr. Crosier, a native of the city and a 
graduate of the University of Richmond, 
has worked in insurance underwriting 
‘for the past 15 years. This office will 
be under supervision of W. E. Bowser, 
deputy U. S. manager, New York. 


publications which influence top management. Featuring 


eine 


large, well-known companies insured by Aitna Casualty, 


Atna Casualty 
insurance protects 


these ads stress the importance of an experienced agent 

or broker, backed by an insurance company with the finest 
facilities. These messages are reaching business leaders in 
every community . . . regularly paving the way for the 


call of an Ztna Casualty agent. 


O.L.T. Liability Rates 


Increased in Michigan 

Revised bodily injury liability rates for 
Owners’, Landlords’ and Tenants’ area 
and frontage classifications and revised 
Storekeepers’ Liability rates for Mich- 
igan are announced by the Mutual In- 
surance Rating Bureau on behalf of its 
members and subscribers. The revised 
rates are effective October 7. The revised 
area and frontage rates produce a state- i 
wide rate level increase of 254% in Affiliated with Atna Life Insurance Company ® Standard Fire Insurance Company ® Hartford 15, Connecticut . 
eager and frontage classifications ee 
are those which apply to exposures such 
as retail stores, hotels, churches, hospi- 
tals, clubs, restaurants, apartments and 
tenements, boarding or rooming houses 
and mercantile office buildings. 

The Storekeepers’ Liability rates have 
been revised where necessary in order 
that the rates for this coverage will not 
be less than 10% greater than the com- 
bined bodily injury and property damage 
rates for the corresponding O.L.&T. 
classification. 
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Suburban Areas Brought Now Into 
City Crime Problem States Seide 


One of the costliest and most signifi- manufacturers of truck and car burglar 
cant changes in the crime picture since 
the end of World War II has been the 
engulfing of suburban and country areas 
into the metropolitan crime situation, 
according to Jack Seide, president of 
the Babaco Alarm Systems of New York, 


alarms. 

Speaking before the Long 
Fieldmen’s Association, an 
of fire, casualty and marine insurance 
men covering 
territory, at Baldwin, L. I. this week, Mr. 


Island 
orgnization 
and 


suburban country 


Seide said that crimes against property, 
already at an all-time peak, are rising 
rapidly, up nearly one-tenth since the 
start of this year in this area. 

“The increase in thefts and robberies 
of all kinds has been shown in recent 
years in almost every city, town and 
country area, but one of the most start- 
ling angles of the rise has been that it 
is much sharper in the suburbs and open 
country than in the heart of the big 
city,” he said. “This has been especially 
vicious and has opened the way to still 
ereater expansions of crime, as_ these 
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outer areas have been unprepared for 
this, having 
major crime toll in the 
more, today’s high degree of mobility of 
crooks makes it more and more difficult 
to catch them as the area of activity is 
expanded.” 


Suburban Area Risks 


Suburban areas are particularly sus- 
ceptible to this crime toll, he added, as 
most of the goods going into and out of 
the city, the world’s largest transfer 
point for goods in transit, must go 
through these cities and be subject to 
the greater theft hazard in these places 
where crime is least expected. 

“Rarely does a theft from a truck or 
car occur where adequate protection of 
the goods has been effected,” Mr. Seide 
said. “Properly protected goods are not 
stolen. And yet the nation’s toll of 
truck and car thefts, certainly 
past the quarter-billion annual level to 
day, rolis on and up, because business 
men and car owners do not employ the 
available and essential protection.” 

One of the important factors i 
upsurge in crime in the past 10 to 15 
vears has been the invasion of the ranks 
of the crooks by teen-agers, according 
to this crime expert. Today, half of all 
thefts and robberies are by voung men 
and women under 21, he said, with a 
phenomenal rise in the crimes of these 
youngsters. 

“This is casting a lengthening shadow 
across our suburban homes as well as 
city homes, with thousands of persons 
scheduled to come up face to face with 
these family tragedies of juvenile de- 
linquency in the coming year, unless 
drastic steps are taken to strike at the 
basic causes, not the symptoms,” Mr 
Seide emphasized. 

In the case of crimes against property, 
he said, one of the basis causes is the 
lack of adequate protection of the goods 
subject to theft, meaning an unnecessary 
exposure of these youngsters to this 
avenue of easy crime, as it appears to 
them. 

Mr. Seide urged the fire, casualty and 
marine insurance men, who have con- 
tinuous and direct contact with business 
men in the area of risk to property, to 
make a concerted drive to persuade 
their business-men clients to put prop- 
ertv protection, hence loss preverition, 
high on their list of management re- 
quirements. 


had relatively little of the 
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Workmen’s Compensation 


Rates Up in Oklahoma 


An increase of 0.3% in workmen’s 
compensation insurance rates in Ok!la- 
homa has been approved by the State 
Insurance Board. The application to re 
vise rates was filed by the national coun 
cil on compensation insurance August 31 

The application was approved by all 
three board members—Joe B. Hunt, in 
surance commissioner; Louis V. Wood- 
ruff, secretary and Paul Ballinger. 

The board’s order said that although 
the average over-all increase will be 
0.3% many classifications show no 
change and other classifications were de- 
creased depending upon experience 
shown. The council in its application for 
revised rates cited rising wages, increas- 
ing cost of indemnity cases, increased 
medical costs and changes in accident 
frequency. 





Named by Markel Service 


H. Jackson: Lissenden, Richmond, Va. 
accountant, has been named vice presi- 
dent and comptroller of Markel Service, 
Inc. of that city, it is announced by Lewis 
C. Markel, chairman of the board. 

Mr. Lissenden, a graduate of Univer- 
sity of Cincinnati, has lived in Richmond 
for 11 years and has been a partner in 
the local accounting firm of Andrews, 
Burket & Company. He is a member of 
the American Institute of Certified Public 
Accountants, Virginia Society of Certified 
Public Accountants, and vice president of 
the Virginia Society of Systems and Pro- 
cedures, 
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AFIA Forms Fidelity-Surety Dept.; 


Stevens, Stanyon Join as Secretaries 


previously casualty superintendent in the 
Fireman’s Fund and from 1942 to 1953 
branch manager 


A full-fledged fidelity and surety de- 
partment, resulting from the expanding 
surety bond operations, has been es- 
tablished by the American Foreign In- 
surance Association, according to James 
O. Nichols, president. “The increase of 
overseas construction jobs and _ invest- 





HORACE A. STEVENS 


ments, both private and public, has cre- 
ated more demands, particularly for 
surety bonds,” said Mr. Nichols. 

“In establishing a separate fidelity and 
surety department we can be of greater 
assistance to American brokers, and to 
the foreign governments in whose terri- 
tories we now operate by providing them 
with vital information on the practices 
of American firms, especially in the con- 
struction field.” 

The new department will be under the 
direciion of Horace A. Stevens, who was 
appointed as secretary of the associa- 
tion in charge of fidelity and surety. Mr. 
Stevens comes from the Fidelity and 
Deposit Co. where he occupied a man- 
agerial position and prior to that he 
was associated with the National Surety 
Corporation in a similar capacity. 

AFIA’s worldwide casualty operations 
are now headed by G. R. Stanyon who 
has joined the association as secretary. 
Formerly secretary in charge of the 
North British Group’s casualty business 


_in the United States, Mr. Stanyon was 





Goetz Rejoins Strudwick Co. 
As Chicago Branch V.P. 


Howard A. Goetz, who, in association 
with Joseph C. Kunches, set up the Chi- 
cago branch office of A. E. Strudwick 
Co. in 1956, has rejoined the company 
as vice president in that city, it is an- 
nounced by A. E. Strudwick, president. 
Until he successfully negotiated the sale 
of Griffiths Tate, Ltd. Mr. Goetz was 
president and general manager of that 
company in Chicago, which he joined in 
October, 1958. 

A graduate from Valparaiso University, 
Mr. Goetz was admitted to the Bar of 
Illinois. He later joined the Continental 
Casualty in its liability claims depart- 
ment. During World War II he served 
as a captain in counter-intelligence. 

After military service, he became vice 
president and assistant manager of Re- 
insurance Agency, Inc., of Chicago, with 
the primary function ‘of managing the 
reinsurance department, and joined Grif- 
fiths Tate for the first time in December, 
1954, as assistant manager. In his new 
capacity Mr. Goetz will continue his 
work in the production and placement 
of treaty reinsurance business. 


an assistant 


American Insurance Group. 


The latter 


with 14 other leading American capital 
stock insurance companies 


erations in 70 


two 





R. STANYON 


marine, casualty, fidelity and surety op- 
countries where AFIA 
maintains more than 120 branches and 
2,000 agencies. 


organizations 











PRITCHARD AND BAIRD 
REINSURANCE 

Consultants and 
Fully prepared through long experience to serve 


intelligently those Underwriters who demand the 


best. 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
WOrth 4-1981 
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Lawther Recognized by 


Allstate on 10th Milestone 
Philip C. Lawther of Massapequa, L. I. 
has been awarded a gold pen for 10 
years’ continuous service with the All- 
siate Insurance Companies. 
After many years with the American 


Automobile in New York City, he joined 
Allstate in 1949 as the customer service 
manager. His present position is public 
relations manager of the Long Island re- 
gional office. which includes the four 
counties of Kings, Queens, Nassau and 
Suffolk. 





BRADLEY FULLER DEAD 
Bradley Fuller, 66, retired regional 
branch manager of American Surety in 
Syracuse, N. Y., died recently after a 
long illness. 








, SERVICE 
‘Is OUR NAME! 


Public Service has shown a very steady and 


significant growth over the years. 

This has been built in large measure on 
what our name signifies — Service. 
Shouldn’t you consider our service? 


20% DEVIATION — General Liability All Forms 
15% DEVIATION — Fire and Allied Lines 
10% DEVIATION — Auto Liability, other than 


private passenger vehicles 


DIVIDEND PAYING —Workmen’s Compensation 


our deviation arrangement and liberal commis- e 
sion make Public Service insurance easier to sell. 





MUTUAL INSURANCE COMPANY 


HOME OFFICE 
10 COLUMBUS CIRCLE 
NEW YORK 19,N. Y. 


Deviations and Dividends shown for New York State; .. 





35 years of public service 


W. E. DANDRIDGE, Agency Supt. 


THOMAS H. RIGGINS, Manager 
1103 So. Miami Ave., Miami, Florida 


W. C. VAN VECHTEN, Manager 
10 Gibbs St., Rochester 4, N. Y. 


Special Agent, WILLIAM D. WILLIAMS 


. for other states, write New York office. 


Galvin Claims Manager 


For Kemper in Cos. Phila. g 


Edwin C. Galvin has been appointed 
claims manager in the Philadelphia office 
of the Kemper Insurance companies. His 
appointment was announced by (William 
H. Heineke. vice president in charge of 
the companies’ seven-state Eastern de- 
partment. 

Mr. Galvin went with the Kemper 
organization in 1933 in the Boston office. 
He served as an adjuster in the Boston 
auto claims department for eight years 
before being named manager of the com- 
panies’ Binghamton, N. Y., branch claim 
office. He also has been branch claim 
manager in Newburgh, Albany and New 
York city before becoming claim man- 
ager in Jamaica in 1956. 





Mutual Auto Bureau 
Hikes Rates in N. J. 


Revised automobile bodily injury and 
property damage liability rates for pri- 
vate passenger automobiles, commercial 




























automobiles and Division 1 garage risks | 


in New Jersey are announced by the 
Mutual Insurance Rating Bureau on be- 
half of its members and subscribers. The 
revised rates are effective October 7. 

The revised private passenger automo- 
bile rates produces a statewide rate level 
increase of 14.1% in New Jersey. 

On commercial cars and garage risks, 
revisions result in the following average 
statewide rate level changes: commercial 
cars, up 14.1%; garage risks (division 1) 
up 17.2%. 





Surety Producers 
(Continued from Page 30) 


lic and private construction jobs, from 
counter-signature requirements. This re- 
quirement, he ‘said, has now been elim- 
inated by eight states. 


President Neely expressed the whole- | 


hearted approval of NASBP on Surety 
Association’s new booklet, advising that 
several hundred copies are being ordered 
to send out to architects, engineers, 
owners and NASBP members. 

President Neely then said that “we 
have offered our services to the compan- 
ies to work closely with them on improv- 
ing the handling of contract bond claims.” 
This problem was discussed with com- 
pany people last spring at NASBP’s an- 
nual meeting in New York. It is recog- 
nized that remedial action must be taken 
as contract bond claims in a three-year 
period (1955-58) have increased out of 
proportion to premium volume increase. 

The surety producers put on the record 
their approval of the new Insurance In- 
formation Center, soon to start operating 
in New York, and the consensus was that 
“we're in favor of any consolidation of 
company activities to make more effec- 
a the work being done.” 

. F. J. Harrington, NACSA executive 
a president, was given recognition by 
election as an ex officio member of NAS- 
BP’s board of directors. 
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Mr. Za’s answer to direct-writing competition: 
North, south, east or west, MERITmatic is the best! 


And a complete answer it is. MERITmatic is competitively expirations. Decreases overhead, increases income. 
priced. Written with a ball-point pen and delivered on Want to sell instead of bookkeep? Earn instead of juggle 
spot. Automatically renewable and payable semi-annually. papers? Be an Insureman. Sell MERITmatic! Details? 
But it’s still quality protection in a top company, and Just ask us! 

with local agency service. MERIT matic not yet available in all states. Details on request. 





ZURICH INSURANCE COMPANY 

AMERICAN GUARANTEE AND LIABILITY INSURANCE COMPANY 
ZURICH LIFE INSURANCE COMPANY (an affiliate) 

135 South LaSalle Street, Chicago 3, Illinois 

OFFICES IN PRINCIPAL CITIES: New York, Boston, Providence, 
New Haven, Buffalo, Amsterdam, Orange, Philadelphia, Pittsburgh, 
Baltimore, Greensboro, Charleston, Savannah, Atlanta, Birming- 


Completely in line with Insuremanship*, 
Zurich-American’s concept of modern selling 
...cut out the paper work...get down to the sell. 

MERITmatic bookkeeping is handled by elec- Baltimore, Greensboro, Charleston, Savannah, Atlanta, irming 
Minneapolis, Milwaukee, Chicago, Jackson, Dallas, St. Louis, 


tronic brain. Sends notices, payS commissions ZURICH - AMERICAN Kansas City, Denver, Seattle, Portland, Sacramento, San Francisco, 
monthly (new and renewal). Agent owns all INSURANCE COMPANIES epemanilabail oth 80 











©1959 Zurich-American Insurance Companies *T™M 
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HESS JOINS FIREMAN’S FUND 
Assistant Mgr. Auto and Casualty Oper- 
ations in East; Vessa Bond Special 
at the Pittsburgh Office 

3urton Y. Hess, CPCU, has assumed 
his new responsibilities as assistant man- 
ager of automobile and casualty opera- 
tions in the Eastern department of Fire- 
man’s Fund Insurance Co. and its af- 
filiates in New York City, Vice Presi- 
dent John H. Dillard told agents of The 
Fund this week. In his new executive 
position, Mr. Hess is associated with As- 
sistant Manager John H. Hord. The 
two executives will assist Resident Vice 
President Henry E. Knoblock. 

Mr. Hess joined The Fund in 1953 as 
casualty manager of the Pittsburgh 
branch office. For the past few years, 
he has been assistant manager of the 
automobile and casualty operations in 
the Western department in Chicago. 


Additional personnel changes an- 
nounced this week by The Fund _ in- 
cluded appointment of Brian M. Vessa 


as bond and burglary special agent in the 
Pittsburgh office, replacing Walter H. 
Gentry, Jr., who has been transferred to 
Philadelphia. Mr. Vessa icined The 
Fund as a fire and automobile adjuster 
after his graduation from Columbia Uni- 
versity in 1953. 

In the southern California department, 
Angeles. Garnet Clancy has been 
auto-casualty agent. 


Los 


appointed special 


Driver Education Needs 
Competent Instructors 


“To make sure that teenagers become 
safe and competent drivers, we've got to 
take training out of the hands of well- 
meaning relatives and friends and see 
that it is provided by compe‘ent high 
school instructors,” an auto insurance 
executive says. Judson B. Branch, pres- 
ident of Allstate Insurance Companies, 
reporting on six years of operation of the 
driver education grant program of The 
\llstate Foundation, said driver training 
has become so important in preparing 
youngsters to live in this highly mechan- 
ized age that only qualified and compe- 
tent high school driving instructors are 
prepared to teach it properly. 

Mr. Branch said that since 1953 The 
Allstate Foundation has cooperated with 
42 colleges and universities in training 
high school teachers to instruct driver 
education. More than 7,500 teachers have 
attended these Foundation-aided courses 
he said, and since have taught safe driv- 
ing methods to more than 1,000,000 high 
school students. 

“We at Allstate are convinced thet 
only those who have had the benefit of 
competent driver education courses given 
by specially trained teachers will be ade- 
quately prepared to meet the chanced 

“driving environment all drivers face to- 
day,” he continued. “We believe ovr in 
vestment in the Allstate Foundation 
grant program for driver education will 
pay off in the future in reduced accidents, 
with a consequent reduction in the to!l of 
human suffering and economic loss.” 


Harrington Address 


2 


(Continued from Page 33) 


sented the association at these sessions. 

At this date the Condon committee 
has dealt with the question of the neces- 
sity for changes in the New York law 
to enable the Insurance Department to 
deal effectively with the multiple line 
problem. “Proposals for amendment to 
the new rating law may require repre- 
sentations on our behalf,” said Mr. Har- 
rington. 

He called attention to Legislative 
Document No. 70 of 1949 in which the 
Condon committee concluded that. it 
could not recommend what regulatory 
legislation, if any, as to voluntary, per- 
missive agreements should be enacted. 
The committee’s feelings at that time 
was that regulation of such commission 
agreements should not be enacted where 


companies do not desire it. 
Nuclear Energy 

Finally, Mr. Harrington said in dis- 
cussing the growing demand for nuclear 
energy coverage: “Your committee 
under the leadership of E. B. Berkeley 
of Cleveland, has received for study the 
most recently proposed Nuclear Energy 
Liability policies which have been filed 
with a number of State Insurance De- 
partments. Mr. Berkeley has made an 
extensive study of this subject. His 
views and the views expressed by Lvle 
McKown of Minneapolis have been dis- 
cussed with the members of the Nuclear 


Energy Liability Insurance Association. 
It is gratifying to report that a cursory 
examination of this voluminous material 
evidences the fact that many of the im- 
provements suggested by producers have 
been included in the new forms. 

J. Dewey Dorsett, general manager of 
NELIA, and his conference committee 
courteously and objectively considered 
all of the suggestions offered by the 
producers. They frankly discussed com- 
plicated language and explained the rea- 
sons for the expansion or limitation of 
coverage thus far developed. We hope 
for further discussions when desirable 


changes in the policies are submitted in 
definite form.” 

With New York the center of much 
activity, John Weghorn has been called 
upon most frequently to attend confer- 
ences and render counsel and advice. 
Mr. Harrington said he has always re- 
sponded with enthusiasm, “In turn, E. B. 
3erkeley has contributed much of his 
time and keen thinking to the work of 
NACSA.” Mr. Harrington also ex- 
pressed appreciation to NACSA officers 
and members for the time and effort 
they have given to the affairs of the 
association, 





“Unforeseen events... need not change and shape the course of man’s affairs”’ 





Heads or tails...you lose! 


Trying to guess your own insurance needs is like tossing a coin. You can 
never tell when the unforeseen will happen—a fire...a personal 
accident...an auto crash... lawsuit ...robbery...a disabling illness. The 
only real financial protection is insurance of the right kind and in the right amount 
—the kind you get-from your local independent insurance agent or broker who 
represents the Maryland in your community. He’s trained to protect you before 
trouble occurs. Because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety 
Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. ° 





Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of insurance to value. 
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Accent on Health Insurance 


International Claim Assn. Meeting 


President LeClair Says Stature of Claim Man Has Grown and 


Will Continue to Grow; Skutt, Terrell, Gunderson, 
Graham Among Speakers 


The 50th anniversary meeting of the 
International Claim Association, held 
last week in Miami Beach, Fla. with a 
large attendance, was a success from 
start to finish. Howard J. LeClair, Mu- 
tual of Omaha, who was this year’s 
president, gave justified credit in his 
presidential report at the opening session 
to the fine job done by the program com- 
mittee in selecting speakers of quality 
and spoke appreciatively of the research 
done by the association’s life, group and 
A. & H. committees in preparation for 
the seminars which were a feature of the 
convention. 

Mr. LeClair explained that while the 
seminars would run according to the pat- 
tern of previous meetings, the speakers’ 
program had been geared toward the 
health insurance side “as we believe that 
it is the area of paramount importance 
to us at this time.” He pointed in par- 
ticular to the threat of the Forand bill 
which will come up again at the next 
session of Congress, and said that its 
passage (or similar legislation) “would 
be but a forerunner to further incursions 
into the A. & S. insurance fields by the 
Government.” Ultimately and inevitably 
the life insurance field and other insur- 
ance areas would be invaded as well, he 
feared. 

The Speaking Program 


Among the prominent speakers at this 
gathering were V. J. Skutt, Mutual of 
Omaha president, who also heads the 
Hez ulth Insurance Association of Amer- 
ica; Insurance Commissioner J. Edwin 
Larson of Florida, who extended a warm 
welcome to the “Land of Sunshine” and 
extolled the floral beauties, scenic won- 
ders, white beaches and year-round mild 
climate of Florida; Tol Terrell of San 
Angelo, Tex., past president of American 
Hospital Association and administrator, 
Sherman West Texas Memorial Hospital, 
San Angelo; Dr. Gunnar Gunderson, past 
president, American Medical Association, 
who substituted for Dr. H. A. Larson, 
AMA’s president, who had to cancel his 
trip because he had to undergo surgery. 

Another speaker was Louis L. Graham, 
vice president, Business Men’s Assur- 
ance, the perennial secretary of Inter- 
national Claim Association, whose ad- 
dress on “The First 50 Years Are the 
Hardest,” is reviewed in another column. 

An added touch was given to the gold- 
en anniversary aspects of the meeting by 
the honor paid to past presidents of the 
association. And the new officers, headed 
by Walter T. May, Massachusetts Mu- 
tual Life, who was elected president, 
were inducted into office in an impressive 
ceremony. They are listed along with the 
executive committee members in the life 
section of this issue. 


President LeClair’s Address 


In opening his address President Le- 
Clair said the association would mark 
its 50th birthday on November 23. He 
spoke of the great life and A. & S. insur- 
ance growth which has been witnessed 
in this half century. Even in 1909, he 
said, there were those who alleged that 
life companies were too large. “On the 
other hand, health insurance was in its 
infancy,” said Mr. LeClair. “There was 


practically no Group insurance, no hospi- 
tal, surgical or medical insurance. There 
was also no Federal and little state regu- 
lation of the business. 

“At that time,” he continued, “there 
were few who could be called claim ex- 
ecutives. The handling of claims was in 
many instances a part time job, indiffer- 
ently performed.” 

The speaker showed his concern over 
government invasion when he remarked: 
“In spite of the fact that our industry 
has demonstrated that it can provide the 
American public with the insurance it 
needs, the same public is under a con- 
stant barrage of brain washing by the 
forces of collectivism who would have us 
believe that only Government can furnish 
economic security. 

“It is our job to retain and confirm the 
public confidence in our integrity and our 
ability to perform according to our prom- 
ises. The task is made no easier by the 
growing inflation in our economy. The 
fractional dollar is shrinking life insur- 
ance estates, cutting the purchasing pow- 
er of annuity and pension benefits and 
tending to increase the cost of health in- 































Rinehart-Marsden, Inc. 
HOWARD J. LeCLAIR 


surance. The growing hunger of Govern- 
ment at all levels for more taxes does 
nothing to minimize our task, witness the 
recent substantial increase in the income 
tax of life insurance companies.’ 

Mr. LeClair then spoke of the rapid 
advancement in medicine and medical 
techniques “as another factor for us to 
cope with. We are all familiar with them 
but are we just as aware of the fact that 
they call for our constant experimenta- 
tion and receptivity to new ideas and 
changes. This is in an effort to fit health 
coverages to current needs and at pre- 
miums that are within the bounds the 
public considers justified.” 


Calls for Vigorous Response to Challenge 


Saying that the phenominal growth 
and outstanding performance of the per- 
sonal insurance industry has made it 
strong, and at the same time vulnerable, 
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Specialists in Health Insurance 


INDIVIDUAL AND FAMILY 
HOSPITAL - 
LOSS OF TIME 


GUARANTEED RENEWABLE 
"MAJOR" COVERAGE 


Complete Local Service 
ALL HOME OFFICE FUNCTIONS 


AMERICAN HEALTH 


INSURANCE CORPORATION 


NEW JERSEY STATE OFFICE 
60 Park PI., Newark, N. J. 


"LET US BE YOUR A & H DEPARTMENT" 


MEDICAL - SURGICAL 


OVER-AGE PLANS 


CLAIM PAYMENT 

















ANEMIC COMPANIES 


Production wise that is. Need a good 
production man with following? Available 
due to unique situation. Can produce 25 
million Life and A & H in 12 months. Low 
acquisition cost. Go anywhere. Top ref- 
erences. Reply Box 2737, The Eastern Under- 
writer, 93 Nassau Street, New York 38, N. Y 




















Mr. LeClair warned: “We are ander 
attack on several fronts. We should have 
only one answer—a vigorous response to 
the challenge. That response must be 
consistent performance. It is in this area 
that the claimn executive must be in the 
vanguard. The claim man, in fact, is in 
the most advantageous position of all 
company people to help preserve public 
confidence.” 

The speaker emphasized that “we must 
not downgrade our importance in this 
picture. Whether or not we participate 
in top management’s broad decisions we 
do execute the policies of our company. 
And we must do so in ways that are 
practical and economical.” 

He insisted that there is no room for 
rest or relaxation in the claim area. “We 
have growing management problems,” he 
explained, “brought about by increased 
volume of business. The stature of the 
claim man has grown and will continue 
to grow. It is important, therefore, that 
methods of selection of personnel in this 
area undergo our careful scrutiny. It is 
no longer a matter of mere audit when a 
claim is presented. The claim man must 
be alert to new trends, have imagination, 
have potential for advancement to man- 
agement duties, a sympathy for new ap- 
proaches and new ideas. He should also 
welcome inquiry, constructive criticism 
and any sincere offer of cooperation.” 

Before closing Mr. LeClair spoke in 
praise of the Health Insurance Council 
which, with its state committees, “is tire- 
lessly working for better understanding 
between our industry and the health care 


field.” 
Tol Terrell’s Address 


Speaking on “The Hospital and Volur® 
tary Health Insurance,’ Tol Terrell, 
AHA’s past president, said at the outset 
that insurance companies today are doing 
a vastly improved job for the public in 
the field of prepaid health care. He 
emphasized: “I know there is also much 
greater understanding of hospitals on the 
part of insurance people, and claims rep- 
resentatives in particular. I am equally 
sure that hospital people are much more 
aware of many of the problems facing in- 
surance carriers. 

“It seems to me, however, that hospital 
and insurance people need to learn more 
of each other’s operations so that our 
contacts with each other and in behalf of 
each other with the public will be more 
effective. My objective today is to con- 
tribute to our better understanding.” 

Mr. Terrell brought out that “hospital 
business” is “big business” today, a fact 
that many people tend to forget. He 
mentioned that hospitals in this country 
represent investments and assets greater 
than the six largest railroads combined 
and greater than the combined assets of 
General Motors, ‘Ford and Chrysler. He 
noted that hospitals’ daily operations 
would consume two months’ gross sales 
of the vast Woolworth chain, adding that 
“one out of every 44 people in the 
U.S.A. works in hospitals, and that it 
costs more than $12,000 a minute to oper- 
ate hospitals. More important is the job 
we are doing to preserve the lives and 
health of the people.” 

The speaker dwelt at length on factors 
which have tended to make the hospital’s 
problems many and difficult, among them 
being what he called “accelerated obso- 
lescence.” He noted, for example, that 
while the average number of days of 
hospital care per case has decreased sub- 
stantially, the number of days care used 
per 1,000 people substantially higher. 

In defense of hospitals in these days 
of mounting costs, Mr. Terrell said: “I 
do not maintain that there is no room 
for greater efficiency in hospital opera- 
tions. At the same time, the implica- 
tions of some of the statements made are 
far from true. Hospital administrators 


(Continued on Page 44) 
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Gerald Parker Responds to Nelson and 
Atkinson on “Cancellation Mirage” 


Gerald S. Parker, A. & H. secretary of The Guardian Life of America, whose com- 
pany sells both cancellable and non-cancellable A. & H. insurance, presents some perti- 
nent thoughts in the following “Letter to the Editor” on the recent articles in The East- 
ern Underwriter concerning the question of policy cancellation and the provision in 
4. & H. policies that they “are renewable at the option of the company.” 
Nelson, training director of Zurich-American Companies, in our August 
“The Cancellation Mirage in A. & H.” Responding to his 


that of J. Vu 
28, 1959 issue was headed: 


COMBINED SALES SEMINAR 





350 Salesmen and Sales Managers Attend 
Regional Refresher Sessions at 
Chicago Pres. Stone Speaks 

More than 350 salesmen and sales man- 
agers of the Combined Insurance Com- 
pany of America, with headquarters in 
Chicago, and the First National Casualty 
Company, Fond du Lac, Wis., attended 
a regional “refresher seminar” October 
2-3 in Chicago. Approximately 125 wives 
and 30 children accompanied the visiting 
representatives. 

W. Clement Stone, president of Com- 
bined and the First National Casualty 


The first article, 


views. Loyal Atkinson, general agent in New York of Massachusetts Indemnity & Life, Co., was the principal speaker at the “re- 


set forth in our September 18, 1959 issue the superiority of fully non-cancellable con- 
Mr. Parker, taking a middle-of-the-road attitude, writes as follows: 


tracts. 


“T have read with considerable interest 
“The Cancellation 


your recent article on 
training di- 


Mirage” by J. W. Nelson, 
rector of the Zurich American comp- 
anies, and the reply by Loyal Atkinson, 
New York general agent of Massachu- 
setts Indemnity & Life. 

“Both of these gentlemen are neces- 
sarily proponents for their own points ol 
view, the one fully convinced of the 
superiority of the cancellable or renew- 
able at the option of the company con- 
tracts, and the other absolutely con- 
vinced of the relative worthless nature 
of such policies and the great superiority 

3 
of fully non-cancellable contracts. 

“I should like to say just one word 
for the middle ground. I think that much 
of Mr. Nelson’s reasoning is entirely 
correct. It is especially correct in view 
of the administration of the right to re- 
fuse renewal by the better companies 
under today’s conditions. , I think Mr. 
Atkinson’s reply is entirely correct as far 
as it relates to those companies which 
still terminate the cancellable coverages 
because of deterioration in health. If 
Mr. Nelson’s story had been told ten 
vears ago, Mr. Atkinson’s reply would 
have been much more valid. 


Definite Place for Both in Today’s 


Market 


“The fact of the matter is that there 
is a definite place for both the cancell- 
able and the non-cancellable forms in to- 
day’s market. This is especially so in 
the loss of income insurance field. E very 
month, more and more of the companies, 
offering policies which are renewable at 
the option of the insurer only, are adopt- 
ing the policy of not refusing renewals 
solely because of deterioration in health. 
By doing this, they are able to offer fine 
coverage, and sell it at a price sub- 
stantially below that usually charged 
for non-cancellable policies. 

“Such commercial policies can be 
terminated for such reasons as overin- 
surance, false claims, and dishonesty of 
any kind. They can be terminated if the 
individual insured leaves the labor mar- 
ket. _ They can be terminated be- 
cause of any number of underwriting 
situations which are under the control 
of the insured. The companies’ right to 
refuse renewal seems to exercise a very 
real influence upon the sometimes larcen- 
ous instincts of claimants. 

“On the other hand, no one should 
under. estimate the value of a fully non- 
cancellable policy, with its absolute right 
to the insured to continue it in force 
until its age or other coverage limit. For 
those who can qualify for and afford 
such contracts. they represent the very 
finest in accident and health insurance. 


Agent Should Understand Both Kinds 


“Tt seems to me that an agent who is 
selling accident and health insurance 
owes it to himself and to his clients 
to understand both kinds. He ought to 
know which is the best market for each 
kind. If he sells cancellable insurance, 
he ought to satisfy himself that the 
cancellation practices of the company 
he represents are up to modern stand- 
ards. He can do this very easily. He has 
but to ask the company. 

“I do think that the enormous trend 
which exists today toward eliminating 


fresher seminar,” which was devoted pri- 
marily to sessions on sales techniques 
and personal motivation principles. 
Other speakers were W. Clement Stone 
the undesirable cancellation practices Jr., executive vice president in charge of 
which were common a decade ago has_ sales; Vic Fernitz, vice president for 
brought a real change in the overall sales; Al Allen, assistant field director 
picture. We can best serve the future of | for the Combined Group of Companies; 
both the cancellable and the non-can- Stan Buchholz, assistant to the president 
cellable types of insurance if we stress and a vice president of the company; 
the advantages of each rather than the Leonard Evans, district manager from 
disadvantages. Let the proponents for Mississippi; John Knapp, first vice presi- 
each type concern themselves more with dent and regional manager of Canadian 
their own points of superiority than with operations, and F. E. McCabe, executive 
the defects of their competitors, and vice president, administration, and treas- 
both lines will enjoy health, prosperity, urer of Combined and First National 
and public esteem for many years to Casualty. 
come.” The salesmen and sales managers were 








Ordered my 
"Christmas 
Gift" for 
Employees 
Through My 
Insurance 


Man! 





You can’t eat it, wear it or spend it. But 
as a Christmas gift for employees, a new 
or broadened Group Insurance Plan will 
appeal to many employers. 


This is the gift which brings real and lasting 
benefits to the recipient—a gift that con- 
tributes to family security every day in 
the year. The idea is particularly appro- 
priate for the small business which employs 
from 10 to 24 workers. 


Plans may include Hospital and Surgical 
Benefits; Weekly Income for accident or 
sickness; Death and Dismemberment; 
Major Medical and Specified Disease. 
There are only about 50 “shopping days” 
to Christmas—so clip the coupon, attach 
to your letterhead and mail it today. 


You dependent 


AGENT 


“Seevess VOU /feasy® 
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divided into two sections to keep the 
classes as small as possible thereby pro- 
viding more personal contact between the 
“teachers and their students.” 

A major feature of the opening day 
was a two hour presentation of a satiri- 
cal skit which 25 of Combined’s and First 
National’s top employes first gave at the 
Combined Group’s international conven- 
tion held in August in the new 50th state 
of Hawaii. 


DRUG BILLS INSURANCE 
Pacific National Life Launches Program, 
as Experiment, to Allow Assureds to 
Charge Bills to Company 

A pilot program was launched in 
Santa Clara County this month that 
permits some 600 families to charge 
their drug prescription bills to the Pa- 
cific National Life of San Francisco. 
The “prescription insurance test pro- 
gram” will enable 600 county families 
presently insured under a group plan 
by Pacific National Life (PANLACO) to 
have their drug prescriptions filled by 
county pharmacies displaying a_ special 
prescription emblem decal on their front 
doors or windows. PANLACO picks up 
the tab for the drug bills up to a specific 
amount. 

Pharmacists who display the special 
decal and members of the California 
Pharmaceutical Association (CPA) are 
participating in the program. Cecil A. 
Steward, CPA’s executive secretary, said 
that when Santa Clara County’s test 
program is evaluated it is expected to be 
extended throughout the state of Cali- 
fornia. 

Mr. Steward declared: “California 
pharmacists are glad to be a party toa 
program which will round out the health 
care needs of their community. We look 
upon this prescription insurance pro- 
gram as an extension of the present 
medical, dental and hospital coverage 
available through private insurance com- 
panies.” 

PANLACO President H. B. Perrin 
said that his company is “glad of the 
opportunity to develop a_ prescription 
Insurance program that serves the ur- 
gent needs of its policy holders. We 
have long recognized the need for some 
type of insurance program which would 
provide drugs and medicines for the 
public. As new, potent and more ef- 
fective drugs have been developed, we 
in the insurance business recognized the 
growing need for just such a program.’ 








Standard Accident Moves 
McAllister to Home Office 


The Standard Accident, Detroit, an- 
nounces transfer of G. Edward McAl- 
lister from Chicago to the home office 
as executive assistant, field operations. 
Mr. McAllister began. his insurance ca- 
reer in 1941 in the Standard Accident 
home office. After various underwriting 
positions, he was assigned to the Chi- 
cago branch in 1949 as a field repre- 
sentative. He was appointed production 
manager of the branch in 1954 and was 
advanced to assistant branch manager in 
1959, retaining that position until his 
present appointment. 





Inter-Ocean’s Seminar 

Inter-Ocean of Cincinnati, will open 
the first of its new management training 
seminars for general agents on October 
13 in St. Petersburg, Fla. 

Presiding at the two week course will 
be sales vice president, R. W. Angart, 
CLU; underwriting vice president, T. J. 
Smart; training director, Kenneth J. 
Owens; A. & H. and Ordinary life sales 
manager, Earl J. Lewis, and agency sec- 
retary, Taylor Clark. 





NEW LIFETIME HOSPITAL POLICY 

Wisconsin National has put on the 
market a new lifetime hospital policy 
with or without surgical benefits. The 
policy, guaranteed renewable for life of 
the insured, may be sold to individuals 
or as a family plan.. It is issued from 
age 1 month through age 75 years. Com- 
pany reserves right to change premium 
by class. 
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Follmann Cites Progress to Date in 


Providing Prepayment Dental Care Plans 


J. F. Follmann, Jr., director of informa- 
tion and research in Health Insurance 
Association of America, gave an inform- 
ative address on “The Present Status of 
Benefits for Oral and Dental Surgery in 
the Programs of Private Insurance Car- 
riers” on October 6 before a meeting of 
the Pennsylvania Society of Participat- 
ing Hospital Dentists, held at University 
of Pittsburgh’s graduate school of public 
health. ‘lihis is ‘his third speech in re- 
cent weeks on pre-payment for dental 
care, and it is indicative, he said, of the 
increasing interest in this subject. 

Mr. Foiimann spoke September 6 before 
the Queens County (N. Y.) Dental So- 
ciety; on September 18 at the Centen- 
nial anniversary meeting of the Ameri- 
can Dental Society, and on October 29 
he will testify before the Metcalf Com- 
mittee at a public hearing in New York 
on the same subject. 

Whether there is actual interest on 
the part of the public in pre-payment 
dental care is penhaps speculative, Mr. 
FKollmann said at the outset of his Pitts- 
burgh talk. Generally he sees a local- 
ized interest in the main, in specific 
circles such as certain labor unions, some 
employers, public health officials and to 
some extent phases of government. He 
also noted that the American Dental 
Association and certain state and local 
dental societies are displaying an active 
interest along with such organizations as 
Community Council of Greater New 
York, the Council on Employe Benefit 
Plans and the U. S. Public Health Serv- 
ice. In addition, the adequacy of dental 
care under the government’s Medicare 
program for dependents of active mili- 
tary personnel is currently receiving con- 
sideration. 


Hesitant Attitude on Part of Cos. 


Mr. Follmann told the Pennsylvania 
dentists that insurance companies so far 
have approached protection against the 
costs of dental care with some hesitation. 
“That is not to say that some protection 
is not afforded,” he said. “To the con- 
trary, traditional hospital and surgical 
expense coverages include some degree 
of dental care coverage, more usually by 
administrative procedure than by con- 
tract. Very recently some experiments 
in writing more complete coverages are 
evident. It is difficult, however, to re- 
concile the many variations in policy 
provision and administrative practices 
in the payment of benefits into a readily 
identifiable pattern.” 

The speaker pointed out that the com- 
panies, under basic Group hospital ex- 
pense coverage, generally appear to con- 
sider confinement which occurs at the 
recommendation of a dentist or oral 
surgeon. “This is done” he explained, 
“by broad administration of the policy, 
however, and not by specific contractual 
language, since the contract usually re- 
quires that confinement be on the recom- 
mendation of a qualified licensed physi- 
cian, 

“Under group surgical expense cover- 
age company practice appears to differ, 
although there appears a distinct trend 
to cover dental surgery required as a 
result of accidental bodily injury for any 
truly operative procedure covered by 
the surgical schedule in the contract. 
This might be done either administra- 
tively or contractually. 

“With respect to surgical procedures 
performed by a dentist or oral surgeon 
as a result of disease, greater differ- 
ences in insurance company practices be- 
come evident, although extraction or re- 
Pair of diseased teeth, other than im- 
pactions and alveolectomies, are not gen- 
oy contemplated. Some companies 
exclude by contract all dental work: 
some exclude all but alveolectomies and 
impactions on an in-hospital basis, and 
Some (by administration or contract) 
Cover any truly operative procedure per- 
formed by a dentist or oral surgeon. 


“Certain of these latter limit the cov- 
erage to in- -hospital care, others limit 
it to cutting operations, and others have 


neither limitation. Group medical ex- 
pense coverage usually excludes any 
visits in connection with dental work 


but would cover laboratory and X-ray 


ations,’ 


expenses as a result of accidental in- 
juries to natural teeth.” 

With respect to Group surgical ex- 
pense coverage, Mr. Follmann said. “It 
is of interest to note that a recent study 
made by the Society of Actuaries re- 
veals that of 100,000 surgical claims pro- 
cessed by eight insurance companies 2% 
were for the removal of impacted teeth. 
This number exceeded such surgical pro- 
cedures as gall bladder and kidney oper- 
* he observed. 

Practices with respect to the newer 
group major medical or comprehensive 
medical expense plans defy generaliza- 


tion, the speaker said. “Some plans 
cover work performed as a result of ac- 
cidental injury to natural teeth including 
initial dentures. Others limit such cov- 
erage to in-hospital care. Still others 
additionally cover hospital charges re- 
sulting from dental surgery, necessitated 
by accident or otherwise. These cover- 
ages might be by contract or by ad- 
ministration. 

“One insurance company commenced 
providing coverage for general dental 
care in or out of hospital in 1949. The 
coverage is part of medical care insur 

(Continued on Page 46) 
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Think of the people formerly ineligible who now can 
be insured. Consider them as a group and you realize 
suddenly there’s a vast new market available to 


Mutual of Omaha representatives. 


The Select Security Policy provides coverage for loss way”... “ 
of income and hospitalization. It includes many key 
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who previously have been 
considered UNINSURABLE may now qualify for 


MUTUAL of OMAHA’S 


NEW SELECT SECURITY POLICY 


Yes, the Select Security Policy is a great protection 
plan. And it’s just one of the many great protection 
plans offered by Mutual of Omaha. It seems that 


whenever you stop and reflect on “‘who’s showing the 


features which make it the ideal protection plan. 


Among them: 


e Renewal Safeguard on Hospital and Income 


protection plans 


e No reduction in benefits for sickness which 
formerly classified a policyowner as 


substandard 


e Miscellaneous benefits available for all sick- 


nesses or accidents covered in 
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the policy 
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V. J. SKUTT, President 


who’s pioneering the important advances” 
... the answer is Mutual of Omaha. 


So why don’t you see how you can become a mem- 
ber of the Mutual of Omaha career sales team. For 
details write Howard Dewey, Mutual of Omaha, 
Omaha, Nebraska. 


MUTUAL BENEFIT HEALTH 
& ACCIDENT ASSOCIATION 


HOME OFFICE 
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Amer. Cas. A.&H. Stars 
Win Trip to Bermuda 


THEY FLY DOWN ON TUESDAY 


For First Six Months of 1959 $2 Million 
Gain Made Over Same Period 
of Last Year 


Forty-six field men of American Cas- 
ualty Co. of Reading, Pa, who were 
winners in an accident and health in- 
surance sales campaign which ran from 
January to June this year flew from New 
York to Bermuda on Tuesday. They 
had come here from all parts of the 
nation. The trip was not to attend a 
convention, but was a social and sight- 
seeing event, the reward for leading in a 
production achievement in which more 
than $2 million of premiums were writ- 
ten in excess of the record for the same 
period in 1958. The slogan of the cam- 
paign was “Go—ACCO—Go Raeniasin.” 

The flight down was by Eastern Air 
Lines, the return trip will be by BOAC 
(British Overseas). While in Bermuda 
the producers are staying at Castle Har- 
bor Hotel. A number of the agents were 
accompanied by their wives. 


Among Those Making Trip 


Among field men taking the trip were: Jack 


Johnstone, executive vice president, Joseph K. 


Dennis Co., Inc., Chicago, which is one of 
Associated Group Insurance Administrators ; 

Albert Harmon, Portland, Maine, who runs a 
brokerage agency which gets A. & H. business 
from 200 agents in that state; 

William Dignan, Cincinnati, Ohio; 

Bernard Fleischen, Five County Insurance 
Agency, New Hyde Park, N. Y.; 

A. J. Ozer, Brooklyn; 

Robert Keane of Keane & Warner, New 
York; 

W. C. Kummerow, Chicago. 

From home office were Albert H. Kessler, 
vice president in charge of overall accident and 
health operations; Robert P. 
manager, accident and health department; Eu- 
gene Diemand, company’s sales promotion man- 
ager of all divisions; Donald Carll, assistant vice 
president, A. & H.; John T. Flood, manager of 
Harry Anderson, 

and Lincoln Maguire, super- 


Mooney, agency 


Group division ; production 
manager, A, & H., 


intendent of production, commercial A. & H. 


Control of American Casualty 


Financial control of American and its 
fire subsidiary, American Aviation & 
General Insurance Co., was acquired on 
September 15, 1950, by the Accident and 
Casualty Insurance of Winterthur, Swit- 
zerland. The latter and the American 
Casualty jointly own the outstanding 
capital stock of the Valley Forge Life 
Insurance Co., formed in 1956 to write a 
general life, accident and health and an- 
nuity business. 

Since January 1, 1951, all direct busi- 
ness of the United States branch of the 
Accident and Casualty has been rewrit- 
ten at expiration in the American Cas- 
ualty and its subsidiary and the facili- 
ties of the United States branch for the 
writing of reinsurance. 





Educators Using Flip Charts 
To Help Sell Group A. & H. 


A new selling tool—a giant-sized flip 
chart—has been prepared by Educators 
Mutual Life of Lancaster, Pa., to use 
in conveying to school teacher pros- 
pects the basic features of Group A. & H. 
insurance. There are 11 large charts, 
25 by 36 inches, each printed in several 
colors and mounted on an adjustable 
metal stand. The charts are legible at 
a distance of about 40 feet. 

Producers of the Educators report a 
favorable response from school teachers. 
One teacher bought a policy because for 
the first time she understood the cover- 
age, 

By use of the flip chart method the 
Educators’ presentation of Group A. & H. 
coverage takes from 10 to 20 minutes. 
With the combination of oral and pic- 
torial explanation, fewer questions are 
asked at the close of the sale, the com- 
pany reports. 


New York Board, A. & H. 


Underwriters, Plan Year 


Julius L. Ullman, president of W. L. 
Perrin & Son, presided at the second 
board of directors’ meeting of the New 
York Chapter of the International Asso- 
ciation of Accident and Health Under- 
writers, held at Mr. Ullman’s office, on 
October 2. Mr. Ullman announced that 
the theme for the following year will be: 
“Accident and Health Is Primary In- 
surance.” 

This theme will be carried out through 
monthly dinner meetings, which will be 
held on the third Tuesday of each 
month, at which, leaders of the industry 
will speak. The first meeting will be 
held on Tuesday, November 17, at 5:30 
P.M. at Schwartz’s Restaurant. J, Fran- 
cis Welch, vice president of United 
States Life, will speak. 

Resolutions were also passed in favor 
of a membership drive, during which 
each of the association’s 109 members 
will be asked to bring in two new mem- 
bers. The New York Chapter, presently 
the seventh largest in the country, is 
rapidly progressing, The directors ap- 
pointed Howard J. Rosan of the Rosan 
Agency to fulfill the zone chairmanship 
vacated by Louis Medill of the Louis 
Medill Agency. 





Oregon A. & H. Assn. Elects 


W. A. Burtness, Oregon general agent 
of Paul Revere Life and Massachusetts 
Protective, has been elected president 
of the Oregon Association of Accident 
& Health Underwriters. 

Curtiss J. Peterson, North American 
Accident, is vice president. Secretary- 
treasurer is H. W. Trueblood, who is 
executive secretary, treasurer of Insur- 
ance Co. of Oregon. 





NON CANCELLABLE>» Beas 
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GUARANTEED RENEWABLE TO AGE 65 


* Deep personal satisfaction 


* Expanding financial security 


HIAA FORUM NOVEMBER 16-18 


Insurance Executives From All Parts of 
U. S., Canada, to Attend Sessions 
at Hotel Biltmore, New York 

V. J. Skutt, president of the Health 
Insurance Association of America, will 
deliver the keynote address at the asso- 
ciation’s 1959 Individual Insurance For- 
um, to be held November 16-18 at the 
Biltmore Hotel, New York City. Mr. 
Skutt, president of the Mutual Benefit 
Health and Accident Association (Mutual 
of Omaha), will speak Monday morning, 
November 16, to the gathering of insur- 
ance company executives from all parts 
of the U. S. and Canada. 

The three-day meeting will be featured 
by two panel discussions and 43 work- 
shop sessions on seven different subjects. 
There will be five workshops each on 
substandard, senior citizen, and major 
medical; 10 underwriting case clinics and 
four claims case clinics; and seven work- 
shops each on medical impairments and 
underwriting techniques. 

Discussion outlines for the workshops 
will be mailed to registrants about Oc- 
tober 30. 

The program for the forum was de- 
veloped by the 1959 individual insurance 
forum sub-committee, under chairman- 
ship of Harry L. Graham, secretary, A&S 
department, Bankers Life, Des Moines. 
Other sub-committee members are: Peter 
J. Burns, assistant vice president, New 
York Life; J. Noyes Crary, assistant 
secretary, accident department, Connec- 
ticut General Life, Hartford; Byron S. 
Davis, Secretary, S&A division, State 
Mutual Life Assurance, Worcester, 
Mass.; Carl A. Ernst, director of A&H, 
North American Life and Casualty, Min- 
neapolis; Francis W. Evans, director of 
S&A underwriting, The Prudential, and 
B. K. Holliday, vice president, underwrit- 
ing, Federal Life and Casualty, Battle 
Creek, Mich. 








* Genuine community service 





Four Appointments Made 
By No. American Accident 


Four life sales appointments have been 
announced by A. V. Dowling, president, 
North American Accident, Chicago. 

Leland R. Boyce is the new life agency 
director for the southwestern division 
in Oklahoma City. In the insurance field 
for eight years Mr. Boyce is former 
general agent for Postal Life in Albany 

James C. Clemens has been appointed 
North American regional sales director 
for the Houston area. A 1949 graduate 
of McMurray College he has been in 
insurance since 1952. His former organ 
ization was Pacific Mutual. 

In Milwaukee, a five-year insurance 
veteran, Charles Szmanda, was named 
North American general agent. A 
graduate of Milwaukee Vocational Col- 
lege, Mr. Szmanda was associated with 
Prudential prior to joining North Ameri- 
can, 

Donald J. Heffernan is the new North 
American general agent in Sioux City. 
Mr. Heffernan is a graduate of South 
Dakota Law School and LUTC. He was 
with American Mutual before his North 
American affiliation. 





LeClair Address 


(Continued from Page 41) 


are sincerely and constantly striving for 
greater efficiency, and a large number of 
hospitals can lay claim to the fact that 
they are more efficiently operated than 
many other businesses.” 

He also emphasized: “The hospitals 
will survive in some form or other, 
whether individuals, government or pre- 
paid health insurance pays the major 
cost of keeping them open. hs gg 
health insurance, on the other hand, i 
going to survive only so long <as it i 
an acceptable job for the American pub- 
lic . . . and only so long as the public 
is convinced that it is worth what it costs 
through this medium to get the top qual- 
ity health care available in today’s hos- 
pitals.” 


Calls Blue Cross “Vitally Necessary” 


The speaker spoke strongly in support 
of Blue Cross organizations, saying that 
their continued existence in the field of 
prepaid hospital care is vitally necessary. 
He declared: “Just as in the beginning 
Blue Cross pointed the way, so today 
Blue Cross is doing a job that badly 
needs doing; namely. by enrolling many 
segments of the public unacceptable to 
insurance companies and by maintaining 
a healthy American atmosphere of com- 
petition which has stimulated _ better 
health insurance standards for everyone 
in this country. The disappearance of 
Blue Cross from the health insurance 
scene surely would be the signal for the 
federal government to take over hospital 
and doctor care, and the ultimate result 
would be the elimination of insurance 
companies from this field. 

“In recent months, Blue Cross has been 
under fire in rate hearings due to the 
size and nature of its operations and has 
been subject to attack by labor unions 
and others who would have us believe 
they lack understanding of the real 
health care problem. Many of these same 
people actually are trying to bring about 
compulsory government health insurance 
and are merely using Rlue Cross rate 
hearings as an opportunity for propa- 
ganda for their socialistic aims 

“There is no question about the im- 
portance of prepaid health insurance to 
the voluntary hospitals in this country. 
The percentage of hospital income from 
this source varies anywhere from 60% 
to as high as 90% of total patient in- 
come. With the dwindling of private 
philanthropy due to the present tax situ- 
ation, hospitals must rely on patient in- 
come (and today this means primarily 
hospitalization and compensation insur- 
ance) for the money needed to keep their 
doors open—and remember, they must be 
open 24 hours a day, 365 days a year. 
The voluntary hospitals and voluntary 
health insurance will live together, or 
they will die together!” 
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New Jersey Evaluating 
TDB Insurance Law 


ADVISORY COUNCIL ENLARGED 





J. B. Rooney, Chairman, Reports Plans 
to Hold Hearings in Study of Cur- 
rent Disability Program 





A comprehensive study of New Jer- 
sey’s temporary disability benefits insur- 
ance program has been started by the 
state’s Advisory Council on Disability 
Benefits, a continuing body appointed by 
Governor Meyner. 

Two new members of the group, Peter 
J. Cassidy of Fords, N. J., and Daniel 
McColley of Plainfield, N. J., have been 
sworn in by Secretary of State Edward 
J. Patten. Frank T. Judge, director of 
the Division of Employment Security, 
which administers the New Jersey 
T.D.B. law, attended the swearing-in 
ceremony. 

$42 Million Paid to Workers in 58 


Mr. Judge reported last week that 
nearly $42 million in temporary disability 
benefits for off-job illness or accidents 
was paid out in 1958 to New Jersey 
workers. This was a drop of nearly 
$2%4 million compared with 1957 pay- 
ments. Payments made under the state 
plan totaled $11% million, while private 
plans paid out $30% million, Mr. Judge 
said. 

The temporary disability insurance 
program provides benefits of up to $35 a 
week for up to 26 weeks for workers 
who are disabled by non-work connected 
accidents or illnesses. In most circum- 
stances, both employes and employers 
contribute to the insurance funds. 

Mr. McColley, who is vice president 
and treasurer of the Wood Newspaper 
Machinery Corp. of Plainfield, repre- 
sents employers on the advisory body. 
Mr. Cassidy is an international repre- 
sentative of the United Steel Workers 
of America and is one of the labor mem- 
bers of the group. 


Rooney on Evaluation Study 


John B. Rooney of Newark, chairman 

of the Advisory Council, who is a sec- 
retary in America Fore Loyalty Group, 
reports that plans were completed for a 
comprehensive set of hearings designed 
to aid the group in its study of the 
current disability insurance program. 
The council plans to evaluate the pres- 
ent benefit structure, including weekly 
benefit amounts and duration, the rate 
of contribution, the tax base and cover- 
age provided by the statute. 
_ Noting that New Jersey is one of but 
four states in which disability insurance 
coverage is required for workers, Mr. 
Rooney said that constant vigilance must 
be maintained to keep its T.D.B. pro- 
gram in line with developments in the 
Sstate’s economy. As part of its survey, 
the council will invite labor groups, 
employer organizations and representa- 
tives of the insurance industry to pre- 
sent proposals for legislative recommen- 
dations. 





LEMUNYON REQUIEM MASS 





Fidelity and Casualty Executive Died 
On September 23; Was Special 
Risk Superintendent 

A solemn mass of requiem will be cele- 
brated October 23 at Church of Our Lady 
of Victory, 60 William Street, New York 
City, for Walter J. LeMunyon. He died 
of a heart attack while attending funeral 


Of a relative in Philadelphia on Septem- 


ber 23. 


Born in Philadelphia Mr. LeMunyon 
at time of:his death was superintendent 


_of special risk production in metropolitan 


office of Fidelity and Casualty and co- 
chairman of the insurance committee of 
America Fore Loyalty Group by whom 
he was employed for 42 years. 

i¢ Mass of Requiem was requested 
by his fellow employes of America Fore- 
oyalty Group. All his former friends 


are invited to attend. 


Allstate Selling A. & H. 
In Four More States 


Allstate Insurance Companies have be- 
gun sale of accident, sickness and hos- 
pita’ization insurance in four additional 
states and Canada, expanding the area 
in which this protection is offered to 48 
states and the Dominion, President Jud- 
son ‘B. Branch announced. 

Allstate entered the individual accident, 
sickness and _ hospitalization insurance 
field in August, 1958, with sales in two 
states. Expansion of sales has been ona 


Complaints Lodged Against 
Amer. National, Galveston 


The American National of Galveston, 
Texas, is to appear before Insurance 
Commissioner Joe B. Hunt October 15 





state by state basis. 

Mr. Branch said the policy offers sep- 
arate coverages in a package unit, or in 
combination tailored to the needs and 
budgets of individual policyholders and 
their families. The flexibility of this pol- 
icy makes it possible for a family to 
bring its accident and sickness protection 
up-to-date at low cost, he added. 


and show cause why it should not be 
barred from selling health and accident 

Mr. Hunt said he 
complaints 


policies in Oklahoma. 


received numerous against 
American National salesmen from resi- 


dents in northern and western Okla- 


homa, The salesmen are accused of 
misrepresentations in selling policies, 
Mr. Hunt said. 

American National has been selling 


life insurance in Oklahoma since 1905 
and Mr. Hunt said to his knowledge 
these are the first complaints to be 
lodged against it. 





“Wonder how that 
Combined fellow 
does it” 
























COMBINED 


Insurance Company 


Of America 


W. CLEMENT STONE, PRESIDENT 


5050 Broadway, Chicago 40, Illinois 


* A cents who sell for Combined 


of 


are often the subject of colleague 
admiration. 


That’s quite natural because 
most Combined representatives 
are successful to an outstanding 
degree. Attaining this measure 


success doesn’t just happen. 


Combined provides agents with 


Name 


the two principal ingredients 
that assure their success. 


1. Saleable Merchandise: From 


a broad selection of Hospital, 
Medical-Surgical and Loss of 
Income plans, Combined 
assists an agent in choosing 
the type of coverage he is best 
qualified to sell. 


Combined’s Motivational 
Techniques: Combined agents 
receive training and direction 
in the form of exclusive 
motivational techniques 
that mean the difference 
between ordinary and 
S& extraordinary results. 


That’s how the Com- 
bined fellow does it. He’s 
prepared for success by 
a successful organiza- 
tion — Combined, sec- 
ond largest exclusive 
accident and health 
company in the world. 


We'll be glad to tell you 
how you may become success- 
ful with Combined, if you’ll 
mail the coupon below. 


Combined Insurance Co. of America, Dept. 123 
5050 Broadway, Chicago 40, Illinois 


How can Combined help me to success in the 


Accident & Health Field? 
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Follmann Address 
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ance and, to date has been written on 
several groups. It is broad coverage 
without limitations, except orthodontia. 
It does, however contain a 50% coinsur- 
ance feature. The company considers the 
effort successful but still distinctly ex- 
perimental.” 

Referring to individual and family 
policies of hospital, surgical, medical and 
major medical expense insurance, Mr. 
Follmann said that they usually follow the 
same variation in practices as were de- 
scribed with respect to group cover- 
ages. “Inevitably the coverage provided 
is by administrative procedure rather 
than contractual language,” he stated. 

“However, in January, 1958, one com- 
pany changed its hospital-surgical pol- 
icies to specifically include costs result- 
ing from dental surgery. The coverage 
includes hospital board and room costs 
and miscellaneous hospital expenses 
when confinement is for dental surgery 
and when under the care of a legally 
qualified dentist. The costs of the surg- 
ery are also covered, all being, of course, 
subject to the terms of the contract. 
Such procedures as extractions, removal 
of cysts, fractures, and management of 
infections are covered. Excluded are such 
work as fillings, crowns and bridges, 
dentures and other prosthetic appliances. 

“It is of further interest to note that 
about two months ago one insurance 
company introduced a family policy to 
cover specifically certain costs of dental 
care. This coverage was not part of 
other medical coverages. 

“With respect to these coverages pro- 
vided by insurance companies it is to 
be noted that cash payments are made 
to the covered persons on an indemnity 
basis This guarantees complete freedom 
of choice of the dentist. It assures non- 
interference in the patient-dentist re- 
lationship. It is unconfined with respect 
to geographic area or the type of person 
who might be covered. Within the scope 
of the coverage, it exerts no overt in- 
fluence on the nature of the care to be 
provided.” Continuing the speaker said: 

HIAA Developing Much Needed 
Statistical Base 

“While the foregoing describes gen- 
erally the present extent of insurance 
company coverage of in and out of 
hospital dental care costs and indicates 
the fact that the companies are experi- 
menting to find a correct and insurable 
pattern, it does not serve to demonstrate 
the degree of interest of the insurance 
companies in dental care. Working co- 
operatively with the American Dental 

Association for the past vear, the Health 
Insurance Association of America, rep- 
resenting 270 insurance companies writ- 
ing health insurance, is presently at- 
tempting to develop the sorely needed 
statistical base. Should it become pos- 
sible to develop such statistics progress 
toward more insurance company cover- 
age for dental care would be appreciably 
aided.” 

It was also noted that A. D. A.’s house 
of delegates approved a statement of 
policy in November, 1957, which set forth 
that A. D. A.’s immediate objective 
should be to assist in the development 
of a more effective interpretation of ex- 
isting contracts, and that the long-range 
objectives should be clear identification 
in insurance contracts of allowed pro- 
cedures performed by a qualified dentist. 
First Comprehensive Dental Ins., Plan 

Further along Mr. Follmann gave credit 
to Continental Casualty Co. for having 
inaugurated in August, 1959, the first 
comprehensive dental insurance plan on 
a Group basis for the Dental’s Supply 
Co. of New York. “This group,” said the 
speaker, “is composed of 1,200 employes 
of a common employer and their fam- 
ilies. The plan has been written for a 
three year period, and it is hoped that 
the experiment will provide much needed 
actuarial] data. 

“The coverage is constructed on the 
basis of a deductible and coinsurance 
feature for all types of dental treatment 
including orthodontics and dental re- 
placement. The area for which there is 
no deductible amount includes oral ex- 
aminations (including dental X-rays if 
professionally indicated), diagnosis pro- 


phylaxis, and preparation of a complete 
dental chart and treatment plan. These 


benefits are available to the insured 
once each policy year and 80% of the 
charge will be paid upon presentation 
of the dental chart and treatment plan 
to the company, following the annual 
examination... .” 

Problems Faced by the Companies 

In Mr. Follmann’s opinion, the hesita- 
tion on the part of insurance companies 
to move more rapidly in specifically in- 
cluding in-hospital dental costs in their 
contracts, despite the fact that by ad- 
ministrative procedure they pay many 
of such costs, is founded in several prob- 
lems with which the companies are 
faced. 

“One of these,” he explained, “might 
be considered a matter of definition. 
What are the types of care to be cov- 
ered? Which are the professional disci- 
plines to provide such care? Are the 
distinctions clear within the hospitals 
and among the profession? These are 
questions which confront the companies 
in arriving at concise contractual defini- 
tions. 

“Another problem is that of dis- 
tinguishing between in-hospital dental 
care and other forms of dental care in 
the sense of not encouraging unneces- 
sary hospitalization as a result of limit- 
ing the insurance coverage to in-hospital 
care. Rudolph Friedrich of the American 
Dental Association has wisely counseled 
that: 

‘The insurance benefit will have to cover pro- 
cedures performed in the office as well as those 
performed in the hospital; otherwise the use of 
hospitalization to comply with the contract will 
unnecessary burden upon _hospitaliza- 
It would seem that other con- 
should be investigated in order to pre- 
vent improper utilization of health insurance 
which covers dental services.’ 

“A further problem is the difficulty 
and expense of revising policy contracts. 
The American Dental Association rec- 
ognized this when three of its councils, 
in a joint report to its house of dele- 
gates last vear, stated the following: 

‘The revision of language required to specify 
procedures within dental as well as the medical 
field will require expensive readjustment on the 
part of the insurance companies. In the absence 
of sound statistics and proper wording to assure 
exclusion of cumulative and elective dental care 
benefits, the insurance companies have been re- 
luctant to make such adjustments.’ 

“A final reason for company hesi- 
tancy to provide specifically, by contract, 
coverage for in-hospital dental costs is 
the non-existence of complete and usable 
statistics on which valid cost predictions 
might be made. Data are sorely needed 
on the number or incidences of hospital- 
ization and treatment and the amounts 
or costs involved in hospital confine- 
ment or surgical treatment for dental 
conditions as compared with similar data 
resulting from treatment by doctors of 
medicine. Such data have not been 
gathered by insurance companies as a 
result of the contractual language cus- 
tomarily used.” 
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Big Bill 
(Continued from Page 21) 


Providence Journal as calling the prac- 
tice a bad one. That newspaper said 
editorially. that radio and newspaper ad- 
vertisements paid for by the state were 
only a drop in the bucket compared to 
a safety promotion effort conducted by 
news media as free publicity service. 
Later, the registrar said there would be 
$750 spent for radio advertising, but 
nothing would be spent on daily paper 
advertising. 


Marine Union Meeting 


(Continued from Page 29) 





ful observations, supplemental to the 
official report of the CLP committee 
which had been circulated to member 
associations in advance of the Confer- 


ence. He brought out: 
1, The report by Stanford Research Institute 


on evaluation and control of sweat damage to 
canned goods is about ready. 

2. The situation of fires occuring in ships 
leading cotton on West Coast of Mexico and 


the United States is still not satisfactory. Un- 
loading of cotton at Japanese ports should be 
done with more proper care to fire prevention. 


3. There is strong evidence that coffee is 
being smuggled out of some countries which 


have rigid export controls. Usually substandard 
bags are used and losses occur because of slack- 
age and non-delivery or mis-delivery by reason 
of the condition of bags or markings. 

4. There is need for more training and up- 
dating of training of ships’ officers in use of 
radar. Insufficient technical knowledge is being 
made available, although some countries are 
making positive efforts. ‘‘Many shipowners are 
now ahead of their regulatory bodies in their 
thinking, and it is hoped that the coming safety- 
of-life-at-sea convention will get down to brass 
tacks,’’ Mr. Jackson said. 

5. He urged shipowners to look into weather 
routing as a method of saving on _ heavy- 
weather damage and time (operating costs). 

Presentation of survey reports by un- 
authorized surveyors was another de- 
velopment on which Mr. Jackson re- 
ported. This practice appears to have 
increased in some parts of Central and 
South America and the West Indies, 
he noted. 

Finally he urged that consignees be 
required in all cases to request the in- 
tervention of an authorized surveyor 
prior to removal of damaged merchan- 
dise from customers’ or carriers’ prem- 
ises. 

Barker on Maritime Safety 
Developments 

Owen E. Barker reported on safety 
at sea of personnel and property, re- 
minding underwriters that if it were not 
for the relief they afford in time of dis- 
aster, ships and cargoes might largely 
disappear from the seas. He appealed 
to underwriters to support and work 
with their governments in pursuit of 
solid and sensible accomplishment at the 
1960 international conference on safety 
of life at sea. He recalled how the 
world applauds the dramatic incidents at 
sea involving the transfer of one in- 
jured seaman from one vessel to an- 
other and the saving of one life. He 
said: “This should challenge our best 
efforts in the struggle to make life at 
sea as safe as possible for every human 
being engaged in this honorable and 
perilous occupation.” 

In connection with use of radar, he 
informed the Council of the recent al- 
location of substantial funds by the 
United States Maritime Administration 
to support research in further develop- 
ment and improvement in the use of 
radar at sea. While stressing the need 
for expanded and improved training of 
personnel in use of radar he stressed 
that “something of a mandatory nature 
is needed when radar reveals the pos- 
sibility of imminent peril.” He called for 
definite rules on how to handle situations 
imminently apparent through radar, ex- 
perience having proven that reliance on 
individual judgment is not adequate 
safety. 

Mr. Barker also touched on the need 
for implementation of existing interna- 
tional requirements for proper loading 
of bulk grain. At present, he said, the 
implementation of this requirement is 
left to the discretion of each country 
and while, in a sense, there is broad uni- 
formity, still there is no actual con- 
formity. 

He urged equal attention to achieving 
international uniformity of practices and 
regulations, where appropriate, in con- 
nection with hazardous cargoes and ores 
and ore concentrates. He referred to 
the work of the National Cargo Bureau, 
Inc., the Inter-Governmental Consulta- 
tive Organization, and the United States 
Coast Guard in connection with a “Code 
of Good Practice” on safe stowage of 
ores and ore concentrates. 


Byrne on Freedom of Insurance 


John T. Byrne, in reporting as chair- 
man of the freedom of insurance com- 
mittee, told about the successful adoption 
by the contracting parties of the Gen- 
eral Agreement on Tariffs and Trade 
(GATT) of a recommendation support- 
ing the principle of freedom of trans- 
port insurance. This was accomplished 
in May, 1959, after several years of 
sustained effort by the IUMI and the 
International Chamber of Commerce. He 
also pointed to other developments dur- 
ing the past year which are of concern 


to the IUMI in connection with freedom 
of insurance. 

After submitting a full review of the 
history of the Committee and endeavors 
to sustain the principle of freedom of 
insurance throughout the world, Mr. 
Byrne said: “I feel that the IUMI ex- 
ecutive committee and the Council 
should weigh the factors involved and 
decide on a new approach to the entire 
situation”, including the appointment of 
a new chairman. He recommended: 

That a program of study and educa- 
tion relevant to freedom of insurance 
should be prepared for the countries 
of Africa and Asia “which we must 
convince of the realism and fairness of 
our convictions.” 

That “closer cooperation will have to 
be brought about among those insurance 
markets which are willing to work and 
establish these principles.” He urged 
contacts with Government officials ac- 
credited to world organizations and with 
trade associations. 


The St. Lawrence Seaway 


Kenneth J. Creber, representing the 
Canadian Board of Marine Underwrit- 
ers, showed the Conference delegates 
three excellent non-professional films 
depicting the battle against ice in the 
former St. Lawrence canal system and 
the River, and the building of the Sea- 
way and its present operation. His 
“Notes on the St. Lawrence Seaway” 
were distributed. It was considered “a 
masterful and informative presentation, 
deeply appreciated by the Open Council 
attendees.” 

Mr. Creber informed the Council that 
his Government had stated that hence- 
forth, when ships become caught in 
winter ice, ship operators could not ex- 
pect assistance from the Government as 
was forthcoming at the close of 1958. He 
further emphasized the power of ice in a 
fast-flowing river like the St. Lawrence, 
and the rapid change in weather which 
can occur as it did on November 29, 1958. 





STATEMENT REQUIRED BY THE ACT OF 
AUGUST 24, 1912, AS AMENDED BY THE 
ACTS OF MARCH 3, 1933, AND JULY 2, 


1946 (Title 39, United States Code, Section 
233) SHOWING THE OWNERSHIP, MAN- 
AGEMENT, AND CIRCULATION 


Of The Eastern Underwriter, published weekly 
at New York, N. Y., for October 1, 1959. — 

1. The names and addresses of the publisher, 
editor, managing editor, and business managers 
are: 


Publisher, Eastern. Underwriter Company, 
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W. L. Hadley, 1835 Watchung Avenue, Plain- 
field, N. J. 
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der which stockholders and security holders who 
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through .the mails or otherwise, to paid sub- 
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“Oh, I don’t know anything about the work, Mr. Simms. But as your tenth 





employee, I’d qualify you for Provident Mutual’s small group coverage.” 


As fringe benefits loom larger in the com- 
petition for employees, the flexibility of Provi- 
dent Mutual group insurance helps smaller 
employers attract and hold better workers. 
And bigger employers need group plans more 
than ever. 


Provident Mutual offers every major cov- 


erage for groups from 10 to thousands. Regara 
less of group size, most benefits are custom- 
made to precisely fit the employer’s needs. 

The whole group market is growing lus- 
tily. Provident Mutual has everything an agent 
or broker needs to sell Group Insurance. You’ll 
do well to get full details. 


Provident Mutual 


Life Insurance Company of Philadelphia 




















